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"WAY BACK IN MAY, 1933 


we advertised the fact that 
“WE LIKE ’9EM HARD-BOILED” 


We still do. We want to be made to 
prove our case. And what we said about 
industrial purchasing then applies with 
even greater force today. Demand proof 
of quality and service. When we say 
TRU-LAY Preformed lasts longer—is 
safer for your men to handle—make us 
prove it. When we say TRU-LAY Pre- 
formed resists kinking, spools better, whips 
less or saves sheave wear—make us prove it. 
Be hard-boiled about it. We’ll come through 
with proof. We’ve collected gobs of it during 
the past sixteen years. Convincing hard-boiled buyers is the way we hatch our best 
customers. Shrewd and careful buyers invariably specify TRU-LAY Preformed once 
they have used it. And shrewd buyers always— 
BUY ACCO QUALITY whether it is American Cable’s Tru-Lay Preformed Wire Rope— 
American Chains (Weed Tire Chains, Welded and Weldless Chains)— Campbell Abrasive 


Cutting Machines—Wright Hoists—Page Wire Fence—Page Welding Wire—Paége Traffic Tape 
—Reading-Pratt & Cady Valves—or any other of the 137 ACCO Quality Products. 


AMERICAN CABLE DIVISION 
WILKES-BARRE, PENNSYLVANIA ¢ /7 Bysiness for Your Safety 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, New York, Philadelphia, Pittsburgh, Houston, San Francisco 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


When writing American Cable Division please mention Purchasing 
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Pick Public Purchasers 
for COURAGE 


IGHTEEN competent and experienced 
15 Ohio purchasing men, all members of 
the N.A.P.A., have been named as an 
advisory body to the Citizens Tax League 
in its current survey of public purchasing 
in that state. It is significant that the in- 
quiry is to embrace a study of personnel as 
well as of methods and performance. 





The factor of personnel may well pro- 
vide the answer to most public buying 
problems where centralized purchasing is 
already provided for in the statutes and in 
governmental organization. The basic prin- 
ciples of buying are well known or readily 
available, and there are hundreds of suc- 
cessful purchasing departments in industry 
and government to serve as models for 
efficient procedure. Most governmental buying regulations, while more 
restrictive than in private industry, provide the machinery for doing an 
effective buying job in the public interest, as many a public purchasing 
department is notably demonstrating. 














But system alone is not enough. Good purchasing departments are built 
around good men. Within the framework of any statute, working honestly 
and in strict conformance with the law, mediocre performance and wasteful 
spending is quite possible if courage is wanting. And courage in this instance 
means an appreciation of the buying function as a public service, and not as 


a job. Public buyers discouraged with their status often have only themselves 
to blame. 


Such a simple device as combining departmental requirements for com- 
mon items like coal and brick makes headlines in one of our largest cities this 
month, and the resultant savings, in impressive figures, are proudly broad- 
cast—additional evidence of the golden opportunities in public buying. The 
tragic feature is that these same opportunities have always existed, as any 
man with intelligence and knowledge of the job must have known, and pre- 
vious performance is sometimes hard to explain. 


The time to initiate those savings and to realize one of the greatest 
means of relief to a tax-burdened citizenry is before investigations become 
necessary. The public buyer with courage may have to do a lot of educating, 
and he may have to fight, but aside from the satisfaction of good performance 
he will find himself with a bigger job, and a more secure job. 
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How to Save Money on Steel 


guide the heat treater in securing dependable. uniform 
results. He does not have to test. He takes no chances. 
Spoilage and re-treatine are eliminated and a= sound. 


Reduced shop labor costs... Elimination of heat treating 
failures. costly testing and re-treating...less clerical expense 
—these are money-saving advantages regularly reported by 
manufacturers who standardize on Ryerson Certified Steels. 

Steel buyers know exactly what they're getting when 
they order from Ryerson. These uniform high quality 
steels are made to close range specifications. They are free 
from hard or soft spots and can be depended on for uniform 
working and forming qualities. Spoilage, breakage, and 
irregularities are practically eliminated. 

\ special quality control plan on Alloy Steels assures 
uniform heat treatment response. Entire heats are selected 
and complete chemical and physical properties. and exact 
heat treating characteristics are sent with every order to 


RYERSON PRODUCTS Include: Beams, Structurals, 


dependable job is assured. 

Ryerson Certified Steels stocks are complete and di- 
versified. You can save time, trouble and money by con- 
centrating all steel requirements with this one dependable 
source of supply. Everything from the heaviest structural 
to the smallest rivet—from mechanical tubing to welding 
rod is carried in stock for Immediate Shipment. If you do 
not have the current Ryerson Stock List we will gladly 
send you a copy. Joseph T. Ryerson & Son, Inc. Plants at: 
Chicago, Milwaukee. St. Louis. Cincinnati, Detroit, 
Cleveland, Buffalo, Boston, Philadelphia, Jersey City. 


Channels, Angles, 


Tees, Zees, Hot Rolled Bars, Bands and Hoops. Floor Plate, Plates (over 15 
, Sheets (over 25 kinds), Alloy and Tool Steels, Heat Treated Alloy Bars. 
Stainless Steel, Cold Finished Shafting, Strip Steel, Flat Wire, Mechanical 
Tubing, Boiler Tubes and Fittings, Welding Rod, Rivets, Bolts, Nuts, Washers, 
Concrete Reinforcing, Babbit Metal and Solder. W rite for Stock List. 


YERSON 






























How Pet White House Plans Were 


BLITZKRIEGED! 


By HARTLEY W. BARCLAY 


Centralized Purchasing Plan Wrecked — 
400 Purchasers Fired! 


p ghie federal system of purchasing is being sub- 
jected to complete overhauling, the first effect of 
which was a_ personnel blitzkrieg that lopped 400 
trained purchasers and aides from the service. The 
dismissals amounted to more than 50% of the entire 
personnel purchasing emergency relief needs in the 
procurement division. 

Far from centralizing purchasing functions of thie 
New Deal, the program now being carried out by Har- 
old N. Graves, Special Assistant to Treasury Secretary 
Henry Morgenthau, reaches to the other extreme and 
freezes the grip of bureaucracy upon federal buying in 
direct contravention of President Franklin D. Roose- 
velt’s order for closer coordination. President Roose- 
velt was personally responsible for introducing the cen- 
tralized buying plan in 1933. It is said that some ac- 
tion may be expected from the White House to halt a 
large proportion of this wholesale firing. 

Under Graves’ direction, purchasing divisions of all 
other bureaus and agencies are left undisturbed—by 
the simple expedient of giving each of those setups the 
function of buying in amounts of less than $100. 


How It Works 


Since last July an investigation of Government pur- 
chasing methods and procedure has been conducted un- 
der the direction of Clifton Mack. During this period 
the work of 712 employees in the procurement division 
has been examined. The final report is not available 
for publication. 

It has been pointed out by a member of the Treasury 
Department that the total cost of educating the average 
employee may be estimated at up to $10,000 per person. 
There appear to be many individuals in Washington 
who believe that it is unwise to drop 400 experienced 
employees after they have been trained to function in 
purchasing activities. 

The excuse given for lopping off the majority of the 
trained employees is that by eliminating the purchase 
of all orders below $100 in value, the procurement di- 
vision can function with a much smaller staff, since 
85% of the volume of work has been represented by 
these small orders. The procurement division retains 
purchasing power since in the aggregate, the remaining 
15% of the orders represents 94% of the dollar vol 
ume of the transactions. Therefore by concentrating 
on the 94% of the dollar volume, with the smaller 
quota of office work, it is explained that there will be 
no need for the entire staff employed heretofore. Not 
all of the 712 are to be dismissed. 

The new plan also involves transferring 130 of the 
temporary employees with the best separation ratings 
to civil service, then permanently employing them in 
the procurement division after July 1. In addition, 
about 182 will be retained to permanently function on 
emergency relief procurement. 
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The separation ratings followed as a guide to 
charges are determined by the use of an inv 
formula which is set up in the following way : 


On a theoretical scale of 100 points 
Efficiency ratings determine 55 points 
Length of service amounts to up to 15 points 
Number of dependents in the employee's fami 
determines up to 25 points. 
Over and above these points, an added 10 point 
is given to World War Veterans. 
The point system is not used as a basis for a gene! 
horizontal cut in employment. Reductions are ma 
by calculating which sections of the work shall rec: 


MU 4 
What is Happening in Washington 


1. Present decisions appear to have been made 
upon a legalistic basis rather than upon a back- 
ground of familiarity with purchasing procedure. 


2. The volume of purchases involved, contrary 
to expectations of many—does not concern a 
dollar volume substantially larger than those en- 
countered in large industrial corporations and 
yet the personnel problem is more acute than 
that encountered in any industrial group. 


3. The problem has been complicated by politics. 
Political pressure may prevent efficiency in gov- 
ernmental buying. 


4. Salary ratings are low and out of proportion 
to those found in some other governmental de- 
partments. Minor employees in the N.L.R.B. 
for example, receive salaries 200% larger than 
those paid to responsible purchasing executives 
in the Procurement Division. By comparison, 
salaries in industry are from 75% to 300% 
higher for corresponding responsibility in minor 
purchasing positions. 


5. The Federal purchasing studies have not 
taken sufficient serious cognizance of the effi- 
cient methods worked out by municipal and 
state purchasing departments. They could afford 
to study such examples as that of Russell Forbes 
of New York City, who has been available for 
conference. 


6. No recognition has been afforded to the work 
of the N.A.P.A. and in this failure—the natural 
result has followed. Courses of instruction in 
scientific purchasing could be introduced— 
based on N.A.P.A. research—with profitable re- 
sults to tax payers. 


7. While President Roosevelt has provided the 
inspiration of centralized purchasing as an idea, 
he has failed to provide the necessary follow 
through of the “Know How.” This could be 
easily remedied by bringing in proper consulting 
advice which could be realily obtained. 


PTL 
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certain quotas of reductions in personnel, then reduc- 
tions are made based upon the comparative separation 
ratings in each section. This appears to be a very fair 
basis of determination. 


More Work Coming 


The dismissals appear to be poorly timed because the 
work of the Procurement Division is expected to sharp 
ly increase during the coming summer. On July 1, 
the division will take over all procurement purchasing 
of all orders over $100 for all government departments 
located in Washington, D. C., except that of Army, 
Navy, Marine Corps and the Works Progress Ad 
ministration. This new burden is expected to involve 
handling purchases of an additional 63 million dollars 
as compared with the $14,000,000 now handled on reg 
ular orders plus approximately $60,000,000 handled 
on general schedules on term contracts negotiated by 
the procurement division. Thus this first new addi 
tion will approximately double the work of the di 
vision. Later on it is expected that an additional 
$63,000,000 volume of purchasing will be assumed 
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when the division takes over the field purchases of all 
other government departments, except War, Navy, 
Marine Corps. and W.P.A. 

In general, the effects of this sudden order may be 
interpreted as follows: The decision will promote 
duplication of purchasing functions by protecting a 
dual system of purchasing. It will, however, take 
away the executive responsibility for policy decisions 
from other governmental purchasing departments. It 
will not result in reducing operating personnel, thus 
will not produce desired savings in other purchasing 
departments. Thus there appear to be many substan 
tial disadvantages to the plan which are considered by 
many to outweigh the theoretical advantages. 

The argument is advanced that these 400 employees 
can readily be dismissed because they are temporary 


employees and were primarily concerned with emerg- 
ing is declining, it is said, and since emergency relief 
appropriations are to be reduced, it is alleged that there 
must be dismissals of temporary relief procurement em 


ency relief purchasing. Since this volume of purchas- 


plovees [his reason, however, does not appear to be 
a completely valid one, when it is borne in mind that 
the transfer of 130 other temporary employees to civil 
service 1s contemplated If transfers from relief em 


ployment vil service status may be arranged so 
conveniently, what reason is there for not transferring 
the entire lot of employees, so that a well drilled and 
efficient staff will be able to take over the new purchas 
ing functions when the load of work 1s increased al- 
most 100% on July 1? 


This question becomes even more important than 
might appear on the surface, when it is realized that 


there are few enough experienced purchasing people 


among the unemployed relief groups. And the ex 
perience of the U. S. Civil Service proves that « xperi 
enced and capable purchasing personnel cannot be ob- 


tained overnight 

The last examinations of applicants for purchasing 
positions under Civil Service were held on November 
22. 1937. At that time the following examinations 


were conducted 


Purchasing Officer, salary $3,200 per vear 
Assistant ” 2 600 
Junior 7 ' 2,000 


Competitors under these tests were rated according 
to the following relative veights: 


1. Mental Test Weight 30 
> ‘ 


2. Experience 70 
All pure hasi ‘ 


g emplovees must be U. S. citizens, and 
tor positions in Washington must show legal residence 


for at least one yea prec ding the closing date for re- 
ceipt of appli ations 

The experience requirements required are as fol 
lows: 
Experience—Pu ng Officer and Assistant Purchasing 
Officer—Applicants for the position of Purchasing Officer 
must have i it least 5 and for the position of As 
sistant Purchasing Officer at least 3 years, of progressive- 
ly responsible experience as purchasing and procurement 
officer or agent for a large organization requiring large 
quantities and an extensive variety of general supplies, sucl 
as office suppli irniture, and equipment, maintenance 
and oper £ automotive equipment, 
hardware, and 1 ellane supplies. It is desirable that 
for some vacancies eligibles be also experienced in the 
procurement of surgical and chemical supplies, and sub 
sistence ppl ‘7 entire experience must have in- 
cluded the original preparation of specifications for the 
purchase of materials of the sort specified, the invitation 
of bids, the classification of bids received, and active par- 
ticipation in, or administrative action in connection with, 
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the awarding of contracts for supplies. The type.of ex- 
perience necessary to qualify might be acquired with a 
large railroad, or other public utility, with a large indus- 
trial or commercial establishment, with a branch of the 
Federal Government, or the government of a State or 
large municipality. 

Junior Purchasing Officer—Applicants for the position of 
Junior Purchasing Officer must have had not than 3 
years of progressive experience in the purchasing depart- 
ment of an organization such as is described under the 
requirements for Purchasing Officer and Assistant Pur- 
chasing Officer, above. This experience must have included 
the writing of specifications and invitations to bid, under 
supervision or 


less 


direction; analysis of, and recommendations 
regarding, acceptance of bids for consideration by the pur- 
chasing officer or department, and the performance of 
other responsible clerical work in connection with the pur- 
chasing department of an organization such as has been 
described above. 


Nonqualifying experience—Experience as buyer of spe 
cialized merchandise for department stores or jobbing 
houses which did not include the wide variety of mate- 


rials indicated; as manager of a mercantile establishment 
without responsibility for the purchase of the required 
classes of materials and/or equipment by competitive bid- 
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centage of the volume of work is to be thrown back 
to the individual purchasing departments and centrali- 
zation will primarily affect policies of procurement and 
not the handling of the 85% of the volume of orders, it 
appears unlikely that there will be any large transfer 
ot purchasing personnel from other departments to the 
procurement division and, therefore, the latter will as- 
sume new burdens of work next summer without ade- 
quate skilled personnel if the 400 employees are finally 
severed from the payroll and the anticipated new bur- 
den of work is taken over on July 1. 

Careful reading of the Director’s Order No. 73 does 
not provide any substantial authority for justifying the 
present wholesale slashing of personnel, in the opinion 
of many. In fact, some commentators report that they 
regard Director’s Order No. 73 as complete authority 
for centralizing ali procurement, as far as_ possible, 
contrary to the present plan. 

The actual order is shown herewith. Note particu- 
larly the paragraph: 

2. The Procurement Division, Treasury Department, shall 
hereafter undertake the performance of procurement of all 
supplies for use either at the seat of government or in the 
field for all existing government agenctes and such agenctes 
hereafter created: Provided, that any agency may perform 
such procurement itself to the extent permitted by the 
Director of Procurement, until such dates as the Director 
may designate with respect to specific agencies, specific 
kinds of procurement or specific supplies 

Since the plan for centralized purchasing originated 
with President Franklin D. Roosevelt, and received its 
initial impetus long before the Reorganization Bill was 
passed, it is expected that this situation will receive the 
personal attention of the Chief Executive of the nation. 
Whether final plans will be permitted to remain as they 
are at present, could not be determined. However, 
competent outside observers report that they expect a 
change in present policies. 

The existing plan is well described in the following 
I’xecutive order, dated February 24, 1940. 


TO THE HEADS OF EXECUTIVE DEPARTMENTS, 

INDEPENDENT ESTABLISHMENTS 

AND AGENCIES, 

Pursuant to Executive Order No 6166, approved June 10, 
1933, the Director of Procurement of the Treasury Depart- 
ment has proposed a change in the method of procurement 
of supplies, materials and equipment for the Government's 
non-military executive establishment, in respect to items 
purchased in the District of Columbia. The Treasury De 
partment has submitted this proposal to the Bureau of the 
Budget for review because the Bureau has the statutory 
responsibility of approving the transfer of funds concomi 
tant to the transfer of personnel which may be requested 
in connection with the partial centralization of procure- 
ment which is embodied in the plan. The suggestion is 
that the change be effective as of July 1, 1940. The pro- 
posed program is as follows: 

1. All transactions involving the purchase of items 

listed in the General Schedule of Supplies as available 

under term contracts will be handled by the depart- 
ments, establishments, and agencies themselves, with- 
out reference to the Procurement Division of the Treas- 
ury Department. Similar procedure will be followed 
with respect to commodities to be purchased from the 
Government Printing Office, items available under term 
contracts negotiated by the agencies themselves or by 
the Post Office Department or other Government agen- 
cies, and articles obtainable from the Federal Prisons 
Industries or other Government sources. Blind-made 
products will be obtained from agencies indicated by 
the Procurement Division of the Treasury Department 

2. Purchases in the open market, which involve an ex- 

penditure estimated not to exceed $100, will be effected 

by the departments, establishments, and agencies them- 
selves, in accordance with the requirements of section 

3709 of the Revised Statutes as modified by law with 

respect to specific agencies 

3. Purchases in the open market which involve an 

expenditure estimated to exceed $100, regardless of any 





legislative waiver of section 3709 which may be appli- 
cable in any instance to purchases in amounts exceeding 
the limitations above fixed, will be referred to the Pro- 
curement Division of the Treasury Department for 
execution: Provided, however, that in the case of emer- 
gency items, perishable commodities, or of specialized 
or technical supplies, materials or equipment peculiar 


to the needs of a particular agency, purchases may be 
made without reference to the Procurement Division. 
The Director of Procurement may require periodic re- 


ports in respect to purchases made under this exception 
Agencies will be required to pay a surcharge with 


respect to open market transactions handled by the 
Procurement Division under this section. 
} Purchases of commodities available from the ware- 


house stocks maintained by the Procurement Division tn 
the District of Columbia will continue to be made from 


such stocks when practicable 

5. With respect to the two classes of open market 
transactions referred to under sections 2 and 3, the estt- 
mated cost, rather than the actual expenditure, shall 
establish the classification for purposes of procedure, 
and such classification will not be affected by any varia- 
tion subsequently disclosed as between the estimated 
and the actual st t the transaction. 

6) The program herein pr posed shall not be inter- 
preted to prohibit the submission of a purchase author- 
ity to the Procurement Division of the Treasury Depart- 
ment for execution, regardless of the amount or nature 


of the transaction involved, in any instance in which 
such action would be of advantage to the Government. 
7 The procedure outlined herein will apply only to 
procurement, by the non-military executive establish- 
ment, effected in the District of Columbia, whether for 
use in the District of Columbia or in the field. Ata 
later date further consideration may be given to pro- 
curement effected in the field, but it is not deemed ad- 


visable at this time to extend the scope of the proposal 

bevond transactions conducted in the District of Colum- 

bia 

Ss The terms ot proposal, insofar as they change 

the procedure I \ n etrect, will not apply to transac- 

tions conducted under any Emergency Relief Act. 
Consideration of the Treasury’s proposal, by the Bureau 
of the Budget, would be materially facilitated if the in- 
formation outlined in the attached questionnaire were at 
hand, in respect to each agency concerned. Accordingly, 
it will be greatly appreciated if you will submit the data 
outlined as soon as possible and in no event later than 
March 18, 1940. Please note that the first five items of the 
questionnaire relate to the six-month period ending June 
30, 1939, and tl tem pertains to the month of 
January, 1940 lransactions under any Emergency Relief 
Act should be excl 

If vou desire to submit any explanatory comments along 
with the questionnaire returns, or any general comments 
relative t the pro] sal utlined herein, these will be wel 
comed by the B [ Budget 


r the a 
HAROLD E. SMITH, Director 


Bureau of the Budget 


Benefits of Centralization 


The governmental centralized purchasing program 


upon as being one of the most useful 


1 


and practical steps taken by President Roosevelt. It 
was not expected, however, that the program would be 
literally scuttled simply on the basis of a survey ot 
small orders. While the small order problem may be, 
indeed, a serious one, there is no doubt that a large per- 
centage of these small orders could be handled as rou 
tine work, with resulting savings to supplies, in sales 
expense in contacting governmental departments and 
in savings to the government by eliminating duplicating 
and overlapping functions. Now, however, by simply 
splitting the volume of purchasing and shifting the 
large purchases to the Procurement Division, and leav 
ing the small purchases to the original departmental 
purchasing groups, all of the inefficiencies of the old 
methods are securely perpetuated and maximum bene 
fits of centralization are lost. Undoubtedly, many of 
the small orders of value less than $100 can be grouped 

‘Continued on page 118 
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AMERICA’S INDUSTRIAL FRONTIERS 























course of a few years, develop so rapidly as to become 
major factors in our economic life. Of all the things 
we have seen and learned, nothing is more startingly 
clear than that the future holds glorious and unlimited 
opportunities for further and rapid progress. 


Progress Is Inevitable 

With the ever increasing number of minds and dol- 
lars employed in research work, it is simply inevitable 
that the vast reservoir of unknown materials, physical 
and chemical laws, processes and products will, vear 
by year, yield its secrets in increasing numbers. New 
needs and new industries to supply them will be an 
important factor and equally important, in my judg- 
ment, will be development in the direction of improv- 
ing known products and learning how to make and 
sell them ever more cheaply. Pioneering for better liv- 
ing does not stop in the research laboratory. The high 
living standards which are so general in America today 
are the result of providing ever better products for 
an ever increasing number of people. Every step in 
reducing costs of production and in improving methods 
of manufacture and distribution makes possible a 
wider distribution of the good things of life. The more 
who can afford to buy new products, the more are em- 
ployed making them. And all who contribute to this 
process—scientists, engineers, workmen, salesmen—are 
helping to raise the standards of living in America. 


Defeat Defeatism 

It is not surprising that we all too frequently find an 
attitude of defeatism in this country and elsewhere. 
Even a frontiersman when beset by illness must pause 
in his progress and concentrate all his faculties on 
ridding his body of the infection. Our national eco- 
nomic body has been seriously ill and because we have 
been concentrating our thoughts and attention upon 
curing ourselves rather than going forward, our per- 
spective is warped. What we need is to stand away 
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from ourselves a little and take a long, refreshing look 
at a far horizon. How much, how very much, can be 
seen there to stimulate and inspire a people weary with 
the troubles of the day is confidently told by our work- 
ers in science, our men of vision and by our experience 
of the past two generations. 

How great the progress of the last two decades has 
been can be traced in the histories of hundreds of the 
products we use each day. In the electrical industry 
alone we can think of dozens of products that have 
been drastically reduced in price during these two 
decades, and as a result, the number in use has in- 
creased by the hundreds of thousands each year. 

Today the average price of a lamp bulb is 30% of 
its 1921 price—the number sold has increased three 
fold. 

The cost of the average electric refrigerator has 
been cut in half since 1927—-and the number sold has 
increased nearly fivefold 

Electricity itself—household consumption has in- 
creased sixfold since 1920: the cost has been cut al- 
most in half. The average cost today is four cents a 
kilowatt hour, in contrast to alt 


nost eight cents twenty 
vears ago 

the average cost of electric washing 
machines has been reduced from $113 to $68. Nine 


hundred and fifty-six thousand were sold in 1929 
one million three hundred and twenty thousand in 
1939. 

Electric clocks, fans, irons, vacuum cleaners, all are 


being sold at a fraction of their cost when first intro- 
duced, and as a result more millions of people are able 


to enjoy them. And these products have been vastly 


improved in quality, cost less to operate, and last 
longer than their predecessors. On every front, the 
philosophy of ‘““More Goods for More People at Less 
Cost” is resulting in higher living standards for the 


| 


\merican pe ple. 
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How the 
BAUSCH & LOMB 
OPTICAL COMPANY BUYS 





By STUART F. HEINRITZ 





GREATER VISION et \ 





yy " 








Awe AN of eighty-seven years of leadership 


exacting technical field is the proud history of 





' Bausch & Lomb Optical Company, Rochester, N 
. an industry that started as a one-man retail sho 
1853 and has grown to a large modern plant with 
than 4,000 employees, serving a world market. | 
5 the first product, spectacles, the scope of this busi 
: has broadened to embrace a complete line of ophtha 
r products—lenses, frames and mountings, eye-exan 
2 Sasisaieias and lens grinding machinery ; micros 
. photomicrogr aphic and spectrographic equipment 
: opticons, projection and photographic lenses, b 
lars, colorimeters, refractometers, microtomes and 
7 scientific instruments too numerous to mention, 
in scores of industrial fields and by a widely diy 
fed group of professional men, scientists and 
nicians. 
5 \s a manufacturing enterprise, this industry 
: nitely in the field of large-scale production ; its 250,0% 
microscope was produced four years ago. To att 
present size and position, it has been constantly 
sary to develop new markets and to meet comp 
; by economical operation. Yet from the nature 
‘ business, quality and precision far beyond the 
/ requirement have been primary considerations. 
The combination of these factors places a part 
responsibility on those who are charged with tl 
: curement of materials, and it is not surprising 
. purchasing organization has long been recogn 
an outstanding example of efficiency and prog 
; methods. 
Comprehensive Organization 
; C. A. KIRCHMAIER The procurement function in this company 
a Purchasing Agent interpreted to include the purchase of mater! 
y Bausch & Lomb Optical Company control of raW material stores, and the receiving 


t ing and pane of these materials up to the time 
© they go into production. The Purchasing Agent 
s a compact department of 40 persons, of whom 2 
e directly concerned with buying and materials 

15 in the operation of the storerooms, and 5 
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Specifications 



















R. F. WELCH 


Buyer—Chemicals 
Office Supplies 


Buyer 
Metals 


Buying 
Division Routine 











J. STEEL 


Receiving 





Receptionist 


Store A— 
Bldg. 14—Basement 
General Stk. 


Store C— 
Bldg. 14—Basement 
Elect.—Paints 


Sales 
_ Scrap & Salvage 


ing. The Purchasing Agent is not only an admini- 
strative officer, directing the policies and operation of 
the department, but shares the actual work of buying 
with the Assistant Purchasing Agent and three buy- 
ers, each of whom is responsible for a particular group 
of related commodity items. 

The material control section maintains the Rand 
record, a most complete system which includes the 
physical record of purchases, disbursements and_ in- 
ventories, as well as the financial controls for charg- 
ing out materials to the proper departments and de- 
termining material costs (standard and actual) for 
the benefit of the cost accountants, and keeps an ac- 
curate bookkeeping and inventory balance at all times. 

The stores section, besides the normal activities in- 
cident to the orderly and expeditious handling of ma- 
terials, does some production work when this pro- 
cedure seems more advantageous than procurement 
from an outside source. 

This general outline suggests the close coordina- 
tion of purchasing with the other phases of manage- 


ment. The whole procedure is geared to mesh 
smoothly with operations and controls in other de- 
partments. That principle applies to policies as well 


as to methods. The Purchasing Agent is a member 
of the important Standards Supervisory Committee, 
which aids notably in maintaining the quality of ma- 
terials and products by coordinating the views of pur- 
chasing, engineering, laboratory and operating depart- 
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Internal Traffic 


Economic 






Invoice Clerk 













Store B— Perpetual 
Bldg. 14—Basement Inventory 
Metais Record 


Store E— 









Bldg. 17— Figuring 
Clerks 
Glass 


Store G— 






Bldg. 30-31— . er 
Containers ataiogues 


ments. Regarding purchases and material control, 
the Purchasing Agent is directly responsible to man- 


agement. 
Personnel 


C. A. Kirchmaier, Purchasing Agent, has been with 
Bausch & Lomb for more than fifteen vears. He ts a 
graduate of the University of Rochester, with gradu 
ate work in mineralogy, and came naturally into the 
company where his father had spent a lifetime, ex 
emplifying a tradition of loyalty and continuity of 
service that is notably present throughout the entire 
organization. He started in chemical engineering and 
production work in the glass plant, thereby acquiring 
a valuable background of familiarity with operations 
and the application of materials. Assigned to purchas 
ing work, he advanced rapidly to the position of As- 
sistant Purchasing Agent, and seven years ago be 
came head of the department. His apprenticeship in 
buying was under the guidance of the late E. A. 
Scheibe, widely known as a pioneer and leader in as 
sociation work, a vice president of the National As 
sociation of Purchasing Agents in its formative years, 
and chairman of the Educational Committee which de 
veloped the first vocational courses in purchasing and 
introduced them through the Y. M. C. A. schools. 
Kirchmaier has carried on this keen interest in as 
sociation affairs, and is an active member of the Roch- 
ester group. 
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Clarence S. Buss, Assistant Purchasing Agent, is 
a graduate of Rochester Business Institute, and has 
been in the purchasing department twenty-four years 

Thomas Brien, Buyer, is a graduate engineer from 
Villanova, who worked on standards in the engineering 
department of the company before being transferred 
to purchasing three vears ago. 

Richard Welch, Buyer, has ten years of experience 
in the department, coming up to his present position 
through various assignments. 

Wilson Wight, Buyer, is a graduate of Syracuse 
University and the Harvard Graduate School of Busi 
ness Administration, where he was among the first 
students in Prof. H. T. Lewis’ purchasing course, at 
that time unique among advanced college curricula. 
His interest in the subject is attested by the fact that 
even before he was personally engaged in purchasing 
work he organized and taught a purchasing class at 
Rochester Business Institute. He joined the depart 
ment five vears ago, and recently conducted the highly 
successful purchasing course at the University of 
Rochester, sponsored by the Rochester Association. 

W. A. Kenyon, in charge of stores and receiving, 
is another University of Rochester man. His respon- 
sibility covers the various stores divisions— metal, glass, 
shop, and general—seeing to it that stocks of all es- 
sential materials and supplies are adequately main 
tained and are not permitted to run out. 
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Standards and Specifications 





Standardization of purchased materials is an im 
portant part of departmental policy, and has been ex- 
tended to a considerable proportion of the company’s 


names. 






have been written to date. 









By standardizing on these seve 
However, it was more that 
necessary to hold the properties of these undet 
control, and the next logical step was to set up s 
fications to define each of the grades, a procedure 
at the same time obviated the necessity of using 


been 


turing practice obscured this fact. 
The method of simplifying the materials 


Betore t 


Was put into effect, there were eighteen 
under 
These were all carefully analyzed 
so that their physical, mechanical and chemica 
erties could be set up for comparison. The co 
naturally showed some overlapping, 
necessary to investigate each item and product in 
to determine whether or not a single standard « 
stitute for the similar materials could be used. 
tests were run, substituting materials which offe: 
combination of the desirable properties of the disp 
The tinal outcome of this test was that 
requirements were cut down from eighteen alloys 
tempers to only seven, which adequately cover 


dit 


and 


n brasses, 


me 








requirements, with constant progress toward stil 
The program was started se\ 
years ago, when it became apparent that an eno 
number of items were building up on the inven 
had 
trade name, and although many of the ite: 
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BAUSCH & LOMB OPTICAL COMPANY 
PURCHASING DEPARTMENT FLOW CHART NO.1 
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BAUSCH & LOMB OPTICAL COMPANY 


PURCHASING DEPARTMENT FLOW CHART NO. 2 
REQUISITION & INVOICE ROUTINE 
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observed throughout the program: (1) complete co 
ordination and agreement of all interested departments 
and (2) periodic revision to keep the specification up 
to date and in line with the company’s current require- 
ment of quality. 

The success and acceptance of this program is at- 
tributable to the method of org Ponce Material 
standardization handled by a committee consisting 
of (1) the Assistant Works Manager, who serves as 
chairman, (2) a representative of the Research Divi- 
sion of the Chemical Laboratory, (3) a representative 
of the Engineering Department, (4) the Purchasing 
\gent, and (5) one revolving member who is the 
superintendent of the division affected by the parti- 
cular standardization project being carried on. 

The actual work on specifications is conducted by 
the Material Standards Section of the Standards De- 
partment, with the cooperation of manufacturing, en- 
gineering, purchasing, chemical laboratory and other 
groups who might be of assistance. Special problems 
of standardization are taken up by a sub-committee 
whose members are: the head of the Material Stand 
ards Section (Chairman), and representatives of the 
engineering, manufacturing, and purchasing depart- 
ments. This set-up has enough flexibility to handle 

»..# practically any problem satisfactorily, 

£84 and utilizes the knowledge of depart- 

ments and individuals who specialize in 
certain types of work, 

The typical pure hase specification is 
simple and concise, covering only the 
essential points, but defining these in 
clear detail. It is set up according to a 








standard outline, collated and stapled with a printed 
cover which identifies the specification by code number 
and shows the date of the most recent revision. For ex 
ample, Purchase Specification No. BR-1, covering free 


turning brass rods used in knurling operations, con 
tains eleven sections : scope, chemical properties (analy 
sis by maximum and minimum percentages), physi 
cal properties, cold working and annealing, work- 
manship_ and finish, tolerances, lengths, packing, mark 
ing, testing and inspection (analysis, drillings, Rock 
well test, and strain test), and rejection. To this ex 


tent the specification is kept on file with suppliers or 
furnished with invitations to bid, so that the require- 
ment may be thoroughly understood and quotations 
shall be on a comparable basis. For plant use there 
is an additional sheet of memoranda, telling which de 
partments use the iterial, in what quantity, and for 
what purpose; also instructions as to frequency and 
quantity of purchase; method of ordering; frequency, 
method, and necessity of tests 

A further step in standardization has been the is- 
suance of stan en size lists for brass rod, tubing and 
sheet. Owing to the diversity of product, a wide 
range of sizes “is required. For example, on free turn 


] 
1 


ing brass rod for high speed screw machine work, 
88 sizes are listed, ranging from .04 inches in diameter 


1 
with a weight of .005 pounds per lineal foot to 4.5 
inches and 58.40 pounds. They are shown in progres- 
sive order. Forty-nine of them, following as closely 
as possible the preferred numbers system of the Amer 
ican Standards Association, represent the ultimate goal 
of standardization and must be given first preference 
in use. Others, marked by parantheses, are noted as 
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TO REQUISITION FORM OATE. 
es —— — ORDER NO. 
SS —— ___}etass 
DON'T srersnastustiswsss DON'T 
we aie QUAN. DESCRIPTION el AMOUNT 
mo at ainda Purchase Authorization Date 
! a ae oe ‘ a - 7 ; DO NOT WRITE IN SPACES BETWEEN DOUBLE LINES 
| Order from___. P. O. No. 
ae | ee ey ee Date 
7 ieeeraee’ ig Ce ee 
4 7 Why ordered Required Will last 
i a Upon arrival Notify Deliver to Customer 
Ordered by O. K. by O. K Pur. Agt. 
I rae se Sines { Supply full Seine. not enter more than one item on this order unless same differ in size only (i. ¢. drills, brass + 
Quantity | = = "SPECIFICATIONS | c a 6 —r 
az ; | _ 
| | | 
Figure 1 (above). The 
requisition is sent from \ 
the using department to | 
the store room. When | 
stocks are down to the | | 
ordering level, the stores | | | 
accounting department | 
issues a pu rchase authori- apy = — Check bere: Confirmation of—Verbal— Telephone— Wire-Order ae 





zation. (Figure 2, right). 


undesirable for future use because of their limited 
application on old product. Those marked with an 
asterisk do not conform to the preferred numbers 
system, and their use is avoided on new product. Those 
marked with both parentheses and asterisk are neither 
desirable nor standard, and may be used only with the 
special permission of the departmental supervisor. The 
inauguration of this system has cut down the range 
of stock sizes from 900 to 500, and the program has 
more than paid its own way from the start. 

Code numbers have been assigned to all purchased 
materials covered by such specifications. For some 
months after the plan was put into operation, brass rod 
was still referred to as “brass rod” by some in the or- 
ganization, and not as “BR-1” or “BR-2,” but that 
stage was duly passed, and now the code letters are 
used exclusively on drawings, layouts, in correspond- 
ence, and even in conversation. 


Purchase Procedure 


The actual routine of requisition and purchase or- 
der follows in general the standard purchasing proce- 
dure common to most departments, but is worthy of 
note in that it consistently clears through the control 
system set up within the purchasing organization. The 
course of a transaction is graphically illustrated in the 
two flow charts shown herewith. Since that proce- 
dure necessarily touches a number of departments 
which do not belong under the jurisdiction of the Pur- 
chasing Agent, those blocks have been enclosed in 
dotted lines to distinguish them from the sections di- 
rectly within the purchasing department. 
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Chart No. 1 deals with purchase order routine o1 
and traces four distinct routines: 


1. Orders from Minimum Stock. 


The foremal 


the using department sends a requisition (Figur 


to the store room “E” and the material requested 
The requisition is marked “filled” a1 
A cc 


delivered. 


forwarded from the store room to the Stores 
ing Department, where it is deducted from 
petual inventory record. The posting clerk « 
that the item has reached the minimum point, and 
cordingly fills out a purchase authorization (1 
2), which is forwarded to the Buying Division 


the particular buyer responsible for that commodit 
After receiving an OK from the buyer 


7 
Lit 


allt 


Purchasing Agent, a formal purchase order (Figure 
is made out from the authorization. The | 
typed with an original and duplicate or acknowl 
ment copy, and five working copies. The origina 
acknowledgement are not specially designated 
chart, but are shown simply as the purchase 
sent from the Buying Division to the vendor. 
Working copies 1, 2 and 3, with one-time { 
carbons inserted, are forwarded to the Receiving 
partment, where they are held awaiting the 


of the material. 


orcas 


Copy 4 is delivered to the Stores Accounting De; 
ment, where it is entered on the inventory records 
then forwarded to the Purchasing Department, w 
it goes into the active order file until the mate: 


received. 


This copy is the source from which 


follow-up clerk obtains her information and on 
she records dates and special notices received 


the vendor. 












































PURCHASE ORDER 


~moRDER FORM 


BAUSCH & LOMB OPTICAL CoO. 
RO t 5 " k 











PURCHASING AGENT 


CONDITIONS 
This order is not to be 


In the event that merchandise has not be 
received a hecked and d 


sale of use of the article or artich 
In consideration of receiving this 

out of any injury to the seller s en 

about the purchaser's premiers 


der, the seller agrees to indemnify and save 
moployees or damage to seller's property while the art 
Seller agrees that no part of t der shall sub-igt wit t ere 
T nd fe 
is order is confidential between the purch 
therewith sh. 





Copy 5 is returned to the store room or depart- 
ment where the order originated. 

2. Orders for Special Materials or Supplies. Orders 
for items not regularly carried in stores are placed 
by requisition arising from the foreman of the using 
department and sent to the store room where similar 
items are normally kept. Having nothing with which 
to fill this requisition, the storekeeper forwards it 
to the Stores Accounting Department. The authoriza- 
tion and purchase order are issued as before, and the 
purchase order follows the same course as indicated 
in the previous example. The Stores Accounting 
Department marks the requisition with the date of 
order and the vendor’s name, and returns it to the store 
room, where it is held until the material is received. 

3. Special Orders, Equipment or Resale Items. Items 
purchased for resale and other specialties are ordered 
on authorizations coming direct to the Buying Division 
from the foreman of the using department, which in- 
clude the necessary specifications as well as the quan- 
tity required. The purchase order is issued in the usual 
manner, and Copy 5 is immediately sent to the fore- 
man of the department where the authorization orig- 
inated. 

In the purchase of equipment, the foreman of the 
using department must fill out a special equipment or- 
der (Figure 4), which is forwarded with the authori- 
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Figure 3 (left). The purchase order, a 









entire transaction, providing a _ positive 
control. 


Figure 4 (above). Before ordering special 
equipment, the maintenance department 
checks the detailed requirement. 


zation to the Maintenance Department, where the re- 
quirements are checked and the accounting procedure 
is determined. The purchase authorization is then sent 
to the Purchasing Department, and the order is issued. 

4. Production Orders. A large percentage of the pur- 
chases arise from production orders. The Purchasing 
Department receives copies of all production orders 
placed. If the material requirements include any items 
not held in stock, the Stores Accounting Department 
withholds the release of the order to the manufactur- 
ing departments until the materials can be obtained. 
The purchase authorization and order are made out 
in the usual way 

Receiving. When merchandise is received, the re 
ceiving clerk removes copies 1, 2, and 3 of the pur 
chase order from his files. Merchandise is checked 
for quantity, and the correct amount received is en 
tered in pencil, duplicated by carbon on all sheets. 
When quality inspection is required, the services of 
inspectors are employed before the goods are delivered 
to stock. Otherwise, the goods and the three copies of 
the purchase order, all agreeing in quantity and spect 
fications, are forwarded to the using department or 
store room, as the case may be. 

The receiver again checks the merchandise for quan- 
tity and quality, and signs the purchase order. Copy 
3 is then removed and kept on file by the receiver. 
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AUXILIARY REC. VOUCHER 


DOCUMEN 


CLASSIFICATION 2 AN Y 


RECEIVING DEPT. COPY 


Copy 1 is returned to the re- 
ceiving room. Copy 2 goes to 
the Stores Accounting Depart- 
ment, is entered on the perpetual 
inventory record, and forwarded 
to the Buying Division, where 
the invoice clerk checks it with 
Copy 4 and the vendor's invoice. 





In cases where several shipments are made against 
the same order, an auxiliary receiving voucher form 
(Figure 5) is used. This form is filled out in pencil 
with the same information appearing on the purchase 
order, and follows the same course as copies 1, 2 and 
3 of the original purchase order, 


Requisition and Invoice Flow 


Chart 2 demonstrates the flow of requisitions and in- 
voices through the Purchasing Department. 

For control purposes, store room materials, which 
number approximately 15,000 items, are broken down 
according to types of material and are numerically 
grouped. Each numbered group controls a certain 
type of material, and the group numbers follow through 
all stages of raw material accounting, from stock rec- 
ords to daily controls and the financial ledger. 

The stock records consist of Remington-Rand vis- 
ible equipment on which is shown material on order, 
received, disbursements, low limits, and the balance 
on hand. The financial ledger controls money value 
only, and shows the money value of stock on hand, 
by groups, at all times. 


AprRIL, 1940 






MUST APPEAR ON ALL 
| i PACKAGES, BOXES, IN- 
VOICES ANDO SHIPPING 

TS 






are then extended, showing the money value of « 


Figure 5 (left). Deliveries are carefully checked 
against orders. When partial deliveries are re 
ceived, this auxiliary form supplements the pur 
chase order copies. 










Figure 6 (below). The financial ledger, main 
tained by the bookkeeper shown on Flow Chart 
2, shows the current inventory position, class! 
‘nid fied by material groups. 
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Requisitions, arising in the using department 
forwarded to the store rooms, are stamped | 
when the material is delivered, and are then sent to 
Stores Accounting Division. They are first group 
then deducted from the stock balance and priced 
disbursement. The day’s requisitions are sorted 
group number, and run by group and money 
on a Burroughs shuttle adding machine. The recap 
lation of this summary control shows total withd: 
als by groups, and is carried as a credit to the finan 
ledger (Figure 6). 

Requisitions are then sorted by the class to 
the material is to be charged. A similar control 
in duplicate, showing the class and the money va 
by classes. A duplicate copy of this control, with re: 
sition, is forwarded to the Cost Accounting Dep 
ment. 

\VWhen using departments, for any reason, wish 
return merchandise to the store room, a credit requ 
tion form is used. It is identical with the regu 
requisition except that it is printed in red ink, 
information is the same as that on regular requisitio1 
but when this form is received in the Stores Accout 
ing Department, a credit entry is made on the 
petual inventory, in red ink, the amount is added 
the balance, and the group and class involved 
credited for the amount in dollars. 


Recapitulations of these controls are summat 
at the close of each month and are journalized, cha 
ing the various classes with the material for the 
tire month at one time. 
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The invoice manifest (Figure 7) is 
made out in duplicate daily, and the 
original accompanies the day’s in- 
voices to the cashier’s department. 


The sample delivery ticket (Figure 
8) is used for interdepartmental 





SAMPLE DELIVERY TICKET 











routine only. It is a four-part form, 
made out when a sample is received 
for test, and is delivered with the 
goods to the individual responsible 
for the test, one copy being re- 
turned to purchasing files and one 
to receiving files as a record. When 
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the tests are completed, a report is 








required, one copy being returned 














to the purchasing department bear- 
ing these recommendations. The 


























PART 2 IS FOR YOUR FILES 


FORM \4i-3 SUITABILITY AND DISPOSITION OF SAMPLE. 


srGneo 


paceiveo pate 


Invoices received from the vendor 


stamped with a block showing 


are rubber 
Invoice Received (date) 
Extensions O.K. 
Receipt O.K. 
Class O.K. 

oh re ale eng ok 6:5 
Recorded P.R. 
Terms % 
Classified 


When the extensions have been checked, terms and 
discounts entered, and the invoice checked against re- 
ceiving vouchers, the invoice is passed to the Stores 
Accounting Division, where it is grouped and the unit 
cost entered on the perpetual inventory record. 

It then goes to the bookkeeper, who enters it on 
the financial register (Figure 6) and takes a total by 
stores group. The totals of these groups are consid- 
ered to be debits to raw materials stores. Against 
these debits are entered the totals obtained from the 
requisitions by the control clerk. These amounts are 
entered as credits to raw materials stores. This in- 
formation, with the various breakdowns obtained from 
it, is the basis for the monthly statistical report pre- 
pared for the Purchasing Agent’s use. 

The bookkeeper then enters the day’s invoices on 
a manifest (Figure 7), and after obtaining an O.K. 
from the buyer or the Purchasing Agent for each 
invoice, he passes them on to the cashier for payment 
to the vendor. 
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RETURN PART 1 TO PURCHASING DEP'T WITH YOUR REPORT AS TO 


vendor is notified of the outcome of 
the test, and the ticket is filed for 
reference. 





— \ 
\ 
\ 
\ 
| 
Ea!) 
\ 
\ 
ourt 
eS | 
es 
Inasmuch as the glass plant and foundry are op- 


te units, purchases made from them 
are charged each month by journal entry, these en- 
tries being handled in the same manner as an invoice 
and also entered the financial ledger as a debit. 


erated as 


separa 


in 


Value of Controls 

With the complete responsibility for materials thus 
centralized within the Purchasing Department, the 
routines described above proceed smoothly and _ the 
various maintained with a minimum of 
delay and extra clerical effort, since they are integral 
with the regular departmental records. Their value 
has been demonstrated many 

In the first place, nothing 
terdepartmental transactions a matter of record, 
the from an outside source, and 
their costs are properly allocated. Whenever the Pur- 
chasing Department places orders with the manufac 
turing divisions, a factory 
special form, with serialized factory order numbers as- 
signed by Production Department at the begin- 
ning of each year. taken on these orders, 
and they are passed through the routines in the same 
manner as a vendor’s invoice. 


controls are 


times over. 

can be overlooked. In- 
are 
purchases 


same as ] 


order is issued, using a 


the 
Costs are 
1S 

The correlation of physical inventory and financial 
controls provides a dual check which must be kept 
constantly in balance, so that there no necessity 
for vear-end “adjustments” which might otherwise 
substantially change the complexion of the company’s 
operations. A monthly report is made to the Purchas- 
ing Agent from the financial control, which will 
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A typical purchase specification. More than 150 such 
specifications have been developed and are in force at 
the present time. 


promptly flash a warning signal 
in the event that inventories are 
increasing, and which show at 
all times the adherence to any 
or any divergence from current 
inventory policy; also reflecting 
any improvement which has 
been achieved in the way of better inventory turnover 
or reduced inventory investment. 

Information is readily available for cost accounting 
purposes and for estimating. All material is charged 
out at standard prices, but is figured on both the stand- 
ard and actual basis. Standard prices are set in the 
Purchasing Department. They are reviewed annually 
and are subject to change at any time by agreement 
between the cost department and the Purchasing Agent. 





Reports 


Full use is made of the information contained in 
these records, though with no elaborate system of re- 
ports. Reference has already been made to the daily 
summary and invoice manifest, and to the monthly 
report summarizing the financial control for the Pur- 
chasing Agent. 

In addition to these, the Purchasing Agent makes 
a semi-annual report to mz anagement covering salient 
factors in the materials situation. It presents the gen- 
eral inventory position, with a comparison of inven- 
tories and purchases on the larger accounts, in which 
the objective is to maintain a turnover of about six 
times per year; comments on quality; a report on vol- 
ume and prices; and a statement of current purchas- 
ing policy. 


Records 


The majority of purchase records are incorporated 
in the controls already described. These include the 
perpetual inventory, kept by commodity items, and 
a purchase record kept according to vendors. Both 
of these are 5 x 8 card records of the visible type. 

In addition to these there is a price record used for 
items which are not regularly carried on the perpetual 
inventory. This is kept in a McMillan visible record 
book, with individual sheets 3% x 10™% inches for 
each item, the description of the item being shown 
on the bottom line, which serves as the visible index 
as the sheets overlap. A column at the right provides 
space for entering the names of several vendors who 
may be supplying that item. Entries are made from 
the vendors’ invoices, showing the date, quantity, price, 
F.O.B. point, and the vendor (by number correspond- 
ing to the list at the right). Entries in this record 
are made only when prices or vendors change, for it 
is not intended as a complete historical record of all 
purchases. When prices check with this record, and 
in the absence of a later or special quotation, the in- 
voices are O.K.’d for price and passed for payment. 

There is also a cash discount record, filed accord- 
ing to vendors, which shows the terms applicable in 
each case. This form is filled out and retained by 
the clerk responsible for receiving vendors’ invoices, 
refiguring extensions, and entering the terms of sale 
in the rubber stamp block. It provides a ready refer- 
ence for any information on terms or discounts, and 
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PURCHASE SPECIFICATION 


No 


AUSCH & LOMB OPTICAL CO 
Rochester, N.Y 


is an additional means of insuring that cash disc: 
may be taken. 


Catalog File 


A very complete catalog file is maintained 
this purpose filing cabinets are used, with special « 
ers to accommodate the various sizes. The ca 
are kept according to size, with a numerical dé 
tion for reference. The index to this file is kep 
3 x 5 cards, with cross reference according to vs 
and product; two different colors of cards being 
to distinguish readily between the two indexes 

The vendor cards (salmon) have the supplier’ 
as the heading, with space for listing various 
below, each with a reference to drawer numb¢ 
catalog number. The commodity cards (whit 
verse this arrangement, with the product or s 
appearing in the heading, and space for list 
number of potential suppliers, each with refere: 
drawer and catalog number as above. 

In order to keep this file up to date, a printed 
card form is filled out and sent to vendors at int 
stating: 

“We are revising our library of catalogs and 

sire copy of your latest catalog of ....... 

To insure receiving new publications, lists, 

logs, etc., as soon as issued by you, we would 

to have our name placed on your mailing 


Continued on pa 























PEN-POINTS ON PURCHASE LAW 


BY @ HH. SHIVELY, 


BABSON INSTITUTE 











| JUST RECEIVED NOTICE THAT TWO 
CARLOADS OF FUSELAGE MATERIALS HAD 

COME IN. | GUESS WE'LL HAVE TO STORE 
THEM IN THE PUBLIC WAREHOUSE OF THE 
GORHAM COMPANY, 















| SUSPECT SO. OUR PRESENT SPACE IS )_ 
CROWDED FULL, AND THEY MUST BE STORED 
CAREFULLY, 


f 
aN 















TWO CARLOADS OF 
FUSELAGE MATERIALS fees 
DELIVERED TO YOU 
FROM THE RAILROAD 
TO BE STORED FOR 
A FEW WEEKS AT 
YOUR RIVER ST. WARE 
HOUSE. CAN YOU TAKE Be 


















\ THEM ? 














rs CALL JUST CAME FROM THE GORHAM 
CO, THEY SAID SOME OF OUR FUSELAGE 
MATERIALS HAD BEEN DAMAGED BY A SMALL 


‘due IN THEIR STATE ST, WAREHOUSE. 


=: | THOUGHT THEY HAD OUR Fo) 
MATERIALS ALLIN THE RIVER ST. J = | 


WAREHOUSE. 








































THE GORHAM CO. REFUSES TO PAY | 
FOR THE LOSS OF OUR GOODS. THEY 
SAY THE FIRE WAS ACCIDENTAL AND 
WITHOUT NEGLIGENCE ON THEIR PART. 


[ 











THE GORHAM CO. HAD NO RIGHT 
TO CHANGE THE AGREED LOCATION. 
SINCE THEY DID SO WITHOUT YOUR 
CONSENT THEY ARE LIABLE FOR THE 
LOSS, EVEN THOUGH ACCIDENTAL. 











16: Responsibility Under a Bailment 


HIS is the type of contract known as a bailment. By the 
agreement, the property of the aircraft company is given 
over to another for safekeeping, to be returned at the end of 


The Pur- 


company 


a specified time. It is a mutual benefit bailment. 


chasing Agent obtains a= service The warehouse 


receives a storage fee 
Under the apparent terms of the contract pictured above, 
Agent expected to get the safety and conven- 


He did not 


the bailment 


the Purchasing 
ience of the River Street warehouse. get them 


The warehouse company changed the hazards of 
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by putting the goods in a different warehouse than the one 
contracted for It had no right to do so without the consent 
of the Purchasing Agent By doing so it became lable for 
any loss involved, even thoug t may not have been due to 
its own negligencs 

Any fire insurance coverage on the property at one place 
would not cover it if moved to a new location without the 
consent of the insurance company, or its agent. The reason- 
ing is similar to that in the bailment case; namely, that a 


change in the location changes the risk and therefore the in 


Surance agreement 
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PRACTICAL TESTS * %\\Y 


— ee 
for 


SS 
MAINTENANCE , \ 
MATERIALS 2 


By JOSEPH L. ERNST To this compact laboratory, materials come 

to be tested for conformance to purchase 

specifications. But the practical test of 

use is regarded as even more important for 
many types of supplies. 


~ 


Purchasing Agent, Board of Education 
Rochester, N. Y. 


PECIFICATIONS and tests, for what might be tions, must continually test the product of 

termed the ordinary run of supplies, are more bidder in performance or in the laboratory. 
important (usually essential) to the public buyer The public buyer’s problems differ from those oi 
in the purchase of such items than to the Purchasing industrial buyer for the reason that in the case 
Agent of a private owned industry. This is so mainly haps 90% of his purchases he is the ‘“‘ultimate consu 
because a buyer in private owned industry, once having er,’ whereas the industrial buyer earmarks the n 
located a product meeting his needs in performance and ity of his purchases for production. Specification 
price may quite easily standardize on that product. Or tests because of these two dissimilar uses may 
if he does wish to give a new vendor a trial order he greatly. The industrial buyer is always confror 
may simply test the newer product against the old. with the factor of profit, for if the produced items 

The public buyer, however, with the words “or to net a profit the firm’s future is in danger. The p 

equal” either ever present or assumed in his specifica- ent day public and institutional buyer is interest 
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A specification is meaningless unless de- 


liveries are carefully checked against it. 
: —_ ” The Purchasing Department requires a 
eBTOTSTOR OF ENC aNECHR -_— : specific report on such tests for compli- 
SECTION an ee 0. ance. 
— 








7 REPORT ON = pe | me 5 
PORTED cp Nee? , ; 
ee. Cos, Inter NO* —= Floor wax is a product gous ives Many 
-39 ae ttle & a 5 . : : : 
LAB. NO — ee buyers and maintenance men considet 
-————— ee ib] oncern In our organization we 
NAME OF MATER! ; = 
? ‘ ‘“ x pn ' 1 1 
a ee have purchased it by brands and we have 
suBMITTED BY — — “tows 2. 182 | r baggie 
. eee en ittempted to purchase by a specification. 
tT" 4 - kes . 1 2 - 4 - ° 
sgl cpa of Yauentio "ong & Laman — Were the manufacture of this product 
a 59 _ TESTE! paper 
DELIVERED BY — 2 


nc CTE yee’ 4 na for Hinecgrer — better centralized the problem would not 
RECEIVED AT LAB.—— q vith 3. of be so difficult, but “everyone and his 


sean. seo epec. Limits es, A } ; set ? 
EXAMINED FOR —————— rests RESULTS Spet>—— ) otne seems to be a potential manu- 
facturer of good (?) floor wax. The 
gy” x 12" wie t larger concerns with research staffs are 
= es tte ‘ a ra “tT 
‘aii ee one me onstantly : empting pig their 
f Stock, ) 850") si nroduct the face of is fact. how can 
Weight > gneets 17"x22 20.8 points pl buct. In tne Tace Of tn Tact, Cc 
strength (uullen the hor basement chemist compete on 
ursting °” _ 5-5 3" 1 °. ‘+ .9 
or ngth: ower 12.44 approxe 0.005 inywhnere near a quality basis: 
Tensile strene™” ryengthwise " a 
0.0040 ies . nin st 
; suitadle for 4 The Specification Didn’t Work 
Thickness nets @ ith pen » eaenst 
4 e ; . Lae « 
Messing: does not show Givers in surfaces We tried the experiment of writing our 
: to flow © a : own specifications on wax, but even after 
geCe sts from un@ ' ‘ , - . 
woe micel Fiber: caeched OF rather exhaustive study and after submit 
nt ‘ shemice ‘ pecs de ] : F 
o11 Absorptto is. 100% of Cne yous oo" ting it to two or three wax companies for 
1p Conter-~- 41 , . ‘ = i ~ * ° 
chemical Pu ese heir comments, our results under this 
ogreph Papers , : yi ray 
¢ spectficatic one ford ade?” method were not satisfactory. his 
3 94 . ; ‘J 7 
complies with requirenty ely with sample specification went into detail as to the 
PUMARKS$ - 2 ample compat suppliere 
aie This 8 -39 by 3 same 


percentage and grade of genuine Carnau 
ba wax, other ingredients, chemical re- 
istance points, etc. One lot of wax was 
purchased but while it apparently met 
ur specifications it did not meet our 


Labe #6355 
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me we have been using 
what might be called the trial and error 
nethod, buying smaller quantities from 
several makers, testing the product on our own floors 
under normal conditions and charting the result. This 
method has been in force now for three years and 
Pesbermence ic the Test during that time we have had several waxes that did 
not prove satisfactory These have, of course, been 
The most important consideration in the purchase of scratched from our list of approved makes. 
supplies such as maintenance materials is the test of We have also discovered that we need not pay more 
performance. Well established trade terms and names, than a certain amount per galion to obtain a wax giv 
as well as intricate specifications, may assist the buyer. ing satisfactory results. Consequently we now have a 
But the main consideration after all is whether the ] ‘ 
product purchased or about to be purchased reacts 
efficiently and economically as anticipated, and the best 
assurance is the practical test of use under actual con- 


savings and in furthering greater efficiency for a tax- 
payer; rarely are his purchases used for the showing 
of a profit. 


list of several waxes in practically the same _ price 
range that answer our purpose. If any new product 
comes along it must ie first within the price limit and 


” : then, if it seems to warrant a trial, it must measure up 
ditions. A salesman for a new product may permit one 


: , : mney) to the approved brands in performance. 
to see orders and testimonials from firms and individu- 


als whose names are familiar, but like the man from Condition of Use 
Missouri the buyer ‘“‘must be shown.” Testimonials Our check on testing waxes is a record by buildings 
may be the entering wedge and provide the opportun- and rooms in which the various kinds are tried. With 
ity for the salesman to demonstrate his wares, but the fifty or more separate structures a variety of situations 
purchasing agent does not become a satisfied user until can be selected. The Engineer-Janitor in each build 
he has seen or participated in a demonstration under ing is instructed to keep an accurate record of the 
conditions set up by himself. rooms or halls in which he used each kind of wax dur 
Among the hundreds of items purchased for jani- ing the summer or Christmas vacation when most of 
torial use by governmental units har for public build- our waxing is done 1 he results are inspected imme 
ings, floor waxes illustrate quite well the difficulties diately after application for evenness, gloss, and 
that the public buyer runs into to a marked degree. In whether iii or not. <A second inspection after 
much the same way the buyer solves his purchases of some weeks or months of use gives a story of endur 
soaps, detergents and cleaning preparations. ance and wearing qualities. 
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A wax ot a nationally well-known company was 
among those tested a year or more ago. Shortly after 
wear started in the fall, complaints from two widely 
separated schools came into the purchasing office. An 
immediate inspection followed and in each case it was 
found after a rain, the wax on the floor turned white 
when walked on with wet rubbers or shoes. The local 
representative was called in, he also made an inspec- 
tion, could not understand why his wax acted in such a 
manner and reported the matter to his factory. Much 
to our surprise this company never offered even an 
excuse for their product, and needless to say they have 
had no further business from us. 

Wax is a difficult product to buy on specification be 
cause it will be found that the method of application, 
the treatment of the surface before application, the 
amount and consistency of wax used, all have a bear 
ing on whether the finished job is entirely satisfactory 
or not. In this connection we had an interesting ex- 
perience. We were testing several brands of wax in 
one of our larger buildings. Immediately following 
the application a complaint came from this school that 
the floors in two of the rooms were very slippery. An 
inspection showed this to be the fact but the resulting 
investigation brought out that the janitorial force in 
these two rooms had only swept the floors, whereas in 
all of the other rooms the floors had been thoroughly 
washed before waxing. 

A clean floor is essential in order to produce a sat- 
isfactory, non-slippery wax finish. The best wax 
poorly applied will not produce the result expected. 
Definite instructions to the janitorial force and the 
assurance that such instructions are followed are 
necessary in the use of floor wax. 


Adapt the System to the Product 


The principles that apply in the purchase of wax, the 
specifications used, if any, and the testing through ap- 
plication can be used with many other items. In quite 
a number of instances we use federal specifications, as 
for example in the purchase of liquid soap, cake soap, 
alcohol, turpentine, etc. Again in other cases we write 
our own specifications perhaps using a federal specifi 
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SPECIFICATIONS 


establish minimum standards of quality 


TRIAL AND ERROR 


eliminate unsatisfactory products 


EXPERIENCE 


determined the appropriate price range 


“OR EQUAL” 


keeps competition alive and widens the 
range of potential supply sources 


PRACTICAL USE TESTS 


insure products of proved satisfaction 


FOR THE PUBLIC BUYER 


STOPERCUUERECEUURUEEREUECEERCEEE RECUR EE CEEEEECEEEECEEEEEEEE REECE EEEEEE ECE 


FATE 


APRIL, 1940 


cation as a base and changing it to meet out 
ments, as for example varnish, floor oil, etc. Ot 
where a definite specification is used a laborat 
will indicate whether a product does or does 
such needs and, in general, products meet 
tests prove satisfactory in use. 

However, there are other materials, let us 
paper towels for example, where both a laborat 
practical test are necessary, in which case the 
of more importance than the former. One may 
that paper towels shall be made of a certain 
sulfide stock, shall contain no ground wood 
be of such and such weight, size, etc. So fa 
but after all, are we not more interested in 
product of this type will do than of what it 

A new towel was recently put on the ma 
performance was excellent, absorbing qualit 
better than some other towels even though it 
in weight. Without a change in our specificat 
towel could not have been accepted. This 
mentioned to show that specifications as to d 
and may be too autocratic and really penalize 1 
pective buyer. Wide awake manufacturers ar 
aiming to improve their product so that what 
ard or tops today may be obsolete tomorrow. 

In the case of paper towels we use chem 
weight specifications but we also add per eae 
example we now have a towel in the qualit 
deem satisfactory so we state in our specifica 
any towel bid upon must be the equal of our sai 
“tensile strength, absorption and tearing qualities 
perforation, hand drying properties, and ease 
pensing from towel cabinets.” Thus again 
formance test becomes our major line of 
against inferior merchandise that might be 
Similar procedure is used in bids on mimeograp 
pencils, carbon paper, typewriter ribbons, et: 


Maintaining Quality Standards 


The public buyer more than the Purchasing 
for a private institution is faced with the gradua 
ering of standard and must constantly guard 
this threat. The industrial buyer need not 
questionable source of supply even an opportuni 
quote—the public buyer must give all who wis! 
portunity of bidding. Consequently he must 
on the alert to prevent inferior products being 
ered and accepted. 

More latitude for the public buyer in the si 
of supplies might be desirable. On the othe: 
certain amount of red tape may be necessary 
guard the buyer and prevent the ugly word “p 
being hurled at him frequently. Occasionally 
and bidders doing business with governme! 
other public agencies will protest and even 
awards to competitors a procedure they wo 
dare follow toward private industry. Their: 
hope of “getting by.” This is just another hu 
the public buyer to jump or run around. 

One case that illustrates this point occurred 
ago in connection with the erection of new 
under P.W.A. Among equipment items < 
were pupil desks. Betore specifications wer 
a committee had examined samples from many 
and on the basis of inspection and test selecte 
that were considered entirely satisfactory. Spe 
tions were written around these three and th: 
used as standards. Bidders on other makes woul 
to establish that their desks were “‘the equal.” 

The manufacturer of one of the three app 


Continued on pag 



































“That fellow you threw out this morning is back 


again. He’s with another company now.” 
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It’s easier to buy well 
when goods are well sold. 
Cooperation works both 
ways and produces tangible 
results. Here's how The 
Flintkote Company encour- 
ages suppliers’ salesmen to 
do their best. 


By ADAM R. CAMPBELL 


Purchasing Agent 


The Flintkote Company 





SALESMEN NEED HELP 


LI. good buying has to rest on the three fac- its suppliers, and one with its customers, ca 

tors of quality, service and price. Without at in the best competitive position. Modern times 

least an even break on those, nothing the buyer does 
it profitable to his employer. 

But when those three are met, there are plenty 


solid business relations. 
The salesman who feels that the Purchasing 
is trying to cooperate with him, can do a tl 


ot things which can make the difference between and one little extra things to help that bu 
ordinary and extra profitable buying. And one of the found that out years ago when I was a sa 
best of these “plusses,” is to help the salesmen who But the salesman who has to combat the buy: 
call. proceed on the theory that anything he says 
Salesmen need help. Selling is a tough job, and may be used against him. And every one 
an exacting one, with many a chance to make errors. little things which the salesman can do, is a ti 
If more Purchasing Agents had to do a little selling ice or extra value of some kind which can 
themselves—such as selling their companies’ scrap or to the purchaser’s profits. 
disposing of surplus stocks—there would be a lot more And just what does cooperation mean‘ 
sympathy shown to salesmen in buying offices. it is a much used word. 
In the Flintkote policies, cooperation meat 
Produces Results ing the other fellow to be at his best in tl 
Yet the reasons for helping salesmen, go far be- tions he is to perform. 
yond mere human sympathy for friends who have hard That is an idea of cooperation which com 
tasks. Cooperation given to salesmen produces tangi- from our President. I do not remember that 
ble results. And those results are based upon the put it into just those words. But his acti 
fact that no manufacturing company stands alone those of our other senior executives, conve 
today. The company which fails to become one with that way. 
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A salesman is at his best when he feels safe, friend- 
ly and solid in his relations with his customer. The 
most useful salesman must have that “forward look,” 
that habit of taking a long view of the future and 
building for it. And the salesman functions with his 
eyes ahead when he feels that the things he does 
are building his future relations with the customer. 
The buyer who makes the salesman feel that way, 
is doing something important to help the salesman 
to be his best. 

One way to get the salesman to look ahead, is 
to ask him to keep adequate records. 

As an example of this, when we bought some spe- 
cial drums, we told the salesman to keep records of 
where every part his house put into them was bought, 
and so on. Years later we needed a duplicate order. 
He was able to bring around all of his records, blue- 
prints, specifications and sources. We gained by 
buying our duplicate order at a highly favorable price 
and without all of the trouble of recalling or rebuild- 
ing our specifications. He gained by the knowledge 
that an original job well done and recorded can lead 
to future business. 


Mutually Profitable 


The whole operation was a solid hook-up between a 
buyer and seller. We had adequate records of those 
drums, of course. But the main records were where 
they should be, in the plant which must perform the 
operations of procuring the materials for those drums 
and of fabricating them. In a solid business relation 
between a buyer and a seller, each must become part 
of the other for the duration of the transactions they 
have. That relation was mutually profitable when the 
seller kept records fully and handily, at our sugges- 
tion. 

The start of such a transaction as that one, is 
another important point in helping salesmen. And 
that is to give them accurate, informative and reason- 
able specifications in the first place. To do this, we 
call in our engineers and technicians from shop and 
laboratory, as do most buyers. 


Another Step 


But we go a step farther than that. We ask the 
salesman to perform an added function which shows 
him his personal responsibility for what is going on. 
And the salesman who feels himself as well as his 
house to be responsible, feels himself to be working 
solidly and therefore at his best. 

The added step is to ask the salesman for written 
reports of what happens at his technical interviews 
with us. 
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ATTIC 


SOME CONCRETE WAYS OF 
HELPING THE SALESMAN 


Consciously build toward a lasting business 
relationship 


Keep adequate records of technical inter- 
views and tests 


Serve as an informative contact between 
the company and its suppliers 


Give the salesman a chance to look well 
to his own boss 


Direct him to the spot in your organization 
where his product can be of greatest help 
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In such an interview we may have present the 
salesman, the Purchasing Agent, and one or more of 
our own engineers and laboratory men as well as 
technical men from the salesman’s organization. Th 
written report we ask of him is supposed to tell what 
was said, and who said it 

That there may be differences of opinion as to what 
went on at such conference, is obvious. Different 
men will put different connotations on the same words 
or voice inflections. The written record from a sales- 
man therefore is a protection against misunderstand 
ings and a way of shortening the time period needed 
to arrive at a satisfactory mutual understanding. But 
the buying principle involved is like the one in asking 
the drum salesman to keep complete records. It puts 
the onus of having clear knowledge onto the shoul 
ders of the party which must use that knowledge 
most—the supplier of the materials. 

The salesman also needs his knowledge to be built 
in the matter of price trends. Yet in this also, the 


salesman needs to be allowed to function coopera- 
tively. 

For every chance the salesman gets to learn about 
prices, the buy gets al least fifty The salesman 
knows only what his employer and his customers tell 


him about his own line; the buyer learns from all 
houses about all lines using 


rials and pro essec 


the same general mate 


Good purchasing per- 

formance contributes to 

all phases of product 
saleability. 
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ABOVE: Decisions arrived at co- 

operatively establish a common 

responsibility and are more 
likely to succeed. 


UPPER RIGHT: Continual 

checking of materials in the 

plant and laboratory keeps the 

buyer and the salesman informed 
on quality. 


RIGHT: The knowledge devel- 

oped in successfully handling 

any operation helps all plants 
having similar processes. 


But the buyer can only learn by listening. And 
he can only impart by talking. For this kind of co 


operation with salesmen, the buyer must be a true 


contact for salesmen. He must be an informative 
contact between his own company executives and the 
salesmen, and to some degree between salesman and 
salesman. 


An Informative Contact 


When a wise salesman depends upon the knowl- 
edge and training of a buyer to act as a filter for the 
salesman’s tips and hunches, then the salesman gives 
for what he can get. He tries to be first man to in- 
form that buyer, and to inform that buyer without 
delay. This is a big and obvious advantage both ways. 

The buyer who would give and get information 
this way, must grant adequate interviews. We co 
operate with salesmen by avoiding being snowed un- 
der with paper work. This gives us time to circulate 
and see what is going on, in our own plants and in 
the businesses of suppliers. A red hot statistical and 
clerical department can be the buyer’s best friend 
in freeing his time for all important work with sales- 
men. 
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The whole matter of cooperating on p1 
mation, can be wrecked by taking too mu 


tage of it. 


double-cross his own house by giving the 


The salesman is not to 


fair breaks on rising markets, any more 


wise buyer 


will save the seller's bacon 


ones. The buyer who expects no more than 
in this respect, gets by far the best average p1 
long swings, and without tying up too much 

inventories nor getting caught with too muc 


little stock in relation to market probabilities 
he gets a thousand and one “breaks” of the ku 


add up to profits. It is better to be too fai 


smart. 


Keeping Alert 


A form of cooperation is to keep the 


on his toes. 


He must feel secure enough in 


so that worry will not distort his thinking, but 


enough to go to sleep. We keep checking up 
sibilities, and we let the salesmen know that 
In that way we not only protect ourselves 
overlooking any bets, but we help the sales 
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GORDON S. YOST, (General Purchas 
ing Agent of the Toledo (Ohio) Scale 
Mtg. Co., has come up through the 
school of practical experience. In his 
early teens he decided on a business ca- 
reer, and after finishing his public 
school course at Anderson, Ind., he 
learned the machinist’s trade with the 
Hill-Standard Mfg. Co. of that city, later joining the 
office force of the American Rotary Valve Co. Am- 
bitious and capable, he made rapid progress. By the 
time he was 18, he was assistant to the factory man- 
ager and was casting about for greater opportunities, 
wondering what a larger city might have to offer. 

At 19, he came to Toledo, worked a short while 
with the Auto-Lite Company, then found a _ position 
in the stock recording department of the Toledo Scale 
Company, starting a business association which has 
continued for nearly a quarter century with mutual 
benefit and satisfaction. 

The World War meant time out from his job. Yost 
enlisted in the Aviation Corps, U. S. Army, and was 
attached to the Royal Flying Corps while he spent a 
year in England teaching the British pilots how to 
handle machine guns in the air. He was on the first 
ship returning to America after the Armistice was 
signed, and promptly resumed his former position. He 
advanced to the head of the stock recording depar- 
ment, became assistant to the General Purchasing 
Agent, and seven years ago became General Purchas- 
ing Agent for the company. 

He has been a member of the Toledo Association 
for eight years, attending six national conventions dur- 
ing that period, and exercising active leadership in lo- 
cal and district affairs. He has served a term as 
President of the Toledo Chapter, and is currently a 
director of the Association. He represented the Pur- 
chasing Agents group on the Citizens’ Survey Com- 
mittee when Toledo adopted the city manager form 
of government, and was instrumental in preparing a 
report and recommendations for improvements in 
municipal purchasing. 

He has a thirteen-year-old son, Arnold; is a_ past 
president of the Parent-Teachers Association; takes an 
active part in church work; plays golf and bridge ; and 
is an enthusiastic baseball fan. 

Recognizing the value of his own production train- 
ing as preparation for his purchasing work, he stresses 
practical experience in the selection of his depart- 
mental personnel. His castings buyer graduated from 
the sand heap in the foundry, and is experienced in 
pattern making, so that he specifies pattern equipment 
from the production viewpoint. A similar situation 
prevails in respect to other buying divisions. He be- 
lieves in enlisting the resources of research, chemistry, 
metallurgy and engineering toward the development 
of strict specifications on materials and parts, all defi- 
nitely geared to the company’s requirements, and takes 
a personal pride in maintaining the quality standards 
of his company’s product through a progressive and 
efficient purchasing program. 
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WILLIAM G. THOMAS, Purchasing 
\gent for the Duke Power Co., Char- 
lotte, N. C., has grown up in and with 





the electrical industry. His first job 
was with Ford, Bacon & Davis, chang- 
ing the Atlanta transmission = system 
from overhead to underground. When 
that job was completed, he became con 
nected with the Georgia Power Co., serving as Gen- 
eral Storekeeper, Assistant Purchasing Agent, and 
Trafhe Manager. It was during this period that he 
acquired a thorough technical background by attending 
the evening courses in electrical engineering at Georgia 
Tech. In 1917 he was appointed Purchasing Agent 
for the Southern Power Company and the Southern 
Public Utilities Company, later consolidated as_ the 
Duke Power Company. In a little more than two 
decades his responsibility has increased from two mil- 
lions to sixteen million dollars annual expenditure. 

A man of quiet personal charm, with a talent for 
friendship and a reputation for fair dealing, “Tommy” 
has the affectionate admiration of a wide circle of 
associates and friends, including a good many sales- 
men who haven't yet been able to sell him a dime’s 
worth of their product. Fond of sports, especially 
golf, he is known as the dean of golf at the beautiful 
old Charlotte Country Club, where he has served as 
a director and chairman of the greens committee for 
the past fifteen vears. He is a good Rotarian, active 
church member, Mason, and member of the Chamber 
of Commerce and the Charlotte Engineers Club. 

For twenty years he has been instrumental in bring 
ing purchasing men together to discuss their common 
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problems. Four years ago, that group, under his lead- 
ership, became affiliated with the N.A.P.A. as the Caro- 
linas-Virginia Association, and Mr. Thomas served as 
the first National Director. The organization has a 
healthy and active membership of seventy-five, rather 
a noteworthy achievement in view of the fact that it 
is comprised of men whose desks are as much as four 
hundred miles apart. 

Mr. Thomas is proud of that Association, and the 
Association is proud of him, As a tribute to his vision 
and leadership, the Thomas Award has been estab 
lished—a trophy to be presented annually to some 
member of the Association for meritorious service in 
the field of purchasing. It is a significant and most 
appropriate plan that will accomplish a double purpose, 
for every such award will at the same time be a re- 
minder and a recognition of the unselfish service which 
has been largely responsible for the success and_ the 
very existence of this group. 


MATTHEW POUTTHU, Purchasing 
Agent of the Oregon Culvert & Pipe 
Co., Portland, is justly proud of his 
Finnish ancestry, a racial stock whose 
sterling qualities have dramatically cap 
tured the respect and admiration of the 
world. His father was a native of that 
country, then under Russian dominion, 
and spent his early manhood there. He came to this 
country about fifty vears ago, responded to its spirit 
of independence and opportunity, and promptly com 
pleted his requirements for American citizenship. With 
his Finnish bride, he settled at eden, in one of the 
mountainous sections of the State of Washington, 
where the topography and abundant wild life reminded 
them of their native land. It was in this setting that 
Matt made his advent into the world, one of a sturdy 
family of thirteen brothers and sisters. 

The elder Pouttu had served the usual compulsory 
tour of service with the Russian army, and narrowly 
missed being apprehended for further duty on a later 
visit to his old home. Matt’s military service was vol- 
untary, for he left his first job with the Columbia 
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River Packers’ Association, at Astoria, Or 
enlist with the American forces in 1917, and 
for two years in the Quartermaster Corps. 

He has been in purchasing work ever sinc 
turn to civilian life in July, 1919. For eight 
was in charge of purchases and cost accountins 
the Beall Pipe & Tank Corp., Portland, devoting 
evenings to the studies which had been interrupt 
an early enlistment in the ranks of the breadw 
and then by the war. After a year and a half 
Northwestern College of Law, he disposed of his 
by advertising them on the bulletin board, | 
presently returned to his library, for the suce 
purchaser, Miss Bertha Stone, later became 
Pouttu. She went on to complete the course, ai 
member of the Oregon State Bar and the Mult: 
Bar Association. Matt’s further courses in th 
versity of Oregon Extension classes have includ 
counting, income tax procedure, traffic, invest 
credits and collections. Evening classes at the | 
versity are a sort of hobby with the Pouttus 
joyable means of keeping mentally alert and g 

He joined the Purchasing Agents’ Associati 
Oregon in 1920, a year after it was organize 
has been a consistently active worker for twenty 
serving as secretary continuously since 1934 

In 1928, he became Purchasing Agent of 
formed Oregon Culvert & Pipe Co., which 
become a subsidiary of the American Rolling \ 
of Middletown, Ohio. His part in the format 
velopment and growth of that enterprise is attes 
his election as secretary of the company soi 
ago. 

His interests are varied. He’s an ardent fis 
and cooks crawfish in a manner to delight the ep 
He’s an excellent dancer. A lover of musi 
opera, he fits Deems Taylor’s idea of the perfect 
listener—relaxed, absorbed and non-commut 
thoroughly appreciative of the artist. A further 
of pride and satisfaction is the handsome new 
which he bought last year, commanding a broa 
of the City of Portland and the west side hills 
constant reminder that purchasing can be an 
well as a business. 
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WHAT HAS HAPPENED TO THE 
STRATEGIC MATERIALS? 


AST fall, with the outbreak of 

general war in Europe and the 
increasing urgency of our own pro- 
gram of national defense, the Army 
and Navy Munitions Board desig- 
nated seventeen commodities as 
“Strategic Materials.” The basis of 
that classification was the essential 
nature of these commodities as ma- 
terials of war, and the lack of sat- 
isfactory substitutes, the fact that 
the United States is dependent, in 
large part, upon foreign sources for 
its supply. Supply is the important 
factor. It might be seriously at- 
fected by any one of a number of 
developments: the destruction of 
foreign mines and factories; ab- 
normal foreign demand and the di- 
version of supplies customarily 
available to this country, to meet 
the defense requirements of other 
nations ; the hazards of ocean trans- 
portation; the possibility of this 
country being drawn into the con- 
flict and assuming the status of a 
belligerent. 

Governmental interest in these 
commodities has important implica- 
tions for the industrial user. For 
these are essential materials of in- 
dustry and of peace-time uses as 
well as materials of war. The out- 
look for increased manufacturing 
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for the purposes of national defense 
intensifies the situation. Govern- 
mental accumulation of raw sup- 
plies solves only one phase of the 
problem, in that emergency orders 
for national use might be acceler- 
ated by having the raw materials 
furnished; but scarcity of supplies 
for normal use would be the more 
acute. Besides this, the effect on 
market levels is an important in- 
dustrial consideration. 

Eight months have passed since 
this situation was recognized and 
various steps were taken to guard 
against critical shortage. The pur- 
pose of this article is to evaluate 
the situation as it now exists, and 
to review the factors and develop 
ments which affect these particular 
markets. 


Prices Are Slightly Higher 


Price behavior gives some clew 
as to buyers’ and sellers’ appraisal 
of the situation. In the overall pi 


+ 


ture, the strategic materials markets 














have conformed to a general pat- 
tern. Prices rose rapidly when the 
war started because of the many 
uncertainties as to the extent of 
the war, as to how many countries 
would become involved, how rapid 
ship sinkings would be, how high 
freight rates and insurance would 
be raised. 

In several prices had 
doubled after a month or two of the 
war, such as manganese ore, quick- 
silver, manila fibre, and silk. In 
others the advance was at least by 
50%, such as tin and rubber. But 
in most cases prices have by now 
receded to close to September l 
The price of tin is actually 
a few cents per pound under the 
war start level. 

Two items still remain at the 
peak, manganese and quicksilver, 
Bureau of Mines com- 
there is no apparent 
eason why quicksilver, at least, 
should remain that high in view of 
he apparently abundant supply. 
ome of the phlegmatic items 
uch as nickel and aluminum, re 
ained unchanged. In the case of 


kel, prices have been unchanged 


cases 


ley els. 


1 1 at 
though the 


nents that 


or about eight years, so that it 
ipparently take something 
ut little short of the world coming 
in end to disrupt nickel. 
Usually the final declines in 
ices would of themselves indicate 
stocks have become sufficient 
ind that all tension is over. The 
ontinued high prices of manganese 
re due partly to the fact that this 
c Material No. 1” and 


here are no substitutes. 


Strate 


A submarine appears, and tons of 
vital materials are erased from indus- 
trial supply. 


nternational News phot 
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Production is rushed, night 
day, in the warring count 
but not for American indu 


ings to increase the percentage of 
rayon waste used. Waste also 


Subsequent declines in prices of 
many of the commodities have been 








due to the possibility of wholesale 
substitutions. For wool for in- 
stance, there are several fibres and 
fabrics which can be put to use in 


its stead. 
Wool 


Wool is of course strategic, be 
ing virtually essential for uniforms 
and blankets for the armed forces, 
the best quality being none too good 
for the fighting men, let the civil 
ians use the substitutes if there is 
not enough to go around. However 
Uncle Sam is apparently not wor 
ried over the supply as he has not 
taken any conspicuous 
hoard a supply. 

\t the start of the present war 
it was being said that the British 
might commandeer the wool clips 
in Australia and New Zealand as 
was done during the world war. 
This would still leave large supplies 
available from the Argentine and 
South Africa, provided these 
sources were still accessible. As it 
has turned out, however, Australia 
has released substantial amounts 
during the past few months. 

Substitutes for wool are 
feasible than for many commodities 
High prices and scant stocks of raw 
wool would cause weavers of the 
cheaper grades of men’s wear suit- 


steps to 


more 
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would be used by knitters of outer- 
wear, men’s sweaters of rayon 
waste already having met with trade 
acceptance. Domestic staple fibre 
could be used by carpet manufac- 
turers in the place of wool. Blanket 
manufacturers have turned out suc- 
cessful products made of acetate 
staple bre with a permanent crimp, 
though these have not been intro- 
duced on 

Meanwhile our own domestic pro- 
duction of wool has expanded most 
gratifyingly. From 1919 to 1925 
the annual wool clip in the United 
States varied between 228,000,000 
and 266,000,000 pounds. Beginning 
in 1926 the size of the clip began 
to grow and since that time has 
fluctuated between 352,000,000 and 
374,000,000 pounds. There is still 
considerable room for expansion 
should it become necessary. During 
the world war, cotton was the only 
substitute. Since then staple fibre 
has developed practical point. 

In 1939 imports of wool were 
98,190,000 pounds against 30,810,- 
000 pounds in 1938, the 1939 im- 
havi equivalent to 
consumption in 


been 


~ 


ports having 


weeks 


about ten 


this country. 
Representative prices are wool 
tops. The spot price at the Start ot 


the war was 86% cents per pound 


markets. 


Near the 


»end of Mart 


per pound. 


At the start 
equivaler 


here W 
months’ 


have not 
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tegic m 
amount 
and sets 
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of prestige 
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in motion 


the supply of such 
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\ustralian growe! 


pointed over the sl 


wool to 
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neutral cour 
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apprehensive lest this 
end with large suppl 
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Sorl 
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\leppo 
New Ze 
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wool whi 
aland anc 
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carious in transit 


Shipn 
United 


vents by At 


States during 


months ot this year increased over 
300% from those for the similar 
period of 1939. 
Silk 

Silk is used in military operations 
for the manufacture of parachutes, 
powder bags and for certain parts 
of airplane wings. It is a material 
which is light in weight, strong, 
durable and versatile in uses. Brand 
new and comparatively new sub- 
stitutes for silk have received much 
publicity, and more and more civil- 
ian needs can be filled by these sub- 





copper, it should be simple to buy 
silk in return. 

However there is a shortage of 
certain desirable grades and a gen 
eral decline in quality in the United 
States at present. Many of Japan’s 
skilled silk workers have left the 
mills and farmers have left the mul- 
berry trees for the army thus tend- 
ing to make for a shortage of silk 
at home. Moreover the Japanese 
have been compelled to use more 
silk at home because of inability to 
import sufficient cotton and wool 
for normal uses. 

















International News photo 


Rolling ceaselessly up to the front lines, essential materials are 
diverted from normal industrial use, and are destined to quick 


destruction. 


stitutes, allowing a greater share to 
be turned over to the military. Ny- 
lon and a new strong acetate varn 
seem to be capturing the imagina- 
tion of civilians. In the weaving 
held, silk can be replaced by rayon, 
and in the hosiery industry special 
cuprammonium yarns and new vis- 
cose types can be used. 

In normal times the Government 
buys about 50,000 pounds of silk 
per year. It has been buying at a 
much larger rate since the war 
started, perhaps double, but there 
has been none of the conspicuous 
and advertised buying that charac- 
terized manganese, tin and tungs- 
ten. Since military danger to the 
United States seems now to lie to 
wards Europe rather than Japan, 
Americans are confident that our 
essential supply will not suffer ma- 
terially. As long as the United 
States possesses commodities which 
Japan needs, such as scrap iron and 
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As has been the case with prices 
of most materials — the 
price excitement of the early days 
of the war has subsided. Thus 
90% 13-15 denier is now around 
$3.10 to $3.12 as against $2.82 to 
$2.87 at l 


st rategic 


the start of the war and 
$4.65 at the peak of the war prices. 
Of prices of 14 prominent com- 
modities listed by the Commodity 
xchange, Inc., silk has experi 
enced the sharpest decline in price 
since Jan. 1, 1940, amounting to 
31.3% the next sharpest having 
been in hides, or 14.2%. Such price 
declines by themselves indicate con 
fidence in our supplies. 


Manila Fibre 


As the nomenclature 
this strategic material comes prin 
cipally from the Philippines, and 
the United States should stand in 
a favored customer position. It 1s 
used for making rope, a necessary 


indicates 


war material. The Navy of course 
uses ropes for light anchors, for 
sailboats where they are used as 
auxiliary The Army 
needs ropes for hauling guns and 
many other operations. 

The price history of manila hbre 
is as follows. On Sept. 1, 1939 the 
price was 5% to 5% cents per 
pound; at the end of March, 1940 
prices were at 5% to 5% cents, thus 
virtually with no net change. Yet 
shortly after the outbreak of the 
war prices rose to about ten cents 


large gov- 


vessels, etc. 


per pound because of 
ernment inquiry, fear of disruption 
fears of excessive 1n- 


of imports, 
Dealers 


surance, freight rates, etc. 
and manufacturers in this country 
rushed into the market pell mell to 
cover their needs. 

However in December and Jan- 
uary prices dropped as rapidly as 
1ey had risen, with the market 
as though nothing had 
Stocks of fibre in 
manufacturers are 


ever happened. 
the hands ot 


said to be high, equivalent to from 
: ionths’ to a year’s consump- 


The Army and Navy continue to 
Thus on 


ccumulate supplies. 
\I ch 21 the ivV\ bought 3,103 
iles at a price of 5.6 cents per 
pound 
Rubber 
Prices on rubber are running 


bout two cents per pound higher 
han when the war started so there 
vould seem to be no great tension 
future supplies 
This is certainly a mild gain since 
the war by comparison with man- 


concerning our 


~ 


ganese ore, for instance. 

stocl Ss of rubber in t] 
equivalent to 
hree months’ supply at the current 


1¢e 


Present 


United States are 


ite of consumption. This is about 
d supply for any 


a standat com- 
modity which takes a long time to 
copper, Or 1S 


process, SLIChN as 


brought in from a long distance, 
such as tin and rubber. However a 
rubber authority has told us that he 
would consider a five or six months’ 
supply better under the circum- 
especially since consump- 
United States is now 
about 50.000 tons 


stances, 
tion in the 
large, running 

per month. 
The plans of our government in 
providing for hoarding of rubber 
ire unique in that barter arrange- 
nents have been made—American 
cotton for 80,000 tons of rubber. 
However only 2,000 tons have so 
far arrived, though arrangements 
were made in September. This fail- 
ure for arrivals to run smoothly in 
Continued on page 89 
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Part Il 
PRICE PROVISIONS OF THE ACT 
By DAVID L. FRANCIS 


Student at Graduate School of Business Administration 
Harvard University, Boston, Mass. 





This paper was awarded second prize in the 1939 
Boffey Memorial Award Students’ Contest spon- 
sored by National Association of Purchasing Agents. 
The prizes consist of cash awards made from the 
Boffey Memorial Award Fund to which individuals 
and affiliated associations have contributed. Part 
1, dealing with the background and spot buying 
features, appeared in the March issue. 


HEN, and if, fixed prices are put into effect 

under the Bituminous Coal Act of 1937, a brand 
new set of conditions will influence the actions of the 
buyer, which are quite different from existing condi- 
tions today under the spot order limitation, or before 
the Act was passed. These changes that will afiect the 
buyer are as follows: 

(1) Prices of coal will be a great deal higher. 

(2) Price and quality will no longer be such im- 

portant factors in the purchase of coal. The 
buyer’s bargaining power will be limited by the 
bottom placed on prices by the minimum prices 
set up by the Coal Commission. 
Other factors will come to have a more im- 
portant effect on the buyer such as the seller’s 
reputation, salesmanship, delivery, reciprocity, 
friendship, etc. 
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It is estimated that 500,000 individual 

price determinations will be required to 

cover various grades and sizes in all dis- 
tricts and minimum price areas. 


(4) The supply and demand of coal may be att 
differently than in the past, and the indu 
user may be confronted with shortages of 
type of coal he needs or uses. He may |! 
delivery problem. 

(5) Many companies may find it expedient 


sume the control of captive mines. 

(6) Other companies may find it expedient 

to competitive fuels. 

The original intent of the Act was to rais 
stabilize prices of coal to such an extent that 
ducer will receive a fair return for his product 
means that industrial prices will be increased get 
by from 35¢ to 50¢ per ton, depending on the « 
cality, etc. The buyer must take this fact for g1 
and should make provision for it by such means 
tempting to have his furnaces modernized 
more efficiently and to see if he can utilize a 
grade of coal just as effectively. 


Limits on Bargaining Power 


The buyers’ hands will be tied when it comes 
gaining on a price basis with different produc: 
he will be limited by the minimum price pro 
These minimum prices will, in most cases, tend 
the maximum prices as long as the supply is 
than the demand, as it has been in the past. 

To explain in detail the workings of the mi 
price structure is outside the scope of this pape 
enough for the Purchasing Agent to know that the 
attempts to create prices which will be the sam« 
consumers in any one locality, taking into cons 
tion, of course, the various differences in value 
size and quality. Every producer in any district 
in a price area shall have a chance to quot 
F.O.B. mine which will allow those prices to b 
petitive with other mine prices in other districts 
that price area. (The United States is divided 1 
23 districts and these are grouped into ten min 
price areas. Two minimum price areas, includi: 
districts, account for 90% of the coal produ 

















































Under the new regulation, production may 
have to be curtailed until stocks which 
are not readily marketable have been dis- 
posed of. The industrial user will suffer. 


The remaining price areas and districts include out 
lving fields in the southwest and west which serve 
localized markets. ) 

For example, at Dayton, Ohio, the minimum price of 
a certain grade of nut and slack from District 8 may 
be $2.00 F.O.B. mine, plus $2.00 freight rate. Using 
this hypothetical $4.00 figure (for purposes of our ex- 
ample) as a base price, all other prices from other dis- 
tricts in that price area must equal $4.00 for that spe- 
cific grade and quality of coal, and therefore all pro- 
ducers will have an equal chance to compete with each 
other. This means that the minimum price F.O.B. 
mine will be $2.35 where there is a freight rate of 
$1.65, and in a third district the operator who has a 
35 freight rate must make his minimum price 
O23; 


ASA 
= BQ 
Ji 


wu 


The Coal Commission has had a terrific task in get 
ting all of the various prices coordinated, and at the 
same time be fair to all the producers who have been 
accustomed to shipping each marketing area and all of 
the consumers. The result is that there shall be about 
900,000 different coal prices—an amazing number. The 
Commission has not attempted to have freight rates 
changed in the attempt to coordinate prices, but has 
had to raise and lower the F.O.B. price at the mine to 
make adjustments for the fixed freight rates. 

The above price of nut and slack is related to its 
quality, which is based on the relative heat value 
(B.T.U.), volatile content, ash content, sulphur and 
phosphorous content, and fusion point (ash softening 
temperature). Another coal, whose qualities, by sim- 
ilar calculations, are 5% poorer than the $4.00 coal, 
mentioned above, will be priced at $3.80, delivered at 
Dayton, so the prices F.O.B. mine for the three dis- 
tricts for this lower grade of coal will be $1.80, $2.15, 
and $1.45 respectively, for the freight rates naturally 
do not take into account different qualities in various 
coals. All the above figures are hypothetical. 


Equalization of Costs 


It is bevond the scope of this paper to give a full 
account of how this pricing structure is developed and 
set up by the Act. It is enough to state that it is an 
extremely complicated and cumbersome procedure. In 
theory, a Purchasing Agent can equally well buy one 
coal as another, providing it fits his purposes. In 
other words, the price differentials take into account 
the relative value of the constituents which make up 
coal and the various differentials of freight rates, and 
it actually does not make any difference whether the 
coal he buys is a 14,000 B.T.U. coal, or a 13,000 
B.T.U. coal, as long as his boiler is adapted to burn 
either of them. So, in theory, the Purchasing Agent 
will not be able to get a better price between different 
grades of coal, as he is able to do at the present time. 
This may be made clearer by an example. 

Under the competitive market as it is today, the buy- 
er must watch carefully the price and quality differ- 
ences and their relation to freight rates to see that he is 
getting the best buy. A buyer in X city may have a 
choice of purchase between a nut and slack coal from 
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$1.70 F.O.B. mine and a nut 


the Island Creek sean 


and slack coal from the Powellton Seam at $1.95. 7 he 
heat value of these coals is 13,800 B.T.U. and 14,400 
B.T.U., respectively, and the fusion point of ash 1s 
2,.450° and 2,800° plus, respectively. Assuming that 
there are no freight rates and that the fusion point 1s 
not a factor of importance, it would be cheaper to pur 
chase the Island Creek Coal However, as the dis 
tance from the mines, and the freight rates increase, 
this price difference of 25c is overcome by the relative 
heat value of the coal The relative value would be 

14,400 105 

13,800 100 
Thus, if the freight rate is $3.30 for each coal, the 


delivered price would be $5.00 and $5.25 per ton re 


spectively. However. the latter (the Powellton coal 
is about 5% more efficient, and this factor should b: 
adjusted in the price. By multiplying, $5.00 x Os 


$0.25, or from a heat efficiency standpoint the Island 
Creek is worth $0.25 less than the Powellton coal 
Therefore, the price differential between $5.00 and 
$5.25 is a proper one and the purchasing agent is get 
ting the same amount for his money in buying either 
of the coals 

However, if the freight rate is $5.00 a ton in each 
case, the delivered price will be $6.70 and $6.95 re 
spectively. $6.70 x .05 Subtract this 
from $6.95. to equalize the heat value differences and 
vou have a “real” value of $6.615 per ton for the Pow 
ellton coal as compared with $6.70 for the Island Creek 
r would be making a gain of $0.085 


$0.3350. 


coal, or the buyet a 
per ton by buying thx Dictator coal, which 1s the higher 
B.T.U. coal 

This is a simple example to illustrate how the quality 
and freight rates affect the competitive prices of coal. 
ght ra 
In actual practice the salesmen for the two coals, in 
submitting competitive bids, would make these adjust 
ments in price themselves 
tice for the buyer to check the figures. 

. = . . . . 1 
In coordinating prices, the Coal Commission should 


Of course, it is good prac- 


see that this difference 1s set up in the various mini- 
mum prices. Thus at the ine the minimum price of 
the Island Creek slack would be raised to $1.85/0 per 
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ton to coordinate it with the Dictator coal and in the 
situation of the $5.00 freight rate the minimum price 
of the Island Creek would be lowered to $6.62 per ton. 
In other words, the buyer is supposed to get an equal 
bargain on all coals, and the quality factor is differ- 
entiated for him by law. In this example may be 
found the answer to why there will be 500,000 different 
prices for various coals. (There are about 30,000 dif- 
ferent sizes and grades of coal in the country. ) 


Analyzing Coal Values 


However, the buyer does not always get an equal 
bargain on all coals, for the actual changes in prices 
will not be made proportionately as to a percentage in- 
crease in value. The main changes in prices that will 
be made between one market area and another will be 
the changes required because of different freight rates 
from different districts. There will be some changes 
because of differences in values such as outlined above 
but they will not be enough. This is the weakness of 
the law because it will not give equal opportunity to 
each producer with all other coals in each market area 
to which he has been accustomed to ship coal. 

The buyer will be interested especially in these facts, 
because where there is a low freight rate it will be 
often advantageous to buy the cheaper coal (refer to 
example above of the two different grades of coal), 
and where the freight rate is high the more expensive 
coal will be the better buy, because the Commission 
will not set the price differential on a purely heat value 
The effect, therefore, is to telescope together 
the higher and lower prices. Analyzing this situation 
will be a difficult task for the buyer. 

Another point which I must touch upon, and which 
creates the greatest complication of all in properly eval- 
uating coals for industrial consumption, is the differ- 
ence in burning characteristics (cooking qualities, 
slow-burning or flashy, character of the clinker formed, 
etc.). There may be a difference of 5% in the value 
of one coal over another on a given plant, yet the 
B.t.u. input of the two coals can be practically the 
same. Then another plant might show just the reverse 
results with the two coals. Obviously, the Purchasing 
Agent must select the coal which will do the best 
job and show the greatest value in his particular plant. 

Again, take a coal from a seam which has slow burn- 
ing, highly coking burning characteristics and which 
give it its value for by-product coke making, yet those 
very characteristics are a serious drawback to the same 
coal when applied to a stoker for steam-raising ; there- 
fore, for one use the price of slow burning coal should 
be raised as related to a free-burning coal of the same 


basis. 
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B.t.u. 
lowered against the same coal. 

These examples will show to some extent th: 
cations which arise when the Commission att 


content, while for steam-raising, 


set up and coordinate prices. It also may 
buyer what he must expect and watch for 
New Buying Factors 


Since the buyer is no longer able to weigh 


cision to purchase on price and quality alon 


forced to look to other factors to influence his 


Irom the price and quality standpoint the pur 


i 


agent might assume an attitude of extreme 





it Sn 


ence, and as long as the producer provides h 


the coal he wants, he need not care where 
the coal. However, it is generally not in the 1 
the buyer to take such an attitude, and since 1 


other factors which enter into buying coal besid 


and quality, these factors will become predo 


Some of these factors may be enumerate 
selling company’s reputation, their ability 
prompt and steady delivery both at present 

future, free services in the form of engineerit 
and recommendations, friendships and 
of these factors are fairly self-explanatory 


recipr¢ 
recip! 


stress will be placed on selling ability and pers 


and any service or agreement which will direct 
directly reduce costs, or gain other business, 
come major factors. 

For instance, if the combustion engineer 
the buyer how he can make his boilers operate 
ficiently, he is cutting the fuel cost of that 


or if a salesman through reciprocity can obtain 


orders for his client, he also is performing 


Cf 


which will affect the client’s profit and loss st 


favorably. If a buyer can obtain the 


good reputable coal supplier, it may mean 


services 


problems of coal buying are over, and reorde: 


become a routine affair which will take 
buyer’s time. This in itself is a saving. 


The Problem of Sized Coal 


As mentioned earlier in this discussion, the 


demand for the industrial sizes of coal to the tot 


duction of coal is becoming more important, an 


little 


trend continues the production will become 


closer to handle this demand. 
To understand how the supply and demand 
works, a little background must be reviewed 


very few companies produce only one grade o1 
and most of the big companies produce 
In fact, one of the larger coal 
panies has to market around 200 different siz 
few companies have a place 
and demurrage charges proh 
Therefore, the companies hay 


coal, 
sizes and grades. 
grades. Secondly, 
storage of coal, 
storing in cars. 
all the coal as they produce it. 

There are two ways of doing this. The 
production so as to take care of only 
the least demand in order 


gear 
with 


The range of sizes produced under norma! 
operation, and without relation to con- 
sumer demand, is a major problem under 
the rigid marketing regulations of the 


Guffey Act. 


not to be ove 
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UNDER FIXED PRICES 


....-higher and lower prices will be tele- 
scoped, making analysis of values 
more difficult. 


.. differentials will depend on transporta- 
tion costs rather than on B.t.u. values. 


--..service factors will have increased 
weight in selecting sources of supply. 


.-.. production of industrial sizes will be 
hampered by restrictions of crushing 
practice. 


....-incentive for forward buying will dis- 
appear. 


TUTTLE LULU 


PITT LUE 
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PU 


on that size. For instance when a mine produces 20% 
lump, 30% intermediate grades, and 50% nut and 
slack, 1f the demand for lump is, say, only one-half 
what it should be, in order not to be overstocked on 
lump by producing at normal, the mine is run at half 
production. This does not seem a reasonable way to 
do things, for if the demand for the other two grades 
is normal the mine will be very short on those grades 
and the customer will not be supplied with them. 
Therefore, companies do not do this, but rather pro- 
duce the second way, which is to supply all that the 
customer demands, and when they are overstocked on a 
grade, they try to sell at a price reduced enough to be 
enticing enough for a customer to buy it for storage. 
Unfortunately however, under fixed prices the mine 
will be forced more or less to work under the system 
first described. Let us investigate this further. 

Under free competition supply and demand are fair- 
ly flexible and self-regulatory. For instance, if the 
demand for large domestic sizes during the winter is 
heavy, the mines, in order to meet this demand, will be 
forced perhaps to produce more nut and slack than in- 
dustry is currently consuming at that time. There- 
fore, they will be overstocked on these latter sizes, and 
prices will be reduced on them enough to cause the in- 
dustrial buyer to stock up in anticipation of a time 
when the demand for lump will not be so heavy and 
when the demand for nut and slack is greater relative- 
ly, at which time the price of the nut and slack would 
be greater. This situation may take place within the 
industrial market itself, for the mines may be over- 
stocked, or have an excess supply of some of the many 
industrial sizes, and a shortage of other sizes. This 
will regulate itself if prices for the short sizes get too 
high, for industrial buyers will shift to other sizes 
which have depressed prices, thus equalizing the mar- 
ket again. 

As stated above, on account of the multiplicity of 
sizes and the simultaneous loading, it is extremely dif- 
ficult to keep all sizes moving currently. It has been 
customary in the past for producers to substitute un- 
wanted sizes on railroad fuel, lake or tide orders, or if 
possible, to put them through a crusher and make 
smaller sizes out of them. This might be considered 
legitimate and necessary flexibility. However, many 
producers and the Commission itself consider these 
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practices one of the evils which have brought the coal 
business into its present condition. They are consid- 
ering seriously limiting or eliminating all substitution 
and crushing except to a very limited degree under 
very rigid restrictions, which will make it impossible 
for the producers to meet shipping schedules as they 
have in the past. 

The only alternative to crushing and substitution of 
unwanted sizes is to hold them on track and shut down 
the mine until that coal can be sold as such. Any such 
restriction against legitimate practices of this kind 
which are necessary to render the proper service to the 
industrial plant will injure the industrial consumer. 


Fixed Prices Hamper Marketing 
There is no solution in the Guffey Act to care for 
these situations when the market is regulated by a min 
imum price, for if the mines cannot offer overstocked 
sizes at a reduced rate, there is no incentive for the 
buyer to purchase ahead, unless there is the fear that 
he, himself, in the future will become short due to lack 
of supply. Therefore, when a mine has a lot of orders 
for certain industrial sizes, it must produce in certain 
proportions, or ratios. other S1zZes which are not in de- 
mand. If the mine cannot reduce the price of those 
long sizes or crush the coal in order to get rid of it, 
he cannot produce those sizes because of lack of stor 
age or because of demurrage charges. Therefore, he 
will not be able to supply completely the larger orders. 
If this situation happens simultaneously at a great 
many mines—and it might happen easily—industrial 
buyers of those sizes with a heavy current demand 
would find themselves short, or without a sufficient 
supply. 

Therefore, if the rigid price pattern of the act 1s put 
into effect, the buver must become acquainted with the 
various types of coal that are usable in his furnace 
or boilers, and know where he can get them in case the 
supply of one type becomes limited, and, especially, 1f 


the price level of that type raises above the minimum 
price while other prices are still at the minimum. Con 
sequently, it follows that the future situation may be 
somewhat reversed from the present one, and the buy 
er may be forced to seek out coal sources with a suf 
ficient supply for his purposes and which are not 
above the minimum price. It will no longer be so 
much of a buver’s market as at present. 

Also, a great many producers will not be in a post 
tion to guarantee that they can furnish commitments 
for any length o e, as they will not be certain what 
their production vill be over that period. The seller 
who can guarantee delivery will be in a favored posi- 
tion. However, with rigid restrictions against substt- 


¢, no producer will be in position to 
guarantee delivery of any particular size as conditions 


change too rapidly for all producers alike. 


tution and crushing 


Leased Mines Are One Solution 


Many large companies who have the financial re 
ill consider gravely the possibility of 
buying, or leasing, mines to guarantee production and 
to keep their fuel cost at the present lower level. (The 
captive mines and leased mines are exempt from the 
price rulings of the Guffey Act.) This idea will be 
especially pertinent to large and steady users of coal, 
such as by-product coke ovens, utilities, iron and steel 
companies, automobile companies and the like. 
(Continued on page 120) 
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April 1 
1939 
ACIDS 

PuCetiS, 2876, CW... oo ice 2.13 
Muriatic, 18 deg., cwt. ........ 1.50 
Maric, 36 Gee, Cut. .......... 508 
Oxalic, Works: cwt. .......... 10.75 
Phenol, Works, cwt. ........ 14.25 
Sulphuric, 66 deg., ton ...... 16.50 


a 





BUILDING MATERIALS 


3rick, N. Y. dock, per M...... 12.50 
Cement, f.o.b. plant, bbl. ..... 2.15 
Glass, single B, per box........ 2.70 
EAMG, POP Wiklscicien oss caeancd das 2.16 
Nails, wire, per keg ........ 2.45 
Oak flooring, per M. ft......... 70.00 


Southern pine, K.C., per M ft. 22.76 


CHEMICALS 
Alcohol, denatured, gal......... OI 
Alum, potash, CwWt.... oo seceess 3.40 
Alumina Sulf., Comm., 
WHGGES, GWE ocx ceiwiiensn 1.15 
Ammonia, aqua, 26 deg., 
IS. Sg Sac caiees slperhied 02 

Arsenic 

oo eS, 

Pe Ole ee oa ncadine ens 13.75 
Barium 

CHIGRIOG. TO. 6. 6scw se masers 77.00 

Carbonate, ton ...... ene. SOO 
Benzol, pure, gal. ............ .16 
Borax, pOws,, TO .. 285685 48.00 
COTE, CW 2 cose spass 1.75 
Formaldehyde, Ib. ............ 05% 
Glycerine, drums, lb. ......... 1214 
Lead acetate, white, broken, 

Te Seen rae ee eee 10.00 
Nickel sulphate 

Se ree Ldbvale 13 

ee a tee eee er 
Potash 

a re 06% 

Permanganate ............. 18% 
Sal Ammoniac 

Gran, while owt: ... ..6.6 00s 4.50 

Geen. grey, CWE ...6...5... 5.75 
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First - of - the - month quotations 
for carloads or mill shipments, 
with comparative prices quoted 
one month ago and one year ago 


\pril 1 Mar. 1 


1939 1940 

altpeter crystals ...25......:. 0742 081 
Soda 

Ash, 58%, light, bulk, cwt. .90 .90 

Caustic, 76%, ‘solid ........ 230 2.30 

Dal. Works. CWE. <<. keds. sns 1.10 1.10 
Sodium 

Bicarbonate, cwt: .......... 1.70 1.70 

Phosphate, Cwh. .a........ RSS 2.10 2.1 

Silicate, 60 deg., cwt. ...... 1.65 1.65 1.65 
Sulphur, Comm., cwt. ........ 1.60 2.60 2¢ 





COAL & COKE 


Anthracite, stove, mines ...... 5.90 6.25 

Bituminous, Cleaf, mine run.. 2.25 2.00 

Bituminous, Pa. Grade A .... 2.40 2.30 

3eehive Coke, Connellsville .. 4.00 5.00 

By-product Coke, Newark .... 10.80 11.38 
FERTILIZERS 

Muriate potash, 80-85%, per 

Ect | dS | eee ee eer ree 5314 53 

Sulphate potash, 90-95%, bags 38.00 36.25 

Nitrate soda, bulk ........... 27.00 27.00 27.0 

Sulphate ammonia, dom. bulk . 28.00 28.00 28.0 

Steamed bonemeal, 3 and_ 50, 

ee re ee 32.00 

GRAINS 

Barley, maltimm, Dis <5 .4s..06<0% 6 69 

Corn, No. 3, yellow, bu......... AY 56! 

Oats, No. Z,, white, Du......... 32Y 1314 

Rye, No. 2, Western, bu....... 6034 8434 

Wheat, No. 2, hard winter, bu.. 60% 961%4 1.0 

Flour, spring patents, 196 Ibs... 4.55 5.95 5.0 
HIDES 

Light native cows, Ib........... 10 13% 

Heavy native steers, Ib......... 10% ag 

Calfskins, 5-7 lbs. per skin.... 1.25 1.80 





Mar. 1 April 1 
1940 1940 


IRON & STEEL 


Pig iron, foundry No. 2 .... 21.00 
Pig iron, basic, valley cee. eee 
Cast iron pipe, New York 50.00 
Forging billets, Pittsburgh base 40.00 10.00 
Sheets bars, Pittsburgh base . 34.00 34.00 
Wire rods, Pittsburgh base 43.00 $3.00 
Cold rolled sheets, cwt., Pitts 
burgh base 3.2 x 3.20 PAPER 
Hot rolled annealed sheets, 
cwt., Pittsburgh base. 2 2.10 
Cold rolled strips, cwt., Pitts- 
burgh base ee eae 
Hot rolled strips, . Pitts 


News, roll, tor 50.00 50.00 50.00 
Book, M. F., cwt 6.00 6.25 6.25 
> 95 Wrapping, northern, cwt see 5.00 5.00 
a Wrapping, southern, cwt 3.50 4.00 4.00 

burgh base. ee 2.10 Wrapping, manila jute, cwt 8.25 8.25 8.25 
Tin plate, cwt., Littsburgh base : 5 5.00 hiy board, N 1, tor 30.00 15.00 32.50 
Bars, cwt., Pittsburgh base.... 2.1! 210 Wood pulp, mech., ton 22.00 32.00 32.00 
Shapes, cwt., Pittsburgh base... 2 2.10 Wood pulp, sulpl 2.00 2.50 2.50 
Bright wire, cwt., Pittsburg 


base si 2.00 
Ground shatting, cwt., Pitts 

burgh base .. ee ee re 2.70 
Rails, ton, Pittsburgh base. . 40.00 10.00 
No. 2 heavy melting s 


ton, Pittsburgh 10.00 ] 14.00 ¥ 


PETROLEUM 


METALS, NON-FERROUS 


\luminum, virgin ingots 
Antimony, American, 
Copper 
Electrolyti l 
Casting ! l 
Lake . ee =) 
Chromium, 97%, spot 85 5 <4 
Lead, E. St. Louis 0475 051 049 ¥ 
Nickel, ingot ..... 35 35 35 
Quicksilver, flask ; . &9.00 180.00 183.00 * 
Silver, bars, N. Y., per o7 1234 3434 JAY 
Tin, Straits, spot 464 $75 $55 v 
Zinc, E. St. Louis.. 045 0575 


l 
l 
ly, 


METAL PRODUCTS 


Copper, wire, bare, cwt 
Yellow brass sheets, high 


TEXTILES 


Cotton middlings alvestor 3 1057 1038 ¥ 


NAVAL STORES 
Turpentine, gal Cotton yarns, 22s 25) 24% 
Kosin, Grade B, bbl ) 25 Print cloths, " 64x ; 05 047% 

Sheeting, 37”, 48x4! A )454 053% 05 ¥ 

PAINT MATERIALS 8 eng | 

orsted yarns, 
White lead, dry, basic, car- Worsted yar 
bonate 07 07 Silk, Japan, 
Carbon black Mee A 0255 0255 Rayon, 
Shellac, orange : 16 15 ¥ Burlap, 10 
Linseed oil .... 104 108 * Hemp 


lp, 


v 
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Behind Every Pound 
of YOUNGSTOWN STEEL 
are 25,000 MEN 


Behind each one of these men 
is an investment of $11,346. 


You hear some people say “all steel is 
alike--it's made to specifications.’ But speci- 
fications can’t include men, and the men who 
make it stand behind it. They are the most 
important factor in any steel you buy. 


If you could see the pride of our Youngs- 
town workmen as their steel takes form under 
watchful care, the painstaking caution of the 
chemist checking every heat as exactly as an 
airplane pilot checks his ship, the thorough- 
ness with which the inspectors examine the 
detail of each product before they stamp their 
“O K”" -- and our name and reputation -- on 
it .... if you could see all this and more, every 
hour of every day, you would know why we 
are proud of our products and proud of our 
men. Thousands of users know they can de- 
pend on the uniformity and quality of the 
steel to which these Youngstown workmen 
are devoting their lives. 


Sheets - Plates - Pipe and Tubular Products - Conduit - 
Tin Plate - Bars - Wire - Nails - Tie Plates and Spikes. 


THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon and Alloy Steels 


General Offices - YOUNGSTOWN, OHIO 
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POWER BITS 


for Phillips 


Recessed Head Screws 

















Apex-Phillips Power Bits are economy 
tools — economical per thousand 


screws driven: economical because 
they can be reconditioned, as new, 


time after time at a moderate cost. 


Apex-Phillips Power Bits are made 
of a special shock-resisting steel, heat- 
treated to give maximum hardness, 
toughness and wear resistance. Special 
bits are made for case-hardened, self- 
tapping screws. Apex Power Bits are 
made for all types and sizes of elec- 
tric, air and spiral drivers. 


POWER BITS 


Slotted Head Screws 


are of the same quality of long-wear- 
ing, tough, shock-resisting steel. For 
all types of electric, air and spiral 
drivers, for screw sizes from No, 4 to 


No. 18. 


When you want economy in Power 
Bits — economical service, less spoil- 
age of work and screws, more screws 
driven per bit — then buy APEX — 
for economy. ; 


Apex Catalog and Manual 
No. 11 sent free on request. 


Phillips License No. 2 
Patents Nos, 2046837-38-40 


The 
APEX MACHINE 
& TOOL COMPANY 


Dayton, Ohio 
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William S. Desloge is Purchasing 
Agent of the McDonnell Aircraft Corp., 
makers of military aircraft, which this 
month takes over the six-acre plant ad 
joining the Lambert-St Id 
Louis, formerly occupied by the M 


Louis fie a, ot 


C. A. Bermender has been appoint 
Purchasing Agent of the Cherry Rive 
Boom & Lumber Co., Richwood, W. Va 
He has for many years been associat 
in a similar capacity with the Philad 
phia office of that company and of th 
Cherry River Paper Co 


C. V. Nunn has been appointed | 
Purchasing Agent at San Antonio, Tex 
succeeding Whitlow K. Perkins, w has 


been named chief deputy building 
spector for the city. Mr. Nunn has 


some time been assistant to Mr. Perl 
in the purchasing office. 





E. F. Watkins of the Southern Cal 
fornia Edison Co., Los Angeles, and 
James MacPherson of the Standard O J. A. Schultz 
Co., San Francisco, have been appointed 


the Ir 


to the Executive Committee of Joseph A. Schultz has been appointed 
Steel and Allied Industries Group of th Purchasing \gent of the Mansfield, 
California State Chamber of Commerc: Ohi orks of the Westinghouse Ele 
They represent the Manufacturers and tric & Mig. ( succeeding J. E. Lauts- 
Purchasing Agents Group for southert augh, resigned. Mr, Schultz is a gradu 
and northern Calitornia, respectively ate Northeastern University in M: 
hanical Engineering, and spent eight 
Willard N. Sweeney, Purchasing ears as a development engineer before 
\gent for Michigan State College, has joining the Westinghouse organization i1 
been named as a member of the Ing Pittsburgh purchasing department 
ounty Road Commission. November, 1938. He has been connected 
th the Mansfield purchasing depart- 
Miss Katherine Young lias been ap- a a ee ee 
pointed to the newly created position « , P 
Purchasing \gent for the Passaic N. J. Dwight L. Moody, for th age = wi 
Joard of Education. Miss Young has pi ie Purchasing \gent of the In- 
been associated with the school depart = M see ycle Co., Springheld, Mass., 
net tar 28 acs. wa tena been On nd recent!) appointed general manager 
tive assistant to the Board Secretar ne company, mae vagal a ® 
resident and member of the Board 
IJirectors 
E. Van Vechten, Purchasing Agent 
the United Air Lines, Chicago, and Joseph S. Weppner of Rock Springs 
Chairman of the Purchasing Agents Wyoming, has been appointed State Bee. 
Group, \ir Transport Association hasing Agent succeeding L. R. Brewer, 
America, has been named a member « who has been transferred to the State 
the executive committee of the Last Ma Industrial Institute at Worland as herd 


Pioneer Air Mail Club, recently orga 
am ‘ ae ae . panecanl 
ized among former civilian employees agement under a new program of yoca- 
of the Post Office Department serving tional educatio1 

in the air mail branch prior to 1927, t 
perpetuate the memories of the pioneer Leo G. Pauly 
days during which the foundation _ hasing Agent for Kern County, Cali- 
the present Air Mail Division of the \I 


postal service was laid. 


nanager and instructor in farm man- 


has been appointed Pur- 


Pauly is experienced in 





business, educational affairs, and in the 
ubil Servic¢ 


L. E. Hallock has resigned as Pur 


chasing Agent for the Kelly Co., Cleve- Neal M. Forney, District Purchasing 

\gent of the Grinnell Co., at Charlotte, 
tion, including the direction of pur N. C., has been elected to the Board of 
chases, for the Chef Boiardi Food Prod 


ucts Co., at Milton, Penna. 


land, Ohio, to accept an executive posi 


Directors of the Charlotte Shippers and 
Manufacturers Association 


When writing The Apex Machine & Tool Company plea enti 


blease mention Purchasing 








ng 
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PUTTING SCREW ON DRIVER 


DRIVING WITH TWO HANDS 





WHEN DRIVER SLIPS 





PULLING OUT CROOKED SCREW 





Why Fasten it the HARD Way, When it’s QUICKER, CHEAPER and BETTER to Fasten With PHILLIPS Screws? 

















Quicker because Phillips Re- 
cessed Head Screws permit use 
of faster driving methods. Even 
when assembling easily-dam- 
aged, finished parts, power 
drivers can be used more often, 
since there’s no danger of a 
slipping driver. 

Cheaper because time is mon- 
ey and time-wasting opera- 


tions—like boring pilot holes, 
withdrawing crooked or bro- 
ken screws--are eliminated. 

Better because assemblies are 
stronger, more attractive. 
Phillips Screws set up tight 
without split heads. Even in- 
experienced men do better 
with these easily-drivenscrews. 





U. S. Patents « on Product and Meth »ds Nos. 2,046,343 
2,082,085; 2,084,078; 2,084,079; 2,090,3 
Teas ~d pits Pending. 


American Screw Co., Licensor, Providence, R.1. 
Continental Screw Co., New Bedford, Mass. 
Corbin Screw Corporation, New Britain, Conn. 





modern fastening method, to obtain time savings that average 50%. 


; 2,046,837; 2,046,839; “* et 
38. Other Domestic and Foreign Patent 


HERE’S WHY YOU SEE PHILLIPS SCREWS EVERY WHERE! 
More and more manufacturers — large and small —are turning to this 
Orders 
are filled faster, money is saved, and the Phillips-fastened products have 


added sales appeal. Order from one of the manufacturers listed below. 


PHILLIPS RECESSED — SCREWS... 


— SHEET mefar SCREWS wooo Peeews stp c BOLTS 


The Lamson & Sessions Co., Clevelana, Ohio 
National Screw & Mfg. Co., Cleveland, Ohio 
Parker-Kalon Corporation, New York, N.Y. 


ud toh gi 


Pheoll Manufacturing Company, Chicago, Illinois 

Russell, Burdsall & Ward Bolt & Nut Co. Port Chester, N.Y. 
Scovill Manufacturing Co., Waterbury, Conn. 

Shakeproof Lock Washer Co , Chicago, lll. 

















When 





writing Philips Licensces please mention Purchasing 











CALIFORNIA PUBLIC BUYERS chasing 
ELECT NEW OFFICERS 


J. H. Morrow, Purchasing Agent of 
Contra Costa County, was elected presi- 
dent of the California State, County and 
Municipal Purchasing Agents’ Associa- 
tion for 1940-1941, at the conclusion of 
the recent 23rd annual convention at The 
Santa Barbara. Van L. Shaljian, Pur- 


Stockton, Was 

president, and Verne O 
Purchasing Agent of Sa 
Diezo County, was re-elected secretary 
treasurer. The 1941 convention will b« 
held at Stockton. 


GRAY MEMORIAL AWARD 
Purchasing Agents Association « 
Northern California has established the 


000886999999 86096906066 


\gent, City of 
elected vice 
CGehringe1 


et 


VALUE and 
SECURITY 


WHEN YOU PURCHASE 


DIAMONDS 


Our extensive diamond business is founded on principles & 

adopted by this firm over a quarter-century ago. Ey 
1. We buy our diamonds at the source of supply in Amster- ws 

dam and Antwerp and we always buy for cash. ES 

We submit diamonds for inspection without obligation es) 

to purchase to customers throughout the United States. g) 
3. We guarantee, in writing, the weight, grade and value of 6 
every diamond solitaire. re 
4. We agree, in writing, to refund the full purchase price of ES 
every diamond solitaire within one year of date of sale. és 

Ask for our interesting booklet “How to Choose a Diamond” 6% 

o: 

DIAMONDS e WATCHES Sr 

JEWELRY © SILVERWARE gs 

ELECTRIC APPLIANCES gS 

LEATHER GOODS ¢ TROPHIES &Q 

L&C. MAYERS (0. 

See 

ESTABLISHED 28 ARS E39 


IMPORTERS * MANUFACTURERS * DISTRIBUTORS g3 

545 FIFTH AVENUE, NEW YORK *) 

170 BROADWAY, NEW YORK & 
{LSO PHILADELPHIA + BUFFALO 


& 


1LBANY «© HARTFORD bs 
chy 
- ON 
Rey 


38BOOSSOSS889998S998828 


I] hen 








$6666 66 66 66S SS SSCS SSCSESCS CSCS SCESCEEECSEGE 


writing L. & C. Mayers Co. please mentioi 


The award will 





ganizers of the Nort 


1941: President, 
] ] 


at the EKmerv Hotel 
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Davis B. Gray Memorial Award at both 
ersity and the University 
California, to be made each year to 


the student at each of these universities 


showing the most promise of making 
1 success in the field of purchasing 


onsist of an appropriate 


personal prize for each of the two win- 
rs, and in addition the winner’s name 
is to be engraved on a permanent trophy 


Association and 
Business School Hall 
e Library at Stanford and in the 


laque furnished bv the 


lisplaved in the 


Department of Commerce at the Uni 
versity of California. 

The Stanford award will be made by 
a committee consisting of Dean J]. Hugh 
lackson and Professors Holden, Faville. 


msultation with the 
\ssocia- 


pre sented 


acion, Im CC 
itional Committee of the 
and the award will be 
annual Stantord Alumni Banquet 
The | C. award will be made by a 
onsisting of Dean Robert D 


alKIns and Professors Roberts and 

srether, the selection being from among 

rth year students in the Department 

Commerce who have a leaning to- 

1 S y asing I allied subje ts 

The presentatior wil e at one of the 
\ssociation meetings. 

ate Davis Burge Gray, whose 

services to purchasing are memorialized 


award, was Purchas 
ng Agent for the California & Hawauan 
igar Refining Corp., Ltd., San Fran 
ly years, and one of the I 


hern California As- 


iation in 1916. During the formative 
ars of that Association he served as 
ts secretary-treasurer and as president 


1920. His interest and activity con- 
ied up to the time of his death in 


1934. He was the originator of the first 


\dvertisers’ Night,” 


instrumental in in 


itiating the annual joint meetings with 
( \dvertising Club, and conducted 
ourses in the Ethics of Purchasing and 


Blue-Print Reading. His vision, en 


thusiasm, and personal service have been 
a constant inspiration to the group, and 


he establishment of the present award is 


a fitting tribute to his memory. 


NEW OFFICERS OF THE SACINAW 
VALLEY ASSOCIATION 


lhe Saginaw Valley Association has 
| following officers for 1940- 
Thomas H. Plater of 
Co.; Secretary, John R 


layton of Consolidated Coal Co.: Treas 


urer, Byron J. Rockwood, City of Sag- 


iv Nationa Director, ernest LL 
x ot Reichle Supply Co 
MARCH 5 
BRADFORD—Dinner meeting of the 
Vorthwestern Pennsylvania Association, 


Speakers: C. N. 


engineer of the 
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. . . could be built 5 times over with 
the fittings Grinnell has produced! 


Indisputable evidence of Grinnell’s 
leadership in the field of piping is the vast 
number of fittings produced by this com- 
pany in the past sixty years. It totals over 
300,000,000... enough to join standard 
lengths of pipe into five continuous pipe- 
lines to the moon! 

Beyond numerical impressiveness, this 
figure has far broader significance. It 
typifies the experience in design and 
production that stands behind all of 
Grinnell’s services-built-on-piping. 

Among the products which have made 
Grinnell the leading name “whenever 


piping is involved”, are: automatic 
sprinkler fire protection systems, pre- 
fabricated piping, Thermolier unit heat- 
ers and Amco industrial humidifiers. For 
detailed information regarding any of 
these services, write to Grinnell Co., 


Inc., Executive Offices, Providence, R. I. 


Grinnell Company, Inc. * Grinnell Company of the 
Pacific * Grinnell Company of Canada, Ltd. * General 
Fire Extinguisher Company * American Moistening 
Company * Columbia. Malleable Castings Corporation 
. The Ontario Malleable Iron Company, Ltd. 


WHENEVER PIPING 1S INVOLVED 


IVhen writing Grinnell Co., Inc. please mention Purchasi..g 
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Pipe Fittings 


Ameo industria! Humidifti... 











ORS Save Time 


and 
Trouble 


There’s no need to complicate your copper pur- 
chasing by buying from a number of sources. Why 
not make up just one order and send it to Hussey 
—industry’s headquarters for copper in every 
form? You will get direct action from a nationwide 
organization that controls its production from mine 
to warehouse. It will save you time and simplify 
ordering and invoicing. Make a memorandum to 
try this convenient Hussey service on your next 
copper purchase. 


C. G. HUSSEY & CO. 


(DIVISION OF COPPER RANGE CO.) 
Rolling Mills and General Offices: PITTSBURGH, PA. 


Warehouses in Principal Cities 
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ndall Refining Co., “Producing Crude 
Oil in the Bradford District,” and A. G. 
Hopcraft, Purchasing Agent of the 
Cleveland Worm & Gear Co., “The 
Humorous Side of Buying and Selling.” 
Motion picture, “Heat and Its Controls,” 


shown through courtesy of the Johns- 


Ke 


OAKLAND—Luncheon meeting of the 
ist Bay Group, Northern California 
| tation, at the Lake Merritt Hotel. 
picture, “The American Way,” 
y courtesy of the United Air 


OKLAHOMA CiTY—Dinner meeting 

tl Oklahoma City Assoctation. 
Speaker: W. L. James of Stanolind Oil 
& Gas Co., Tulsa, District Vice President 


N.A.P.A 

MARCH 7 
SAN FRANCISCO— Luncheon meeting 
the Northern California Association, 


the Palace Hotel. Speaker: Frank 
listrict freight agent of the 
an- Hawaiian Steamship Co., 

Dut t Cargo.” 
SALT LAKE CITY—D inner meeting 
the Utah Association at the Hotel 
Discussion of national releases, 


Richard A. Reid 


MARCH 11 
CHILLICOTHE, OHIO—!’lant inspe 
I isit and dinner meeting ot the 


iation, at the Mead 


PORTLAND—D inner meeting of the 
l tation, at the Mallory Ho- 
Handbook discussion, Chapter 4, 


-roper Quality,” led by 


MARCH 11-12 
BOSTON— Twelfth annual industrial 
tion sponsored by the New Eng 
at the Hotel Bradford. 
h approximately fitty 
lling the Grand 


Monday afternoon 


x 


l all day Tuesday. C. L 
5 lon was chairman of the committee 
iy luncheon meeting in the Pent- 


ficial American League mo- 
1940, “Touching All 


sdav luncheon meeting in the Pent- 

\ ion pictures: “The Manu- 

facture ot ool Steel,” shown by court- 

the Crucible Steel Co. of America, 

ind “Science in Business,” presented by 
| In 

Tuesday dinner meeting in the Lounge 

Ballroon Speaker: Raoul E. Desver- 

e, President of the Crucible Steel Co 

\merica, “War is Bad Business.” 
MARCH 12 
NEW YORK—Dinner mecting of the 
Vetropolitan Purchasers’ Assistants Club, 


at the Hotel Great Northern. Speaker: 
T. W. Harris, Jr., Division Purchasing 
Agent, E. I. du Pont de Nemours & Co., 
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ESSENTIAL PRODUCTS es, 


OF 
AMERICAN CHAIN & CABLE Co., inc. 


* 


Le F J tA F, pag enetnet® 
Aaa waag eer? 
es aaa ae 
ie 

i ~ 4 
Ae 
Ky 

$ 

j 
; 

; 


Pi ahs gg)? 
PETS; 


erve ti sagr es 
tiagid 


onees cd ay ijt) iy 
CHAIN — Weed Tire Chains AA ; 
Welded & Weldless Chain & Attachments KOOL a be ee 
AMERICAN CHAIN DIVISION te ee LP PIII ILLS ’, hs POX AAG oY Ws 


CABLE —Tru-Lay Preformed Wire Rope and 
Crescent Non-preformed Wire Rope 


AMERICAN CABLE DIVISION 


BRAKES —Tru-Stop Brakes for Trucks & Buses 
Tru-Level Oil Controller 


AMERICAN CABLE DIVISION 
CUTTING MACHINES—Wet Abrasive 


Page Pioneered 
"ANDREW C. CAMPBELL DIVISION Property Protection 


CHAIN BLOCKS —and Trolleys ' 


FORD CHAIN BLOCK DIVISION WITNESS THE * (FY Myon 
WIRE ROPE —toy-Set Preformed Wire Rope oO 
Korodless Preformed Wire Rope 
—Nonparell Non-preformed Wire Rope 





nnseen wee Ease Ghamen PAGE ... America’s First Wire Fence—Since 1883... has pioneered i: 
every major development in research, technical advances, manufactur 

AUTOMOTIVE EQUIPMENT — for , : ‘ : : 
sian: eiesh sei Willian ing and erecting service. One important example is the new PAGI 
MANLEY MANUFACTURING DIVISION Winged Channel Post. Previous to this achievement fence posts wer« 
SPRINGS—Owen Springs ond Units for Mot- merely adaptations of structural shapes used also for other purposes 
tresses and Furniture But this exclusive PAGE improvement provides greater strength and 
OWEN SILENT SPRING COMPANY, INC. longer life. Properly erected on these superior posts your PAGE Chain 
VALVES — Brass, Iron and Steel— and Steel Link Fence is there to stay. Proper erection is a fetish with PAGE. That's 

Fittings 


why there are 97 factory-trained, long-experienced distributors in 97 


READING-PRATT & CADY DIVISION ee ‘ . : 
cities—each a local business man who is thoroughly responsible and 


CASTINGS — Electric Steel Castings and 
Malleable Iron Castings 
READING STEEL CASTING DIVISION /» 
AMERICAN CHAIN DIVISION 
HOISTS and CRANES — Wright Chain 
Hoists, Electric Hoists, Cranes 
WRIGHT MANUFACTURING DIVISION 


permanently interested. As Page pioneered property protection, so 
have all 137 American Chain & Cable products safeguarded manage- 


ment and workers in industry, agriculture and transportation. 


\ PAGE STEEL AND WIRE DIVISION 
In Business for Your Safety 







BRIDGEPORT 
| TiC. connecticut 


TRANSPORTATIO 


—-s 


CLL 4 /ppsommmmaaas 


I LULU 77 
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When writing Page Steel & Wire Division please mention Purchasing 
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Wilmington, and Chairman of the N, A. 
HOW DO BURGLARS Purcheaine Sekr te Bees kes 
Purchasing Under the Bituminous Coal 


\ct of 1937.” H. B. Rowe of Motor 


Improvements, Inc., Newark, led a 
RAT F PLAN | orum discussion on “The Purchasing 
® Department’s Technical Contact.” 


MILWAUKEE—lD inner meeting of the 
li] ition, at the Elks Club. 
|. EK. Tobey, manager of the Fuel Engi 


mkee Associ 








ng Division of Appalachian Coals, 

Cincinnati, gave an illustrated talk 

m “A Better Understanding of Coal.” 

Is your plant an easy mark homas IL), Jolly of Pittsburgh, Presi- 

with litthe or no protection lent of the N.A.P.A., spoke on national 

against burglars, marauders o1 affairs. Forum discussion of purchasing 
firebugs? Do you really think 


rroblems was conducted by Gil Hartman 
the Oulgear Co A reception to Mr 
Jolly followed the regular meeting 


a watchman can properly 
guard all parts of your plant? 
Isn't that leaving a lot to a 
man who can't possibly be 


evervwhere at once? CINCINNATI—Dinner meeting of the 
noumatt Association, at the Gibsor 
Hotel SS 1)¢ ake I Frederick \W Giese l, 
usiness manager of The Post, “Business 
Conditions as Affected by the European 
\\ iT 


é, 


Or does your plant protection 
depend on flimsy patched-up 
fence that commands the re 
spect of no one? Passers-by OKLAHOMA-]-Lunclcon meeting o 


thieves, or your own workers 


TULSA—Open dinner meeting of the 


fssociation. Speaker: Capt. Max 


( Ba ur, Director of the Spartan 


ty Group, Northern California 
all can note the disregard for j rie t the Lake Merritt Hotel 
property which this represents . : i Tee 

ve = ¢ ' NV \ Drig “ eTs Oot 
Easily torn apart, it affords : 


. 66 > 
‘ ( - a "ge oacl : - 
little protection 1 i A ach, “How to Row 


VANCOUVER—D inner meeting of tl 


yritish | mbia Association, at the 
Hotel Vancouve Speaker: F. Parsons 
J, f Parsons Brown, Ltd., “Commercia 
a Insurance.” Handbook discussion, led 
LL. \. Addington of Canadian Indus 
Burglars leave plants alone tries, Lt 
when they see this tough bar 
rier. Breaking in is almost im CLEVELAND— Dinner of the <sast 
possible—getaway is even more end Purchasing Agents Club, at Fe 
difficult and hazardous. This way Hall. Motion pictures depicting the 
a apt accra —e 1, opment of the Diesel engine were 
money tor thousands ot com 1 ' 4 - 
panies. Mail the coupon and ee by Walter A. Maynard of Bn 
ton Diesel Motors Division, General Mi 


vet all the facts about this fa 
mous fence. And ask to have a tors 

Cyclone engineer call. There's 

no obligation. He'll tell you BRIDGEPORT—!/Dinner meeting o 
just what you need and fur the Salesmen and Purchasing Agents As 
nish an estimate, lation, at the Stratfield Hotel. Ofti- 








Se eS SS SS SS eS SS eS ee ee ee _— rs for 1940, as announced in this col 
Cycione Fence Co., Dept. B-40 | nt st mont} ‘re installed Tw 
Waukegan, Ill. FREE! poe: naga 
| oe mail me, without obligation, copy of e | en ee meee eee 
“Your Fence--How to Choose It—-How to Use yo 
| it.” I am interested in fencing: [) Industrial 32 Page Book | BAY ClITY—Dinner meeting of the 
Property ; ] Playground; —) Residence; 7) Es- on Fence a . vi 
| tate; School. Approximately. ......... . feet. Saginaw V alley Association, at the 
ileal All the facts you want to know about fence. 14 Wenonah Hotel Round table discus 
ESE eL CUE LEE AES ELSON S Vee SECU EEE kinds described. Full of illustrations. This book So | \lichig Sales Tax.” 
ee ee bi eT will help you choose the right fence for your | ine © SICHIZAN OSes Lax 
property—business, school or home. Whether 
| a c's Se SAR Oe a eT you need just a few feet of fence or miles of it. | 
make no choice until you see what Cyclone has MARCH 13 
Tbe cie wake bead omaaene to offer. Mail the coupon today. | 





KANSAS CITY— Monthly dinner 


meeting of the Aansas City Association, 
at the Hotel President. Commodity Te- 
ports and discussion of purchasing prob- 
} 


ems. Advance plans for the Cincinnati 





CYCLONE FENCE COMPANY, General Offices: Waukegan, III. ST ae Ree ee ere 
Branches in Principal Cities 
Standard Fence Company, Oakland, Calif.. Pacific Coast Division BUFFALO— inner meeting of the 


United States Steel Export Company, New York Rutialo Association, at the Lafayette 
Hotel. Speaker: Gerald A. Busch of the 
Socony Vacuum Oil Co., “Recent Devel- 
yyments in the Manufacture of Gaso- 





ine Commodity discussion, led by 
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For more light on 


PHUVOIRIESCIRNG lighting 





check with your 


Graybar lighting specialist 


When the eyes and efficiency of your employees 
are at stake, why delay consideration of new sight- 
saving lighting improvements? Right now is the 
time to check on possible applications in your 
plant of the modern fluorescent lamps that give 
more light of daylight quality — better seeing — 
without increasing energy costs. 

To be fully informed on fluorescent lamps, light- 
ing units, reflectors and accessories, check with 
your local GRAYBAR lighting specialist. He’ll tell 
you frankly where the new fluorescents fit — and 
where you'll be better served by other modern 
forms of lighting. He’ll help you decide on the type 
and location of units that will best meet individual 
lighting problems in the shop or office. What’s 
more, you'll have a full range of the newest, sound- 
est products to choose from, all backed by the satis- 
faction-insurance of the GRAYBAR tag. 

Why waste time and risk mistakes trying to 
“pick up” the story on fluorescents by piecemeal 
inquiry? For a fully enlightened view — go fluo- 
rescent via GRAYBAR! Call your local GRAYBAR 
lighting specialist or write direct for information, 
mentioning type of application. 


“We saved time and avoided mis- 
takes by calling for the GRAYBAR 
lighting specialist to go over our 
plans for lighting modernization.” 





A \. 


— says Plant Superintendent L———— B— 
__{Ne. 8 of « series of 10-second “quotes” trom typical Graybar customers.) 











GENERAL ELECTRIC 
FLUORESCENT LAMPS 
18-inch (15 watts); 24- 
inch (20 watts); 36-inch 
(30 watts); 48-inch (40 
watts). In white, “day- 
light,” and a wide range of 
colors for special purposes. 









RLM FLUORESCENT 
REFLECTORS 


Including twin-lamp unit (using two 48-inch 
tubes) with built-in auxiliary for general il- 
lumination of industrial areas. Other reflectors 
for local bench lighting, including vapor-proof 
units. Also, all types of office and drafting room 
fixtures. 





AUXILIARIES AND SUPPLIES D 
A full line of approved equip- . : 
ment, including lampholders, 7 +: 
starter switches, ballast trans- a, . 
formers, and wiring supplies par- 'h 
ticularly adaptable to modern 
lighting installations. “4, 

a’ 








“Everything Electrical” 


GRAYBAR offers 60,000 items... everything 
electrical ... for lighting, signaling or power 
supply requirements of industrial and commer- 
cial organizations. Prompt shipment from 82 
warehouses, coast-to-coast. 











When writing Graybar Electric Company please mention Purchasing 














The G.T.D. Gun Tap is good in 
stringy metals. It shoots the 
chips ahead, preventing clogging 
in the flutes. 


Wanted: A deep thread in a specially tough steel—rapid production 
vital, no time to “nurse” the tap. The illustration shows half the 
answer—a sturdy G.T.D. Greenfield “Gun” Tap. Its shallow flutes 
provide the extra strength needed to tap deep “through” threads at 
high speed. The other half of the answer is in the special angle of the 
gun tap point and the proper cutting oil, resulting from a G.T.D. Green- 
field Engineer’s study of the job—on the job. Any manufacturer can 
get G.T.D. Greenfield expert tool service by writing to the address below 
—no obligation. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Ios Angeles and 
San Francisco. In Canada: Greenfield Tap & Die Corp. of Canada, LItd., Galt, Ont 





REENFIEL 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 













Bulletin 305 gives complete price list 
of all materials and labor operations 
necessary for fabricating piping. 


Write for your copy today. 


PITTSBURGH PIPING & EQUIPMENT CO. '°,FORty.THIRD sr. 


When writing advertisers please mention Purcl 
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Prof. Martin Brumbaugh of the Univer- 


ty of Buffalo and William J. Irving 
;owanda 


MINNEAPOLIS— [Dinner meeting of 
he Twin Cities Association, at the 
Radisso1 Hotel Speaker: Thomas D. 
Jolly f Pittsburgh, President of the 
N . P. A George Du Toit of the 
Minneapolis Honeywell Regulator Co., a 
charter member and first president of 
the Association, was elected to honorary 


nembership 


MARCH 13-14 


PHILADELPHIA— Annual = [ndustrial 
Products Exhibit of the Philadelphia 
| rat at the Penn Athletic Club, 


more than sixty informative dis- 
lays covering a diversified array of 
ducts and materials. Kenneth Brown 
Collings, war correspondent and aero 
iutical authority, recently returned from 
ype, spoke at the luncheon meeting, 

\\ 1. ] + 
Wednesday, presenting an uncensored 


»f conditions in the belligerent na 


ns. The exhibit banquet took place on 
| ursday evening 
MARCH 14 
CHICAGO— Dinner meeting of the 
hicago As tation, at the Hotel Sher 
Speake Thomas D. Jolly ot 


1 


urgh, President of the N. A. P. A 


LOS ANGELES— Dinner meeting of 


l Ingeles Association, at the Elks 
1 Vit program devoted to the topic, 
\Modert Packaging.” Leonard <A 
Wheeler, packaging engineer, spoke on 
“Packaging Materials, Design and Adap 
tations.” Gail Selig, attorney for the 
California Cosmetic Manufacturers As 
ijation, discussed “Some Legal Aspects 
Packaging.” Two motion pictures 
shown “Packaging—A Public 
> e,”’ y courtesy of | \. Breskin, 
publisher o Vodern Packaging, and 
“Cutting Losses Through Re-Designing 
Packages,’ by courtesy of the Associa- 
\merican Railroads. <A special- 
1 display of modern packaging meth- 
und products was on exhibit in con- 

nm with the meeting program 
TACOMA—Monthly dinner meeting 
the IVashington Association, at the 
sity Union Club. Mayor J. J 
Saufman spoke briefly. Discussion based 
N .. F \. releases, led by J V. 
Reardon of Barde Steel Co., Leo Long 


of Atlas Foundry & Machine Co., and 
Eric Strommer of Hunt & Mottet Co 
The meeting was preceded by a trip of 
nspection at the smelter of the Ameri- 
an Smelting & Refining Co., and a visit 
to the Tacoma Narrows Bridge 


SAN FRANCISCO—Luncheon meet- 
ng of the Northern Califormia Assocta- 
ion, at the Palace Hotel. Speaker : 
Bromley W. Hill, Purchasing Agent for 
El Solyo Ranch, “Purchasing for the 
Largest Diversified Ranch in California.” 


SPRINGFIELD— Dinner meeting of 
Western Massachusetts Association, 
at the Sheraton Hotel. Dr. Martin A. 
Brumbaugh, Professor of Economics at 
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the University of Buffalo, explained the 
Haney chart of business conditions, and 
predicted a moderate upswing in May or 
June. 
MARCH 19 

PITTSBURGH— | xecutives’ Night din- 
ner meeting of the Pittsburgh Assocta- 
tion, at the William Penn Hotel. Speak- 


ers: Thomas D. Jolly of the Aluminum 
Co. of America, President of the N. A. 
P. A., and George A. Renard, Executive 
Secretary of N. A. P. A., “From One 
P. A. to Another.” 
HUNTINGTON— Plant and labora- 


tory visit of the Tri-State Association, 
at the Standard Ultramarine Co. Dinner 
meeting at the Hotel Prichard, with ad- 
dresses by three executives of the com- 
pany, developing topics which had been 
seen in the afternoon tour. The speak- 
were: P. R. Eisenhuth, Plant Man- 
ager of the Dye and Ink Departments; 


ers 


FF. J. Freeman, Plant Manager of the 
Chemical Colors and Intermediate De- 
partments; and L. F. May, Chemist in 


charge of Production, Barium Products 


Division. 


ST. LOUIS—Dinner meeting of the 
St. Louts Association, at the Hotel York. 
Speaker: Major Albert Bond Lambert, 
President of the Board of Police Com- 
missioners, “The St. Police De- 
partment.” 


NEW YORK— Dinner meeting of the 


Louis 


New ork Association, at the Builders’ 
Exchange Club. Speaker: DeLoss 
Walker, \ssociate Editor of Liberty 
Magazine, “Public Problem Number 
One.” The meeting was preceded by an 
afternoon forum under the direction of 
John D. Leeson of RCA Mtg. Co 
Speaker: Henry L. Umbarger of the 


Provident Trust Co. of Philadelphia, 
“The Haney Business Barometer Chart.” 


LOUISVILLE—Dinner meeting of the 
Louisville Association, at the Kentucky 
Hotel. Prot. Charles W. Williams of 
the University of Louisville spoke on the 
industrial and economic development of 
Finland, attributing the low rate of un- 
employment to the cooperative movement 
in that country. 


MARCH 20 
CAMBRIDGE— Plant visit of the Nex 


England Association, at the Simplex 
Wire & Cable Co., including a high volt- 
age demonstration in the company’s elec- 
trical research laboratory. 


AKRON— Annual Executives’ Night 
Meeting of the Akron Association, at the 
Akron City Club. Speakers: Thomas D. 
Jolly of Pittsburgh, and George A. Re- 
nard of New York, president and execu- 
tive secretary of the N. A. P. A. 


MARCH 21 
CLEVELAND— [inner meeting of the 


Cleveland Association, at the Hotel 
Cleveland. Preceding the meeting, there 
was a trip of inspection through the va- 
rious departments of the hotel, with 
guides to explain the operations and 
“behind the scenes” routine of a modern 
hotel. 





SAN FRANCISCO— Dinner = meeting 
of the Northern California Association, 
at the Elks Club. Discussion, “Steel and 
Hardware Problems,” led by William C. 
Hubner and James O. Greenwell. 


TOLEDO—D inner meeting of the 7o- 


ledo Association, at the Waldorf Hotel. 
Speaker: Yancy Bruce, metallurgical en- 


gineer of the Jones & Laughlin Steel 
Corp., “Machinability of Steel and 
Bessemer Flame Control of Steel.” Mo- 


tion pictures were used to illustrate the 


talk. Fred Braithwaite of the Manu- 
facturers Steel Supply Co. was chair- 
man of the meeting. 

ALBANY— Executives’ Night dinner 


meeting of the Eastern New York Asso- 
ciation, at the Ten Eyck Hotel. Speaker: 
Charles R. Hook, President of the 
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\merican Rolling Mill Co., M 
Ohio, “Private Enterprise—Y: 


in Its Protection.” A cockta 
ceded the meeting. 
MARCH 25 


NEW YORK—l’lant visit 
Metropolitan Purchasers’ A 
at the Eveready Label Co 


MARCH 26 


OAKLAND— Luncheon me 
East Bay Group, Northern 
Association, at the Lake Me 
Talk on the Sperry gyroscop 


TULSA— Dinner meeting « 
Round _ table 
based on Chapters 1-3 of Lew 
trial Purchasing.” 


d {ssociation. 
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HARTFORD—\Montlhily meeting of thc 
Connecticut Association. The day’s pro- 
gram started with an afternoon inspec 


tion visit at the new plant of the Pratt 
& Whitney Division, Niles-Bement-Pond 
( in West Hartford This was fol 
lowed by a discussion period at the Hotel 
Bond, led by J. M. Brown of Veeder 
RKoot, Inc., on the Directory ot Connecti 


ut Trade and Industry, a project ot the 
State Development Commission. Dinner 
g at the Hotel Bond Speaker, 
iggs of American Air Lines, 
‘Aviation in Industry,” illustrated witl 
otion pictures There was also a 
| comedy, “The Salesmar 
irchasing Agent,” by Willard 
Rogers and Edward F. Ahearn, |: 


SYRACUSE— Dinne: meeting of the 


Central New York Assocta 


ind the Put 


at the Onondaga Hotel Speake 
Dr. Seward Phillips Reese of Syracuse 
rsitvy, “We Can Climb Out.” Sound 
tion picture, “The Inside Story,” pre 
Socony-Vacuum QOi:l Co., show 
ng progress in industrial lubrication 
scussion, led by James H 

MARCH 27 


S i R Vy | C t - ROCMITE... Dice mectinn of the 


rA tation, at the lKocheste1 
Clu Speaker: Dr. Martin A. Brun 
from Factory Stocks nigh of the Resencch Stat, Berens 0 
Business and S« al Kesearch, University 
Dutta “The Haney Business Ba 
At 12:15 one noon Fafnir received a long distance call. meter.” 
A Detroit customer faced complete stoppage of production, DETROIT—| 
. . 7 . . ‘ —) at ecting Oo thie 
pending delivery of a Fafnir WIR 320 Bearing (weight about Pistents A 43 1 Webster Hall 
20 pounds). The bearing arrived in Detroit at 6:30 the Speaker: Thomas D. lollv. Directo 


same evening ... was carrying its half-ton load friction- irchases and Chief Engineer of thi 
lessly an hour and a half later. . . En COMpeny oO \merica, Pitt 


This single instance of Fafnir service will explain the 
importance of Fafnir factory stocks and Fafnir readiness MARCH 28 


to serve * * Give intangibles as well as tangibles full 


SAN FRANCISCO— “Junior Members’ 


weight when you choose your bearing source. On every eS at the Nocthen 
point, you will find that the Fafnir organization matches ! rnia A tation, at the Palace Ho 
the high standards of the Fafnir product. The Fafnir Henry P. Adams, Jr., was chairman 





Bearing Company, New Britain, Connecticut. 


MARCH 29 
FAFNIR ME Ceanring p LOS ANGELES— \nnual Ladies’ Night 
oh tion a dinner dance of the / 
1N AMERI +] 


eo 
n the Blossor 
THE BALANCED LINE * MOST COMPLETE cA Hollvwood Roosevelt Ho 





} longue Wa cl iirma 
‘a bac: ts arce 
MARCH 30 
PURCHASER AVAILABLE POSITION WANTED ae ee Ot 
trict Council No. 7, at the Hotel Patter 
Experienced purchaser, 32, technical Young man, 28, graduate of What The Chatta 1 Association was host 
graduate, trained in law and ac- ton School of Finance & Commerce, to this meeting. Current officers of th 
counting, admitted to the bar (D University of Pennsylvania. Four wroup are President. 1. Merritt Gamble 
C.), three years in sales work, and years experience as Junior Purchas tes i ae Rie ee 
for the past five years Assistant ing Officer, Procurement Divisio1 a I I \ WoW = me ert 
Procurement Officer for govern U. S. Treasury Department. Exper i eeeunee WN. Weeraroon OF om 
mental departments, purchasing enced in hospital and medical sup Souter Fe rro-Alloys | O.; JeCr tay 
heavy equipment, automotive équip plies, office equipment and supplies, reasul E. C. Doss of Chattanooga 
ment, gas and diesel power units; construction and automotive equ] Belting & Supply | 
seeks connection with industrial ment, and miscellaneous items 
concern where such experience and Seeks opportunity = Penta ng MARCH 30-31 
training can be advantageously ap- department of industrial organiza . 
plied. ‘Reply to Box 914, PUR tion. Reply to Box 915, PURCHAS ASILOMAR, CAL.— Week-end family 
CHASING, 205 East 42nd St., New ING, 205 East 42nd St., New York, arty of the Northern California Asso- 
York, N. Y. N. Y. ation \ full program of outdoor and 
nd r sports Was enjoyed 
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GUILD TO PORTLAND 


L. V. Guild, for more than twenty 
years in charge of purchases for the 
Union Pacific Railroad at Salt Lake 
City, has been appointed Division Pur- 
chasing Agent at Portland, Oregon, suc- 
ceeding the late George H. Robinson. 
Mr. Guild is a charter member of the 
Utah Purchasing Agents’ Association, 
and has been an active worker through- 
out the life of that organization, serving 
two terms as president, and a year as 
Vice President for District No. 1, be- 
sides taking part in important committee 
work, both national and local. On Feb- 
ruary 23rd, Mr. Guild was guest of 
honor at a meeting of the Association, 
in the auditorium of the Salt Lake Trib- 
une-Telegram, and was presented with a 
handsome traveling bag as a testimonial 
of the esteem and appreciation of his 
fellow members. 

C. KE. Galbraith succeeds Mr. Guild 
as Division Purchasing Agent of the 
Union Pacific at Salt Lake City. He was 
formerly Assistant Purchasing Agent in 
this office for a number of years, and 
has more recently been stationed at 
Omaha in a similar capacity. 


+ ¢ #F 
SANITARY INSTITUTE MEETS 


The annual convention of the Sanitary 
Institute of America was held at the 
Astor Hotel, New York City, March 
18th and 19th. Speakers at the conven- 
tion sessions included Samuel Ferer and 
Benjamin Laikin of the Institute; Stuart 
F. Heinritz, Editor of  PuRCHASING, 
“Selling the P. A.”; Charles M. Joseph, 
Senior Attorney, Wage & Hour Divi- 
sion, U. S. Department of Labor; and 
Dr. William Stericker of the Philadel- 
phia Quartz Co., “Chemistry of Good 
Laundry Practice.” 


7 ¢€© F 
HEYWOOD TO TOLEDO 


H. E. Heywood, Purchasing Agent 
for the National Supply Company at 
Tulsa, has been transferred to the head- 
quarters office of the company in To- 
ledo, Ohio. Mr. Heywood has been an 
active worker in the Tulsa Association, 
and was serving as Vice President at the 
time of his advancement. 


¥ ¢ ¥F 


PURCHASING COURSE AT THE 
N. E. BUSINESS SCHOOL 


The 1940-1941 catalog of the New 
England Business School, 470 Boylston 
St., Boston, Mass., operated by the 
Babson Statistical Organization, shows 
special attention to the subject of in- 
dustrial purchasing as a required course 
in the Business Administration Depart- 
ment. A broad consideration of basic 
purchasing principles is given in both 
semesters of the Junior Year, and in 
the Senior Year of the Industrial Man- 
agement Section, there is a semester 
course on Commodity Analysis and one 
on Industrial Purchasing Problems. 
Class room work is supplemented by a 
series of planned business survey trips 
to representative manufacturing plants 
and other business organizations. 
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"“1F YOU DON'T TREAT ME RIGHT”... 





Improperly used files can be a 
literal nightmare. But the fault 


often is not with the bursting WRITE TODAY 


‘. for your co of 
and littered files themselves, it eee 
this practical broad 


is apt to involve a vital question in modern office ef- side with valuable 
suggestions for de 


ficiency: Are your forms efficiently designed? Make hates wad “tee 


your business and factory forms perform their manifest business forms. Ad 
dress Sales Dept. R 


function of simplifying operations and of giving infor- 
mation. For extra efficiency and economy—have them 
printed on watermarked ADIRONDACK BOND, bright white 


and 12 colors—ideal for modern forms and letterheads. 


INTERNATIONAL PAPER COMPANY 


220 East 42nd Street, New York, N. Y. 
BOSTON ° CHICAGO ° CLEVELAND 
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NICHOLSON FILE CO. APPOINTMENTS 


UZOUv:r-: 





Ail the Kings Horses — 


Zouzmoz>: =: = 


and all the King’s men can’t undo the damage 
caused by unsuitable adhesives. 





Your best assurance of perfect results on any 
gluing operation—machine or hand—is to use 


‘“ . ” Phe Nicholson File Company = an- 
the “Mikah” glues, gums, or pastes recom- FR Ag tai Pe - ie 
mended by our adhesive engineers. They know Pond as Director of Sales. and Willia: 
the answers! \W. Anderson as Sales Manager 

Mr. Pond has been with the Com 


pany since 1895 and for many years 


as served as |[Jomestic Sales Manager. 
In that capacity he has made frequent 
sits to the trade in all sections of the 


United States and is well acquainted 


DIVISION OF with the Wholesale Hardware and Mill 


National Starch PRODUCTS In ee ee ee 
C. 


\s Director of Sales Mr. Pond will 


; , , : ; ee ee ee a" = os nie 
820 Greenwich St., New York - Chicago - Philadelphia - Boston - San Francisco ct inue to head the sales organization 
and All Principal Cities and it is expected that he will spend 

h of time in study of general 


* 1 
sales problems and of sales research. 














a a Mr. Anderson has been connected with 
[ he Company since 1919, spending most 
”“ ” that time with the Company’s 
Yours on Request”—the latest catalogs and manu- Fila Sak Wie dea ee 
facturers’ announcements, information on new srg Neage os Reeor ye 008 Manager 

mn : a tor the iyominion Of anada. 
industrial products. Are you using these depart- ts lie ati acai caillliels 
ments? Turn to pages 6 and 108. supervision of all sales representatives 
of the Company and will spend much of 
— ee his time in the field in company witl 























salesmen and service engineers. 














A Pure Oil engineer will help solve your 
lubrication problems. Write today. 


PURE THREE POINT LUBRICATION oj 0 | L c oO 2 


- A Complete Line of Industrial Petroleum Products Se eee ys. 
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SHIPBUILDING PROGRAM 
INVOLVES LARGE PURCHASES 


The importance to American industry 
and labor of the commercial shipbuild- 
ing program now under way in the 
private shipyards of the country is em- 
phasized by an analysis made by the 
National Council of American Ship- 
builders of the origin and cost of mate- 
rials and equipment entering into the 
141 vessels which are already a part of 
this program. 

These vessels have been ordered In 
the Maritime Commission either on its 
own account or on the accounts of pri- - 
vate owners. Private shipyards are} 
spending about $185,000,000 with other | 
industries approximately 50% of the| 
total cost of the program — for mate- 
rials and equipment. An additional 40% 
of the total cost of the program, or 
approximately $148,000,000, is being ex- 
pended for shipyard labor on the At- | 
lantic, Gulf and Pacific coasts. The re-| 
maining 10% in private shipyards is 
taken up with various miscellaneous | 
items, including taxes, insurance, depre- | 
ciation of plant, transportation, admin- | 
istrative costs and profits. 

In order to ascertain the source of | 
materials entering into the average com- | 
mercial which forms 
the largest part of the Maritime Com- | 
mission program, the National Council | 
of American Shipbuilders analyzed the | 
returns of material and equipment or- | 
dered by three different shipyards for 
vessels of three different types, includ- 
ing two cargo types and one combina- | 
tion cargo and passenger type. 

The existing Maritime Commission | 
program includes the passenger liner 
“America,” costing about $17,000,000, 
and twelve oil tankers, costing some- 
what in excess of $3,000,000 each. Ships 
of the “America” type and many of 
the naval vessels now under construc- 
tion call for a greater variety of mate- 
rials than average cargo vessels and 
bring into play through their elaborate 
specifications and requirements virtually 
every important industry in the coun- 
try. Taking into’ consideration the 
“America” and the twelve tankers, the 
existing Maritime Commission program 
of 141 ships is equivalent to at least 
150 ships of the types on which the 
analysis was based. With this adjust- 
ment, the analysis is fairly representa- 
tive of the program of commercial ves- 
sels now under construction. 

The average cost per vessel of mate- 
rials and equipment shown by the an- 
alysis was $1,236,533. The materials en- 
tering into the three types were pur- 
chased from twenty-three of the forty- 
eight states, and their character is such 
that raw products entering into their 
fabrication or production come from 
such widespread sources that every state 
in the Union is supplying materials or 
equipment, and in most instances a 
variety of materials and equipment, for 
the present commercial 
program. 





seagoing vessel 


shipbuilding 





When writing Page Steel & 


\n example is electrical apparatus, 
instruments and supplies, which were 
purchased by the shipyards in the 
heaviest quantities from Pennsylvania, 
New York, Massachusetts and New 
Jersey. This equipment requires the 
use of large quantities of iron and steel 
castings, copper, tin, zinc, rubber and 
cotton insulating materials and various 
other products originating in different 
sections and purchased as basic com- 
modities by electrical manufacturers. 


juve 19 


The same is true of steel, 
the largest material item enteri 
the shipbuilding program. Th¢ 
cost per vessel of steel plat 
shapes was $228,450. This means 
penditure of about $34,267,500 
shipyards for plates and shapes 
vessels in the existing Maritim« 
mission program, in addition 
large expenditures for other ste« 
ucts such as rivets, bolts, pipes, 
machinery and deck and engine 
equipment. 

Steel plates and shapes are be 
chased for the vessels examine 
analysis from Pennsylvania, Ma 
Ohio, Delaware, Massachusetts 
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IN THIS CASE, 97=100% 


@ Page Fence Association is composed of 97 factory-trained, long-experienced 
fence engineers in 97 cities. Each is a local firm permanently interested and 
responsible. That is 100% fence service—for you! Not only will the local Page 
Fence expert give you a chain link fence of quality but he will help you choose 
the right metal—right height—right style. He will erect the fence to give 
you enduring property protection and fine appearance. His service will insure 


fullest value for your investment. 


Page Fence—truly a reliable product—is available in these superior metals: 


heavily-galvanized copper-bearing steel—Armco ingot iron— 
Alcoa aluminum—Allegheny stainless steel. Only Page makes 
chain link fence of all these metals. The stronger winged-channel 
post is also an exclusive advantage. Write to PAGE FENCE ASSO- 
CIATION, Bridgeport, Conn., Atlanta, Chicago, New York, Pittsburgh 
or San Francisco for book, ‘Fence Facts,” and name of nearest 


representative. 





A PRODUCT OF PAGE STEEL & WIRE DIVISION—AMERICAN CHAIN & CABLE COMPANY, INC 


See ACCO advertisement in this issue, page 77 
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York and New Jersey. The heaviest 

purchases for a single state were made 

Pennsylvania. Other shipyards not 

overed in the analysis are obtaining 

& steel from plants in other sections. Steel 
production requires iron ore from mines 

; n Minnesota, Michigan, Alabama _ or 
This latest Bunting elsewhere, as well as coal, oil, man 


ganese and other products, and all types 
transportation facilities 


Catalog lists many 


\n evidence of the transition from 
ood to steel in shipbuilding is seen 
new sizes of Stand- from the fact that lumber, once the 


terial for which the shipbuilder made 


° = largest outlay, represents a very 
ardized Bearings att naked os ees ee 
vessel The decreased use of 

and contains much lumber results from the advances in 


construction in recent years made 
with fire resisting and non-combustible 
valuable informa- materials, which provide a higher de- 


ores f safety at sea. Much of the 
— nber involved is not properly charge 
. able as ship material, because it is used 


he blocking, scaffolding and shoring 
required during the period of construc 





and is not embodied in the com 
THE BUNTING BRASS & BRONZE CO., TOLEDO, OHIO = *\\'« coc! Lumber which was ‘used 
Warehouses in All Principal Cities alysis came from Oregon, West Vir 

vit \lassachusetts, New York and 









Pe lvania 
\n evidence of the variety of equip 
FOR 1 which large expenditures were 
nade and of which the manufacture 
YOUR BRONZE BUSHINGS + BEARINGS as widely distributed, may be seen 


PRECISION BRONZE BARS + BABBITT METALS following important but only 
C 0 PY partial list of important classes of mate- 
Machinery, including turbines, boilers, 
Diesel engines, pumps, auxiliary ma 
hinery of various types with elaborate 
ing systems, heaters, evaporators, oil 
oolers and separators. 
lectrical outfit consisting of get 
erators, motors, switchboards, electri 


ire conduit and great numbers of elec 


Life Saving Equipment including life 
vats, davits, life preservers, fire fight 
equipment, smoke detecting equip 


Deck Machinery including windlasses 


Ventilation, insulation, refrigeration 
al 1 plumbi +7 
Furniture 

Deck coverings 

Navigation outfit of many types 


\n expenditure entering extensivel: 
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into the cost of the ship which does not 


4 ° appear among the outlays for material 
G OING PLACES «6 transportation. Land transportation 
of products from the interior is re 
J : —— wins i juired because the shipyard must be 
YEARS OF SUSTAINED PROGRESS — : ; PY 


MAINTAINED QUALITY — AND 
RETAINED CUSTOMER CONFIDENCE 


situated on the seacoast. The total 
transportation bill includes not only the 
reight paid for the shipment of prod 
ucts to the shipyard, but also the cost 


: trancsnor = seesieaes aterials , he 

Manufactured by Identified tran rting raw materials to the 

BEY esac yy “38 equipment manufacturers who supply 

" oF ‘pat “Duplicate, gio legge he shipyards It has been estimated 
SUPPLIES Gp :) Products o/} i : ‘ 


on the basis of a previous analysis that 







COMPANY 
Nationwide 
Distribution 


Superlative 
Utility and 
Quality 


the freight paid by the shipyard for 
naterials and equipment amounts to ap 
proximately 4.5% of the total cost of 
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All of the vessels for which pur- 








hase orders were examined in the cur 
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Is Buying a 


Science or a Job? 


“41 valuable 
periodi- 
cal for pur- 
chasing 
agents and 
rendersa 
real service.” 
Low. J 
Purchas- 
ing Agent, 





Purcu ASING believes modern 
industrial buying is both a 
science and a tough job that 
takes plenty of old-fashioned 
common sense .. . and treats 
the news of the buying field just 
that way. 


PURCHASING brings its read- 
ers exhaustive case studies of 
the Science of Buying, reports 
on organization and procedure 
as worked out in America’s lead- 
ing industries, and authoritative 
information on = materials and 
markets. 


But PURCHASING never neg- 
lects the human side of buying. 
Here, too, are pages devoted to 
the men themselves, who do the 
nation’s buying. And a consist- 
ent editorial program interpret- 
ing the buying function, for 
management and for the pur- 
chasing man, opening new op- 
portunities of service, respon- 
sibility, and recognition, 


Since 1915, PURCHASING 
has helped P. A.’s in their daily 
work, It will help you in the 
critical months ahead, when 
buying is the most important 
job it has ever been. 


Just mail the coupon. 


Purchasing 


A Conover-Mast Publication 


205 E. 42nd St... New York 


PURCHASING 

205 East 42nd St., New York City 
Enter my order for PURCHASING 
[) $2.00 for 3 yrs. (] $1.00 for 1 yr. 
[] Send a bill [1] Check enclosed 
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rent analysis are being built on the 
\tlantic Coast and consequently the 
heaviest orders for materials and equip- 
ment for these vessels are being placed 
in the eastern and Great Lakes areas. 
It was pointed out by the National 
Council that in the existing program, 
18 vessels are being built on the Gulf 
ot Mexico and 23 on the Pacific Coast. 
\ considerably larger distribution of 
materials to the Gulf and Pacific dis- 
tricts can be expected on account of 
the vessels building in those particular 
sections. 

If the program of the Maritime Com- 
mission calling for the building of fifty 
ships a year over a period of ten years 
is carried out as now projected, the ex- 
penditure of the shipyards for mate- 
rials and equipment entering into this 
full program probably will exceed $618,- 
000,000 and wages paid in the ship- 
vards probably will exceed $494,000,000. 

\part from this commercial  ship- 
huilding program, about $400,000,000 has 
been or is being expended for mate- 
rials and equipment entering into the 
naval vessels under construction in pri- 
vate shipyards or Navy Yards on Janu- 
ary 1, 1940 \bout $350,000,000 is be- 
ing expended for shipyard or Navy 
Yard labor on these naval vessels. 

Thus the combined merchant marine 
and naval programs mean that the ship- 
building industry has become the cus- 
tomer of other industries for’ supplies 
costing approximately $585,000,000, and 
in addition is paying out about $498,- 
000,000 in wages for work on these 
programs 
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PURCHASE STANDARDIZATION 
UNIT IS REORGANIZED 


The Standardization Committee set 
up in 1937 in connection with the Con- 
necticut State Purchasing Department, 
for the purpose of setting up standards 
of quality and type for the various 
commodities, 
equipment used 
institutions of 
organized in the interests of greater 
efficiency, since it has been found that 


materials, supplies and 
by the departments and 


the State, has been re 


the original membership of seventeen 
department and institution heads was 
too unwieldly for effective operation 
Under the new plan, the Committee will 
consist of only nine members, as fol- 
lows: Supervisor of Purchases Edward 
C. Geissler, Controller Fred B. Zeller, 
Welfare Commissioner Robert q. 
Smith, Motor Vehicle Commissioner 
Michael A. Connor, Public Work Com- 
missioner Robert A. Hurley, Tax Com- 
missioner Charles J] McLaughlin, 
Warden Ralph Walker of the State 
Prison, President Albert N. Jorgensen 
of the University of Connecticut, and 
Dr. Clifford D. Moore of the Fairfield 
State Hospital. New standards for 
coal, gasoline, oil, tires, potatoes, fish, 
coffee and other items are now under 
consideration by the new board. 
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Kenneth E. Hallenbeck has been ap- 
pointed Purchasing Agent for the Su- 
perior Foundry Co., Cleveland. 
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USED FOR 
THOUSANDS OF 
FABRICATED PARTS 


Tell us your FABRICATING 
PROBLEMS. We will gladly 
send samples and suggestions 
without obligation. We do not 
fabricate above parts ourselves. 


ROUND, SQUARE or HEXA- 
GON rods in sizes 1/16 to 31/ 
inches generally available from 
stock. 


UNIFORM TEMPER 
smooth grain and finish which 
greatly prolongs die and tool 
life. 

FREE - CUTTING BRISTOI 
ROD increase productions . . . 
edges and faces are held sharp 
and true . . . finished product 
is clean and bright. 

SPECIAL BRISTOL ROD is 
made for full knurling, free 
turning and swaging, also for 
forging. 


assures 


THE 


BRISTOL BRASS CORP. 


BRISTOL, CONN. 


Brass and Copper Alloys 
SHEET — ROD — WIRE 


90 Years Experience 
ON QUALITY BRASS 












































Careyclad wears 100% longer than ordinary roof coatings because 
it is made under an exclusive Carey formula, combining the finest 
“High-Melting” asphalts with specific “Anti-Aging” chemical com- 
pounds. Specially graded asbestos fibres from our own mines give 


additional strength. 


Careyclad Coating is not subject to hair- 
cracking, alligatoring, pinhole formation, 
slipping or sliding. Will not ball or roll up 
under brush. Highly resistant to the dis- 
integrating action of the 
ultra-violet rays of the 
sun. Gives you both 
longer protection and 
greater economy. 


Careyclad is highly sat- 
isfactory for many dif- 
ferent types of roofs, 
including metal. Write 
Dept. 68 for details. 














THE PHILIP CAREY COMPANY - 


























Lockland, Cincinnati, Ohio 
Dependable Products Since 1873 
BRANCHES IN PRINCIPAL CITIES 
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2500 or 500, whatever the distance, super-swilt AIR 
Express travels 3 miles a minute all the way. It’s 
tops for keeping stocks low —sales up—the modern 


time-saving way. Low rates. Complete, super-swilt 





national coverage 


phone Ramway Express... Arr Express Division. 
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2500 miles overnight! For action, 
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Obituary 


Fred W. Lingley, for thirty years Pur- 
hasing Agent of the American Hard 
Xubber Co., New York, up to the time 
it his retirement from active business 

1927, died of a heart attack at his 


home in Maplewood, N. J., February 
loth Mr. Lingley was one of the 


uunders and incorporators of the Na 


tional Association of Purchasing Agents, 


and served as vice president on the orig 


nal slate of officers. He was the author 
a history of the early years of the 
\ssociation, published in 1925 by the 


Hendricks Club 


S. J. Wissing, Purchasing Agent of the 
duntz Brass & Aluminum Foundry Co., 
leveland, Ohio, and a member of the 


leveland Association, died February 
Xt 

A. H. Anthony, 59, founder and gen- 
ral manager of the Massillon (Ohio) 
Steel Casting Co., and for many years 
1 active member of the Canton & East 
ern Ohio Association, died February 
29th in Mound Park Hospital, St. Peters 
yurg, Florida 


George S. Perry, formerly Purchasing 
\gent for the Narragansett Electric Co.., 
Providence, R. I., up to the time of his 


etirement from active business, died 
Mar Ist. Mr. Perry was a charter 
nember of the Rhode Island Asso 
Ciatic 


Harry B. Bennett, Sr., formerly Assist 
ant Purchasing Agent for the Babcock 
& Wilcox Co., Bayonne, N. J., died at 
the Jersey ( ity Medical Center, March 


st, after an illness of two years 


C. Arthur White, 58, formerly Pur- 
hasing Agent for the Hero Mfg. Co.. 
and since 1920 treasurer of the Leeds & 
Northrup Co., Philadelphia, died at the 
Germantown Hospital, March 3rd, after 

brief illness 

Walter Q. Thomas, 65, Purchasing 
\gent of the Fairmount Park Commis- 
sion, Philadelphia, since 1900, died at his 


that city March 6th. 


Walter L. Miller, Purchasing Agent in 


he tal department of the National 
asket Co., Pittsburgh, died at the Vet- 
rans’ Hospital, Canandaigua, N. Y., 
Mar 10th, following a long illness 


Louis H. Gloe, 59, Purchasing Agent 


and Auditor of the Leyse Aluminum Co., 
Kewaunee, Wis., died March 11th, after 
a brief illness 


William E. Wimer, 61, formerly buyer 
for the harles J. Webb Co., Philadel- 
phia, and from 1930 to 1933 Purchasing 
\gent for Camden County, N. J., died 
ut the Cooper Hospital, Camden, March 


13th, following an operation. 


Sid Woodbury, Jr., Purchasing Agent 
of Keystone Lubricating Company, Phil- 
adelphia, Pa., was instantly killed in an 
automobile accident in eastern Oregon 

March 23rd 
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What Has Happened 
to the 
Strategic Materials? 


(Continued from page 64) 


itself argues, perhaps, for the 
United States to be on its guard 
concerning supplies. 

The more widely distributed over 
the world a commodity, the less 
chance of a possible shortage here. 
Thus Siam and French Indo China 
have forged ahead in recent years 
and have enlarged the sources. The 
same arguments as to widening 
sources apply to tin. In 1930 the 
sritish supplied 66.4% of the 
world’s rubber; in 1931, 51.9%, 
and last year 49%. The Dutch East 
Indies have come forward in pro- 
duction as in 1930 they supplied 
29.3%, but in 1939 37.1%. 

Production of synthetic rubber is 
not far beyond the test tube stage 
of theory, since less than 1% of 
our consumption is in that class. 
At the end of February, the last 
figures available, stocks of rubber 
in this country were 148,776 tons, 
half of which were held by manu- 
facturers and half by dealers. 

Many of our strategic materials 
come from the Dutch East Indies, 
such as tin, rubber and quinine. 
Those with imagination might pic- 
ture an imperial Japan seizing the 
I)..1. It seems at least logical that 
rubber has a place on the list of 
strategic materials. 

At the start of the war, the price 
of rubber was 167% cents per 
pound; it went to a peak of 25 
cents and has dropped back to 
185¢@ cents, as of Faster. 


Manganese 


Manganese ore is considered as 
the No. 1 strategic material. Not 
a pound of steel can be made with- 
out manganese in some form, pour- 
ed into the open-hearth furnace to 
remove impurities and facilitate 
chemical action. That manganese is 
a war metal is shown by the fact 
that whereas the price of ore on 
Sept. 1, 1939 was 25 to 30 cents 
per unit it is now 50 to 55 cents, 
or double. The advance in price, 
too, has taken place despite the fact 
that stocks in bonded warehouses 
in the United States at the end of 
1938 were the largest on record at 
over 842,000 tons, the last figures 
available, though the record-break- 
ing steel production of the last 
quarter of 1939 probably ate into 
those stocks markedly. ~ 




























Imports into the United States in 
1938 were 483,588 tons, the Soviet 
Union furnishing 166,043 tons, 
Cuba 131,423 tons, the Gold Coast 
126,858 tons and Brazil 29,698 tons 
Manganese is produced in commer- 
cial quantities in eight of our states, 
but in 1938 U. S. output was only 
25,321 tons as against the all-time 
peak of 305,869 tons in 1918, when 
our own participation in a war 
stimulated production. 

The procurement division of the 
Treasury Department has undoubt- 
edly spent more of its $10,000,000 
appropriation on manganese than 
for any other material. Ore from 
the Soviet Union has the reputation 
of being the richest and best and, 


S68 


You've bought a 
You've found tha 


not 
that no matt ; } 
long run by dealing wit 
When you buy Macwhyte 
men who never ma 
quality rope: Long- 
can 


Ask for a Macwhyte 
you cut your yearly 
We can do it for you. 


Kenosha, Wisconsin. 


rope slings. 


U. S. A. 


*« G13 


When writing Macwhyte Company please mention Purchasing 


MR. PURCHASING AGENT: 


i e—in your day. 

i 
assure COMPARABLE QU 
er what you wante 
h a spect 


Wire Rope you're deal 
11 ata price— 


re rope | 
. And haven't you ais® | | 
gy were much better off in the 


alist in t 


ke rope to se 


earing, low-cos 
a ; orrect Macwhyte Laborat 


articular equipment. 
dation. We'd like to help 
We've done it for many others. 


and will recommend the ¢ 
Field-Proved Rope for your Pp 
Wire Rope Recommen 


wire rope costs. 
No obligation of course. 


MACWHYTE COMPARY 


Manufacturers 


Branches in principal cities, 


despite complexities in- s! 
these days, it manages t 
steadily into the United 


ta 


though not in normal quantiti 
We asked a leading mang 


authority whether in case we 


at war, United States, Cubar 


Brazilian manganese would 


us. His answer was very pos 


on the negative side. It is pt 
more essential that we hoard 
ganese than bury gold and si! 


the ground in Kentucky. fo 


past twenty years American 


tors and metallurgists have c! 


new processes for refining 


grade American ores, but no! 
them have proved outstandi 


successful at all, 


ood wire rop 


hat particular line? 


t wire rope. 


of wire rope and br 


Wire rope handbook mailed on request. 


Iso found 


ing with specialists— 
men who make only 
Macwhyte engineers 
ory-Tested-and- 


2918 Fourteenth Ave., 
aided wire 


distributors throughout the 


MST YS oe 




















< 





II BAF Le 































na. be tee} ee ee bee bee bebe bee b | Sb ee bb! ‘> oe 

































is famous for the 


LENOX per- 
formance of “The Blades in the 
Plaid Box”—and renowned for 
the excellence of the work they do. 
LENOX BLADES are furnished in 
**‘High-Speed’’, ‘*Mo-Speed”’ 
MOLYBDENUM, “Tungsten”, and 
“Super-Flex” giving you a blade 
for any metal cutting job. Dis- 
tributors from coast to coast carry 


“LENOX”, Try them. 


LENOX 


BAND SAWS 





AMERICAN SAW & MFG. CO. 
Springfield, Mass., U.S.A. 


IVhen writing American 





However, the flotation 
applied to Cuban ores has been a 
signal success and has accounted 
for the phenomenal growth of Cu- 
ban production. Engineers had said 
that this process could not be ap 
plied to manganese, though it is 


pr ICeSS 


used for many other metals and 
minerals. 
Stocks in this country now art 


large for peace times, but probably 
on the light side should the United 
States be embroiled in a major war 
Many commodities have a_ scrap 
value and are everlasting, but for 
the most part only virgin or pri 
mary manganese can be employed 

Most metals have an understudy. 
Thus aluminum can substitute for 
copper; cadmium for tin in_ the 
making of bearings. In the making 
of alloy steel there is a choice of 
metals. Yet there is no substitute 
for manganese for the removal of 
oxygen and sulphur and other un 
wanted elements in steel making. 

Tin 

A moderate amount of 
been purchased by the procurement 
division of the Treasury Depart 
ment, but apparently only a_ frac 
tion of the amount of 
which is “Strategic Material No. 
1.” Moreover, in recent years, the 
Navy Department has been buying 
tin persistently, largely for storage, 
as is surmised by instructions to 
ship to the Brooklyn Clothing Depot 
rather than to the Brooklyn or other 
navy yards. Some estimate that 
the Navy has accumulated enough 
tin for ten years of ordinary peace 
usage, assuming no increase in our 
Navy, and perhaps two years’ sup 
ply should our country be involved 
in a major war. Moreover it is 
practically certain that private con 
sumers of tin, such steel pro 
ducers, have many months’ supply 
on hand. 

Tin is strategic because of th 
canned foods which are fed the 
soldiers: the solder, bearings, col 
lapsible tubes and various parts of 
machinery for which tin is practi 
cally indispensable. Recognition of 
the danger that our supply might 
be cut off was reflected in the soar 
ing of prices when the war started. 
Within a few weeks, at the start of 
the war, the price of spot tin ros« 
from 50 cents to a nominal 75 
cents per pound, though futures 
positions never even approximated 
the spot price. Since then the mar 
ket has calmed, with the price 
around 46 cents per pound. 

During the world war the price 
of tin rose from £150 per ton at 
London to nearly £400 per ton at 


tin has 


Manganese 


as 


Saw & 


fs 
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1918. However the 
world’s visible supplies at 
any time during the war were 22,- 
OOO tons during 1916. When the 
present war started, the world vis- 
ible was about 38,000 tons. Tin 
production is much more widely 
distributed than during the world 
war, and there would seem the 
chance of securing the metal from 
some part in the globe even during 
a war in which we may be en- 
Detinning of scrap has also 
progressed since the world war, and 
substitutes better developed. 
Thus cadmium is often replacing 
tin in machinery bearings. Glass or 


the middle of 
largest 


~ 


t 
LOM, 


‘3 ved. 


are 


fibre containers can replace tin cans, 
being demonstrated in 


aS 1S DeInN peace 


mes 
The United States Steel Corpor 
m buys tin in the Far East and 
in its own ships, Of 
the 210,000 tons of normal tin pro 
duction in a year, the British con 
1 about 150,000 tons. Experi 
ence shows that the United States 
generally allies with England in a 
var, Which may mean something in 
considering the strategic situation 
in tin, 


all 


brings it home 


The United States produces prac 
tically no tin. In one recent yeat 
100 tons were produced in Alaska 


\ company at Marquette, Mich. 
recently submitted bids on tin to 
the Navy Department, but the 


Navy apparently did not have con 
this theoretical source. 
When tin was high priced a few 
onths ago, some of the American 
etal companies 
pilot plants to experiment with re 
fining Bolivian and other tin ores 
however, the ore must still 
from far away. 
lin arrivals in the United States 
ive been exceedingly large of late. 
Consumers are well supplied and 
stocks of finished FO! ds, such as tin 
) large. It would 
therefore, that prices are destined 
at least under 
60 cents per pound, come what may. 
Tin is virtually the only one of 
the strategic materials now priced 
below the level in effect last Sept 


fidence in 


smelting started 


i@~re 


COMmMe 


1 


| late. are Seen, 


to remain moderate, 


I It was then 49™% cents per 
pound as against 4634 cents when 
his 1s written, 

Quicksilver 


Quicksilver or mercury has re- 
acted to war conditions by the soar 
ing of prices. When the war start- 
ed the price of quicksilver was $90 
to $92 per flask of 76 pounds, but 
today is $185 to $190 per flask. 

‘hus it is in the class with man- 
ganese for having doubled in value. 

In a military way it is used in 
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OR gray iron, semi-steel, or high 
test semi-steel castings, specify 
Forest City Foundries Co. cast- 
ings. 


FTEN our casting specialists can 
suggest pattern design improve- 
ments resulting in better cast- 
ings at lower cost. 


USH jobs are delivered on time— | 


ready for the production line— 
and as specified. 


XPERIENCE of 48 years is avail- 
able for profitable use by manu- 
facturers in the Cleveland area. 


IZES we produce efficiently and 
economically range from 1/2 
ounce to 1/2 ton. 


ESTS by our laboratory insure con- 
stant quality control from pig 
to finished casting. 


ORES that produce hollow cast- 
ings with walls of exact thick- 
ness are one of our specialties. 


NSPECTION is frequent and thor- 
ough. Your production line 
receives castings as specified. 


WO modern’ foundries, both 
equipped for efficient produc- 
tion, are at your service when 
you specify Forest City. 


OU can file patterns in our vault 


where they will be instantly 
available for rush jobs — our 


foundries are a part of your | 


plant. 


FOUNDRIES CO. 


2500 W. 27TH ST 


PHONE PROSPECT 5040 
e« CLEVELAND, OHIO 





the manufacture of fulminate, for 
detonating high explosives and fixed 
ammunition, for dental amalgam, 
antifouling paint for ship bottoms, 
storage batteries, barometers, etc. 
Substitutes for some of these pur- 
poses may be used, but not for the 
greater part of consumption. 

The normal annual consumption 
of mercury in the United States in 
recent years has ranged from 25,- 
QOO0 to 35,000 flasks, of which half 
has been imported. Spain contains 
the richest ore, about 8% metallic; 
Italian ore ranges up to 2%; Mex- 
ico 1%; and in the United States 
less one-half of 1%. Hence it is 
logical to import a great share of 
our consumption. Mercury is pro- 
duced in four states principally in 
this country, with at least half the 
output from California. However 
the rather primitive methods of re- 
fining makes labor rather 
high, American wages being what 
they are. 

Moreover experience has shown 
that the grade of treated in 
this country has declined steadily 
and now rarely exceeds 10 pounds 
of mercury to the ton. In many 
mines the yield is three to five 
pounds to the ton. Without the 
tariff of 25 cents a pound, imposed 
in 1922, it is doubtful whether any 
mines in the United States would 
be active. Technological improve- 
ments in processes have at least 
partly kept pace with the deterior- 
ating ores. 


costs 


ore 


Producers’ stocks in the United 
States at the end of 1938 were not 
much in excess of 1,000 flasks and 
stocks in domestic warehouses to- 
taled 553 flasks, according to the 
Bureau of Mines. However by the 
end of January, 1940, according to 
preliminary figures of the Bureau, 
combined consumers’ stocks were 
10,900 flasks, while dealers were 
estimated to have 2,100 flasks, suf- 
ficient altogether for five and a 
half months’ use at present rates 
of consumption, which by usual 
commodity standards is a_ large 
supply. In fact the Bureau of 
Mines comments: “There is noth- 
ing in the American statistical sit- 
uation to account for the big price 
advance.” 

The war has stimulated imports 
into this country to a marked de- 
gree, and prevailing high prices 
have stimulated the domestic out- 
put. American production in Jan- 
uary was 1,800 flasks as against 
1,500 flasks for September. More- 
over American consumption, which 
had been 2,900 flasks in September, 
dropped to 2,300 flasks for Janu- 
ary. 
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REG. U.S. PAT. OFF. 


WIRE-BOUND CRATES 


@ A well known electrical apparatus manu 
facturer eliminated 405,000 pounds of un- 
necessary tare weight from shipments of 
large transformers alone. The total annual 
saving resulting from this one improvement 
amounted to several thousand dollars. As the 
saving was made possible by scientifically 
designed General wire-bound crates, there 
was no sacrifice of protection for the product 
The General Box laboratory is constantly de- 
veloping cost-reducing containers for manu 
facturers of a wide variety of products. The 
advantages of this time-proved service are 
available to you, without charge. 


Whether your product is large and heavy, or 
small and lightweight, General wire-bound 
or all-bound boxes may be the means of 
reducing your packing, handling and ship 
ping costs. Mail the coupon for complete 
information. 





(| ) Send complete information about the General Box 
Laboratory service. 


(| ) Have a General Box engineer call 
Name 


Address. 


City 
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Spain’s quicksilver output in De- 
e Nyy a ? cember was 12,000 flasks, a record 
we rate of production. Normally Spain 
4 yi 4 produces 40,000 flasks per year. 
s 
Antimony 


Antimony is used chiefly for 
hardening the lead plates of stor- 

| age batteries and in Babbitt metal 
used in bearings, though a mixture 
- cadmium and silver has in many 


stances replaced Babbitt. At any 


ate the United States produced less 
ew 2% of the world’s antimony 
« in 1938, Bolivia producing 29%, 


China 26%, and Mexico 25% 


. inese anti 1y has become less 

There are two reasons why INSUROK is the pre- Chine pag ears Poti eee 
! . ‘ a 1 Tactor 1n ¢ 1ericé S 

ferred precision plastic. First, its outstanding since Japanese war operations hin- 

qualities and amazing versatility; second, it is lered production and shipments. 

produced by Richardson, whose facilities and re- Though an_ increasing es of 

. ‘ rehned antimony 1S producet in 

sources are devoted exclusively to the plastics this country we still depend largely 

arts. Thus users of plastics enjoy a two-fold prof- on outside sources such as Bolivia 

itable advantage that reflects itself in improved ind Mexico for our sia Mexican 

. supplies are not always certain, 

product and lowered manufacturing costs. Con- 1 p! ee h be - ae Bie mi 

while much expense « *( ‘ ; 

sult Richardson about any problem involving the frequently involve their exports, as 

use of any plastic. No obligation, of course. the United States has learned. Bo- 


livian sympathies often seem to 


Th RICHARDSON COMPANY lean towards the totalitarian states 
Jhe and the United States cannot de- 


MELROSE PARK, (CHICAGO) ILL FOUNDED 1858 LOCKLAND: ‘CINCINNATI OHIO pre nd too naively on that supply. 
NEW BRUNSWICK, N. J INDIANAPOLIS. IND . . 
DETROIT OFFICE: 4-252 G. M. BUILDING, PHONE MADISON 9386 However, there has apparently 
NEW YORK OFFICE: 75 WEST STREET, PHONE WHITEHALL 4-4487 - 





been no alarm in this country con- 
erning future supplies. Thus the 
price of American-refined antimony 
is now 14 cents per pound as 
igainst 12 cents at the start of the 
war. The rise took place during 
war’s first month and the price has 


been steady since. 








Refined antimony from Mexican 
ores is now produced extensively at 
Laredo, Texas, while recently that 
os met tal company, the American 

Smelting & Refining Company, has 
been producing it at Perth Amboy, 

| N. J. A fair tonnage is produced in 
California 





© The particular rope in question was 
Plymouth Manila and under the conditions 
of use, two years’ service could reason- 
ably be expected, based on the experience 
of our customer's replacement. But the 
rope parted after eight months’ use! And 
it parted not just once but three times— 
with practically no strain on it. Why? ‘ ‘ 
Pradhictinn from American ores 
has been disappointing. Thus in 
1915, when high prices stimulated 
home demand, total production was 
only 4,900 tons or about 35% of 
| domestic requirements in that year. 
| Hence it seems logical for our gov- 
ernment to accumulate supplies. 


Well, the customer sent us some sec- 
tions. Examined in the Laboratory, the 
inside yarns showed small red spots and 
ether evidences of mold growth. In this 
particular case severe loss of fiber strength 
had been caused by rotting organisms. 
“This rope,” our Laboratory said, “was 
stored wet during the summer in a place 
where air circulation was poor.” 


And the customer ssid that was true! [It is estimated that private sup- 
_ . ° - 4 _. 
n1eS 1n this country have increased 
So, if you want to save hard cash by having your rope last longer—give it 2 : “nor 
chance to breathe. Don’t store it when it is wet, and when you do store it, coil it pe rhi ips as much as 20% over a 
loosely where there is a free circulation of air. vear ago and the situation generally 


PLYMOUTH CORDAGE COMPANY seems well under control, 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, Cleveland, Chicago, 
New Orleans and San Francisco 7 <= 4 





Lyman Lamb has been appointed Pur- 
hasing Agent for Oswego County, 
N. Y., succeeding Loren J. Parsons, who 

| has retired from active service after 
nineteen years in the office. 
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For Quality with Economy 
when you buy casters—buy BASSICK 


Long-lasting, quality casters in the correct size 
and type for each specific need—made by the 
world's largest manufacturer of casters and 


floor protection equipment. 


THE BASSICK COMPANY 


Bridgeport Connecticut 


Canad F 
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SILVER BUYING DEFENDED 


Continuation of government purchases 
of both foreign and domestic silver was 
urged by A. G. Mackenzie, secretary of 
the Utah chapter of the American Min- 
addressing the Purchasing 
\gents’ Association of Utah, March 21st. 

“Purchase of silver on the 
open market as at present,” he asserted, 


ing coneress, 
fore ign 


“is analogous to importation of any other 
foreign commodity. 

“It is particularly helpful because it 
provides foreign countries with exchange 
with which to purchase United States 
products.” 

He pointed out that with the present 
price of silver or 


United States pays 34.75 cents per ounce 


for foreign silver, giving silver certifi 


cates in exchange 


“Tf the foreign countries ever want 


to redeem these silver ce rtificates,” Mr. | 


Mackenzie pointed out, “they would get 
approximately one-fourth the 


amount of silver originally delivered to 


back 
us, since we coin silver at the ratio of 
$1.29 per ounce.” 

No expenditure 


either of tax or 
treasury revenues is involved in purchase 
of either foreign or domestic sil\y er. Mr. 
Mackenzie said, since certificates are is- 
sued to cover the amount purchased, 
The Senate banking committee has re- 
ported favorably a bill to abolish the 
government program of purchasing for- 
despite support of 
purchases urged by 
Henry Morgenthau. 
Mr. Mackenzie said the domestic sil- 
ver purchasing 


eign. silver, 


] . 
SLIVeT 


foreign 
Secretary of 
the Treasury 


under which 
home producers are given 71.1 cents per 
ounce for 


program 


silver, is of 
enormous value in providing employment 
and stimulating industry. 


newly-mined 


He cited some of the handicaps which 
I 


have been imposed on the mining. in- 
dustry. wages and 
lue to restrictions imposed by the fed- 
eral wage and hour law, the composite 
Utah metal 
muckers was $265 less in 
1929, he 


Despite higher daily 


average annual income of 
miners and 
1939 than in This has 
resulted men on a 
five-day week instead of a six-day week. 

Despite the reduction in 
hours worked by 


said. 
from placing the 
number of 
miners and muckers, 
the number of such workers decreased 
during the 10-vea 


out 


}¢ riod, he pointed 
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J. K. Thompson, \ ic 


Cuarge Ol 


President in 
accounting and finance of the 
headquarters at 
Cleveland, has been placed in charge of 
addition to his previous 
Thompson has been with 
1907 He 
troller in 1931 and Vice 
1936. 


Erie Railroad, with 
purchases, in 
duties. Mr. 
the Erie sine became comp-| 
President in| 


R. D. McLean has been appointed Pur- 
chasing Agent of Macdonalds 
dated, Ltd., Vancouver, B. C., 
ing W. W. McKinnon, 
transferred to the 
the company. 


Consoli-| 
succeed- 
who has_ been 
sales department of 


the open market, the 








Typewritten Errors 


DISAPPEAR 
LIKE MAGIC 


EZERASE 


= 


BOND AND ONION SKIN 


THE NEW MIRACLE RAG 
CONTENT BUSINESS PAPERS 


1......... SAVES MONEY! 


Every sheet wasted 


because of errors it 
typing makes your 
stationery cost gi 
up. EZERASI 
BOND helps you avoid this un 


necessary expense! 


g. 2.02... SAVES TIME! 


An ordinary lead 
pencil eraser makes 
errors disappear like 
magic on EZERASI 
BOND, without un 
sightly abrasion marks, in less thai 
one-eighth the time! 


3. . INCREASES EFFICIENCY! 


EZERASE PAPERS 
make typists 
efficient — by reduc 
ing tension in rush 
periods — becauss 
corrected errors 
abrasion marks! 








more 





leave no telltale 


—==—"\\__ GENEROUS SIZE 
a \\ 7. “PROVE IT” KIT 
\ } SENT FREE TO PUR 
CHASING AGENTS! 

Let your Typist 

EZERASE BOND — 

watch the = spark 

her eyes when she 


Gentlemen: Kindly send 
your “Prove It’’ Kit 


MILLERS FALLS PAPER COMPANY 


Millers Falls, Massachusetts 


When writing advertisers please mention Purchasing 
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BACK- BREAKING 
that doesnt 
produce 





ABOVE — Chair too 
low; knees cramped, 
arms strained. AT 
RIGHT — Chair too 
high; worker stoops, 
arms drag, feet tack 
support. 


IMPROPER SEATING 
COSTS MONEY! 


You can’t realize how much until you install 
ROYAL seating. Only then will you see the 
real difference in increased profits. There 
are Royal chairs for every worker—for every 
type of operation. 


Opal 


ROYAL METAL MFG. CO. 


188 N. Michigan Ave., Dept. A, Chicago 
New York Los Angeles Toronto 
*% Write for free 


reference book 


FREE TRIAL to any 
progressive company. 


Properly 

supported 

comfortable 
Active! 


eatalog and 


today. 





seated 


WORK 


Fast production sched- 
ules are impossible with 
improper seating. After 
several hours, 
become fatigued, ineffi- 


cient, costly. Tired work- 


workers 


ers are definitely more 
expensive than good 


chairs! 





back properly 
feet on floor 
Saddle Seat. Alert — 
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SEYMOUR Bright Nickel produces a silvery white, 
ultra brilliant deposit on unpolished steel, over un- 
buffed copper deposits on die castings, and on 
bright dipped brass having a matte surface. For 
decorative purposes, this brilliance is attained with 
less thickness, and consequently in less time. than 
with ordinary bright nickels. Excellent throwing 
power. 


The deposit is ductile, non-passive, highly corro- 
sion-resistant. Any standard 99%-+ nickel anode 
may be used, but Seymour special-grain “Seycast”’ 
Nickel Anodes are recommended. Full technical 
details on Seymour Bright Nickel sent on request: 
also information on our standard line of Nickel 
Anodes in types for every job. 






OWE 
ULTRA 
BRILLIANCE 


THE SEYMOUR MFG. CO., 55 FRANKLIN ST., SEYMOUR, CONN. 


SEYMOUR BRIGHT NICKEL 


When writing advertisers please mention Purcha 


PURCHASING 


INVENTORY RISE IS CHECKED 
The 


manutac 


accumulation of inventories in 


turers’ hands, which got undet 


way last September, was brought to a 
halt last month, according to the pre 
mary indices compiled by the Na 
ynal Industrial Conference Board 
The value of inventories during Fel 
ruary declined 1% from January. 


The ( Board’s index ot 
manufacturers’ inventories for February 


was 130% ot 


onterence 


the 1936 average as against 


131 in the preceding month, and 110 in 
\ugust 
Since Purchasing Agents are current- 
irsuing a policy of maintaining 
rather than reducing inventories, manu 


facturers’ stocks are likely to remain at 


a stable level over the near future. 


I} y] 


1ulation of inventories since 


last September lasted five months be 
eing reversed This contrasts 

the 1936-37 inventory “boom” in 
whicl inventories were accumulated 
1 peri ( eleven months. The 
erence Board index reached a peak 


145 in October, against 131 


1937, as 
ing January of this year. 
he 1936-37 inventory rise, there 


} 


> ] 
ri¢ 


upward 


terruption in t 
months during whicl 
Board’s index ros 
months from Se] 
last 
18%, and in Februa: 


high of 1937 


( { onrerence 


January the 


it ¢ € 
| erence in the movements 
ex in the twe t S 
a explaines ditte ences 
ends « production In the « 
t ( last vear, icto pera 
schedules were more rapidly adjusted 
airy se in demand and out 
as Tals¢ 1 t a higher level than In ( 
136-1937 business recovery. This 
ites that the effect of the heavy bu 
Wave Was more quickly reflected 
ent ositions than in the earli 
he value f new orders, act yrdir 4 
to t Conference Board’s seasonal 
id sted index was 10% less thar Jar 
ary ut showed a gain of 10% over 
‘ al 1939 
e marked rease in the rate « 
lecling February caused the index 
to tall to about the level of August, 


1939, while the volume of manufactur 


ing production was 4% above the total 
that month. Following the outbreak 
f war, the adjusted new orders index 


164 but 
fallen to 


rose sharply to 
the end of the year had 
The January index at 108 showed 


110. 
little change while the February index 
at 97 was only 1 point higher than that 
for August, 1939, 

continued 


Manufacturers’ shipments 


to decline in February, but were better 
maintained than the volume of produc- 
tion. The Conference Board’s index 
value of shipments was only 4% 


ot the 


lower than in January, while the Fed- 
eral Reserve Board’s index of produc- 
tion of manufactured goods dropped 
8%. Compared with February, 1939, the 


index held the substantial 


20%. 


shipments 


le ad of 
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NEW COPPER PERFECTED 
AFTER TEN YEARS 
EXPERIMENTATION 


Announcement of the perfection of a 
new type of copper aiter a_ ten-year 
research and development program 
costing well into seven figures was made 
last month by Mr. Wylie Brown, Presi 
dent of the Phelps Dodge Copper Prod- 
ucts Corporation. 

The new copper is known as “PDCP,” 
created by research to meet the need 
of the electrical industry for a copper 
of superior characteristics. Greater 
conducting power, ductility, fatigue re- 
sistance and surface quality are the 
outstanding characteristics of this mod- 
ernized metal, designed for dependable 
performance under the present day de- 
mand for high speeds and less space. 

Made under a closely guarded pat- 
ented process, the new copper in addi- 
tion to its superior characteristics, is 
free of the imperfections of ordinary 
copper, which according to engineers, 
have been responsible for a large per- 
centage of electrical failures. 

The improved metal is made without 
melting from electrolytic cathode cop- 
per, which is plastically converted by 
tremendous pressure in a reducing at- 
mosphere at elevated temperature into 
smooth, dense copper bar, rod, strip 
or other desired commercial shapes. 

Sasically of the oxygen free type, it 
is the only solid copper in the world 
which is not melted subsequent to the 
electrolytic purification process. Hence, 
the intrinsic purity of — electrolytic 
cathode copper is not only retained, 
but is greatly enhanced at the high 
temperature of the reducing gas used in 
the process. 

One of the principal difficulties of 
engineers and maintenance men con- 
cerned with copper windings in motors 
and transformers, is the existence of 
surface imperfections in the copper, 
which by vibration and magnetic stress 
eventually penetrate the insulation and 
cause failure by short circuits. These 
imperfections may originate in defects 
arising in the casting process and are 
normally present in the best commercial 
copper wire bars. In addition, slivers 
and oxides are developed during the 
process of hot-rolling the cast copper 
bars into rods, and are more or less 
inherent in the hot-rolling process. The 
new method eliminates not only the 
casting process, but also hot-rolling. It 
has, in consequence, made possible the 
production of a sliverless and dustless 
copper surface heretofore attainable 
only in the laboratory. 

Among many other successful appli 
cations, it has given outstanding per- 
formance in high-frequency and high 
voltage transformer windings. It is 
especially adapted to the high tension 
and submarine cables, refrigeration and 
air-conditioning installations. It is par- 
ticularly applicable for service where 
severe vibration is a problem, such as, 
aeroplane and electric locomotive wir- 
ing, and railway signal bond cable, 
where a single broken wire can cause 
the loss of many lives that unknow- 
ingly depend for safety upon the con- 


When 


writing F. S. 


tinuous performance of a single thread 
of copper. 

Ductility far greater than ordinary 
copper permits sharper bends, easier 


forming and drawing. The metal is 
said to approach the malleability of 
gold. This property, combined with 


greater conducting power for electricity, 
has made the improved copper popular 
for use in a multitude of complicated 
electrical parts and devices. 

\ new manufacturing unit was con- 
structed at the Bayway mills of the 
Phelps Dodge Copper Products Corpo- 
ration for the exclusive production of 
this PDCP copper in various commer- 
cial shapes and sections. 

. ¢ #¢ 


AIR EXPRESS SHIPMENTS UP 
33.5% IN JANUARY 


\ir express shipments in the nation- 
wide service of Railway Express 
\gency totaled 76,682 in January, an 
increase of 33.5% over January, 1939. 

Gross revenue for January was up 


37% over the corresponding month a 


year ago, the report said. 


I 


 ¥ #¥ 


LIGHT WHEELS 


\n interesting technical development 
is the use of aluminum for wheels. It 
is, of course, to be expected that wheels 
of this material would be employed in 
the airplane industry where lightness is 
such an essential factor. The success of 
the aluminum cast wheel is well-known 
in that indsutry. 

However, it is not so generally known 
by the public and even by some engi- 
neers that the use of cast aluminum 
wheels for buses is rapidly growing. 

One of the reasons for the interest 
of engineers in aluminum wheels is the 
fact that they are anxious to reduce 
unsprung weight as much as_ possible. 
Wheels represent 100% unsprung 
weight. When a wheel is thrown up- 
ward by an irregularity of the road 
surface, the shock to the vehicle, its 
passengers and its cargo, is directly 
proportionate to the weight of the 
wheel. By reducing this unsprung 
weight through the use of aluminum the 
riding qualities are proportionately im- 
proved, saving wear and tear on the 
cargo and promoting the comfort of 
passengers. 

Engineers point out that there are a 
number of conventional wheels of alu- 
minum in production at this time and 
that the tendency is increasing. It is 
possible, for instance, to make satis- 
factory disc wheels and also to use 
aluminum brake drums with iron liners 
shrunk and bolted in place. This type 
of construction gives very satisfactory 
results from a brake standpoint and re- 
sults in approximately 30% saving in 
weight. Generally speaking, the use of 
aluminum wheels on commercial ve- 
hicles will result in 40% or more saving 
in unsprung weight as compared with 
steel. This, of course, results in a 
relative decrease in road shock and con- 
tributes to low vehicle maintenance, 
economy and flexibility of operation. 








How we put 


QUALITY 


in Carbon Papers 


and Typewriter 
Ribbons... 


1. We use only the finest of raw mate 
reaching out to every quarter of the glo! 
paper, cloth, oils, waxes, chemicals, etc. 





Webster manufacturing are constantly 
in our Factory — the World’s largest. 





3. The result: MultiKopy Carbon Papers, S$ 
Brand Typewriter Ribbons — high quali 
products made in a variety of weights, finish 
and inkings to meet every office requirem« 
FREE SERVICE — Without obligation, y 
nearby Webster representative will be glad 
survey your office and help you choose 
right materials for the work to be done. W 
to us — and we will have him call. 


7 Amherst Street Cambridge, Mass. 


WEBSTER'S 


CARBON PAPERS and 
TYPEWRITER RIBBONS 


Webster Co., please mention Purchasing 











QUALITY 


_ FOR: SERVICE 


ECONOMY 





Sold by Dealers Everywhere 


THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope 


for Over a Century 


Established 1804 


MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. Louis 


New Orleans 


Houston Los Angeles San Francisco 








SAVE MONEY 


ON HAND TRUCKS 


The original cost of a hand truck 
is no guide to its actual cost. It is 
the first cost, plus upkeep and 
the length of service it gives, that 
determines the real cost. Figured 
on that basis, Fairbanks Hand 
Trucks are far the cheapest. 

Fairbanks Hand Trucks have 
steel straps on the front and back 
of the well seasoned wooden frame, 
which prevents wear and provides 
greater strength. Crossbars are set 
flush on top of the wooden frame 

no mortises to weaken the frame. 

Handles cannot work loose as 
they are part of the frame. Nose 
iron can be removed 
by removing only six 
bolts. Every part sub- 
ject to excessive wear 
can be replaced inex- 
pensively and _ easily. 
Write for Catalog 51. 


THE FAIRBANKS 
COMPANY 


23 East 4th St. 
New York, N. Y. 
Boston, Pittsburgh— 
Distributors in prin- 
cipal cities. 





HAND TRUCKS 








THIN PAPERS 
Reduce 


TYPING, MAILING 
and FILING COSTS 


Specify one of 


FSLEE GS 


THIN PA P Ele 


Ideal for Air Mail, Branch 
Office and Foreign 


foley o4-3-Jefep ats (-daler-e 


ESLEECK MANUFACTURING COMPANY 


TURNERS FALLS, MASSACHUSETTS 


When writing advertisers please mention Purcha 
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SWEDEN WILL START 
ARMAMENT BUYING 


reported in these columns 


Previously 


was the recent American visit of Swe 


len’s Prince Bertil, presumably to lay 
he undation for an arms purchasing 
ssion in this country on the model] 
the Anglo-French organization. The re- 
sults ot that visit and the recommenda- 
ns resulting from it, are apparent in 
recent news despatches from Stockholm, 
state that Sweden, its rearma- 
ent program moving quickly on the 
eels ot the Finnisl peace, has created 
il munitions department in_ the 
istry of Finance Kegon Gummason, 
A is closely connected with the Bofors 
Arms Company prominent Swedish 
" ent conce has been named ad- 
strator of the new department 
Swedish newspapers are referring to 
( ison as “Minister of Armaments,” 
licating that the creation of this new 
lepartment in the Government is ex 


Politically, the new admin 


nsidered more as a tee nical 


an as a political figure 


inderstood that the munitions 
as been established pri 
al for the purpose of making put 


broad. and secondarily for the 


1tio1 f Swedish industs 
irms production Sweden 1s well 
ppe | Oo! the 1 anufacture Ot artil 
anti-tank and anti-aircraft weapons, 
as immediate need for airplanes 
other ammunition supplies 


se circumstances, (summa 


s first responsibility is deemed to be 
is 8, the ( nited State ‘ mm the 
asis Prince Bertil’s reports 
Bertil’s report informed his Govern 
it now Ss an opportune time to! 
rails ke SW ¢ len to 1 ake ma] 
arms pul asses here, and that huis oul 
enyo a favorable pos tion, 
evel precedence ove! England and 
France, in view of the public debate in 
this country concerning the policy of 
ng war materials to belligerents 
He s said to have recommended that a 
as o1 ission on the Anglo- 
¢ le be sent here quickl 
as to be on the spot for making pur 
ases as the opportunities arise 
Sweden's lack of shell and aircraft 
production is attributed to lack of cer- 
talr ierals heretofore obtained from 
England and Ge iny, but n longe 
iValla these sour S 
Yq q q 
J. A. Raterman, Purchasing Agent 
for the Monarch Machine Tool Co., Sid- 
ne Ohio, has been elected a vice presi- 
lent of that company, with supervision 


er purchasing and plant engineering 
P. A. Abe, formerly works manager, has 
been named vice president in charge of 
engineering and production 

Arthur W. Goodearl, Purchasing 
\gent of E. A. Pierce & Co., San Fran- 
cisco, addressed a recent meeting of the 
( ‘ark on & Ribbon Dealers Association of 
North rn California, on the topic, “How 
Can the Salesman Help the Purchasing 
\gent, and in So Doing Help Himself?” 
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COLUMBIAN 


Malleable Iron 
MACHINISTS’ VISES 


a 





“ REPLACEABLE TOOL STEEL 
ee JAW FACES 





-——e 
STeei Bair 
ENDS 


@ Castings are malleable iron: 

jaw faces of tool steel, accur- 
ately machined and heat tested, 
dowelled into jaw and replace- 





of best grade screw stock, care- 
fully threaded;—cold rolled 
steel handle:—swivel base 
models have positive locking 
device that holds in any posi- 
tion;—bases of all models are 
perfectly flat. Guaranteed Un- 
breakable. 
Send for Catalog. 
Complete line of all types 


of Vises and Clamps 


THE COLUMBIAN VISE & MFG. CO. | | 
9019 Bessemer Avenue, Cleveland, Ohio 
THE WORLD'S LARGEST MAKERS OF VISES 


| 
| 
| 
able when worn:—screws made | 
| 
| 
| 
| 

















A finer grinding wheel 


preferred by leading 
firms. Specify any type, 
grain, bond, 


Size, or 


grade. 


Simonds Worden White Co. 
DAYTON, OHIO 


: Factories at Buffalo, Beloit, Cleveland, Dayton 








U. S. MANUFACTURING IS 
HIGHLY CONCENTRATED 


Concentration of 


manufacturing es- 
tablishments in about 10 per cent of all 
the counties in the United States is 
shown in reports, analyzing eco- 
nomic various manufacturing 
localities throughout the eight-year pe- 
riod, 1929-1937, just made public by the 
Commerce Department. 

The reports 
of manufacturing 
and the 
employed 


final 
trends in 


the number 
establishments in 
number of 
during the 
Previous studies 


two cover 
Op- 
eration 


Wage carn- 


ers period a 
viewed. 
ment 


dicated by 


by the depart- 


have covered economic trends in- 
value of 


mate- 


wage compa4risons, 


manutacturers, and value of 


rials. 
\ summary 


Taw 


the 
department as 


of 
the 


two final reports 


was given by fol- 
lows: 

1. That 75 per cent of all the manu- 
facturing establishments in the country 


in 1937, totaling 125,064 plants, was con- 


centrated in 331 of the nation’s 3,070 
counties. Of this group of 331 coun- 
ties, seven had 41,469 establishments, or 


about 25 per cent of the national total. 
These seven counties, in the order of 
their national ranking, were New York, 
N. Y.: Cook, Iii (Chicago); Los 
Angeles, Calif.; Philadelphia, Pa.; 
Kings, N. Y. (Brooklyn); Wayne, 
Mich. (Detroit): and Suffolk, Mass. 
(Boston). 

2. That 75% of the industrial wage 


earners employed by manufacturing es- 


tablishments in 1937 concentrated 


Was 
in 200 of the 3,070 counties. Of these 
200 counties, eleven accounted for the 


employment of 2,191,193 persons, or 


about 25 per cent of the total for the 
entire United States The eleven coun- 
ties, again in the order of their na- 


tional ranking, were Cook, IIl.; Wayne, 
Mich.; New York, N. Y.; Philadelphia, 


Pa.; Alleghany, Pa (Pittsburgh) ; 
Cuvahoga, Ohio (Cleveland); Kings, 
N. Y.; Los Angeles, Calif.; Milwaukee, 
Wis.; St. Louis City, Mo.; and Prov- 
idence, R. I. 

3. A second group of forty-three 
counties had another 25% of the na- 
tional total of manufacturing establish- 
ments in operation in 1937, and a third 
25% of the plants was located in 281 


The remainder were scattered 
there being 216 
country without 
operation in 


counties. 
through 
counties in 
facturing 
4. A 


counties 


2.613 counties 
the 
plants in 


manu- 

1937 
group of forty-two 
employment 
the total number of in- 
employed in 
1937. A third 
wage earners were em- 
ployed in additional 147 counties. 
The remainder were scattered through 
2,644 counties. 


second 
furnished for a 
second 25% of 
dustrial wage 
manufacturing 
256 the 


an 


earners 
plants in 
: : 

Se oO! 


the 


for 75% of 


Every county in group of 331 
accounting the total manu- 
facturing plants showed a decline in the 
number of establishments operating in 
1933 as compared with 1929, losses run- 
ning from one to more than 50%. On 
the other hand, 314 of the 331 counties 


registered marked increases in_ plants 


When writing advertisers please mention Purchasing 








ASE INDUSTRIAL LOCKERS 
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PROVIDE EXTRA YEARS 


OF SERVICE 


A-S-E Lockers 
proved their extra dur 
bility and economy 
hundreds of industri: 
buildings throughou 
the country. The 
lockers have the star 
ina that industrial us 
demands. They're rei: 
forced at points at 
sections where persis 
tent wear 


have 


or damagé 
might occur. Their es 
clusive features elimi 
nate the maintenance cost oft 

encountered with less sturdily 


constructed equipment. 


A TYPE FOR EVERY NEED 
There is a type and size of A-S 
Locker that meets exactly you 
individual plant needs. Befo: 
you buy any locker, be sure 
get all the facts on these strong 
er-built lockers. An A-S-E e: 
gineer may be able to prese 
many valuable time- and mo: 
ey-saving suggestions. Send fo 
catalog or have an A-S-E engi 
neer call. Thereis no obligation 


ALL-STEEL-EQUIP COMPANY, Inc: 


94 GRIFFITH AVE. 
AURORA, ILLINOIES 






MAIL THE COUPON FOR 
THIS FREE CATALOG 


ALL-STEEL-EQUIP COMPANY 
Incorporated 

94 Griffith Avenue, Aurora, III. 

Please send me a copy of the catalog ‘“A-S 

Lockers for Tomorrow’s Buildings 
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IT’S A FACT 











a eee 
: “‘ON JOB 35 YEARS AND STILL 
= : IN ACTION,” SAYS CHILTON 
rr PAINT COMPANY ABOUT THEIR 


MI 


E MAINTENANCE. 


YALE CHAIN HOIST 


Mr. Purchasing Agent: 

<9 This advertisement is addressed to you 
—because your job is to buy quality at 
the right price. We offer this as con- 
vincing evidence that you get both with 


» 








YALE. 


35 years on the job—and still going 
strong! That's something of a record— 
a testified record. 


Says Chilton, “Day in and day out for 
35 years this hoist has been lifting ton 
vats of paint. We've probably saved 
enough in that time to buy ten others 
like it.” 

Which certainly ought to be an incen- 
tive to look into Yale hoists. Particu- 
larly when they can bring you exactly 
the same sort of service. Contact your 
local Yale disiributor. He has the facts 
at his fingertips. 








THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
IN CANADA: ST. CATHARINES, ONT. 


ers ot Yale Hand Chain Hoists, Electric Hoists, Electrical 
cks, Hand Lift Trucks and Skid Platforms 


140.0/5 


to the 
reconditioning 
Further, 70 of the 314 
from 25 
counties increased the num 
and five 


33 and 1937 due 
new plants or the 


open- 


ones 

registered gains of 

plants 50 to 75%, 

ounties had increases of more than 75% 
plants. 


industrial employment 
i 3 noted that in 
1933 losses in the number of wage earn 


lepartment 


from 
13.8% 


ompared with 1929 ranged 
tl Providence, R. to 
Milwaukee, Wis., and si of the 
leading counties had a reduction 
than one-third in the number 


earners engaged in the manu 

Conversely, — all 
showed consi le rable 
ng their losses from 
12 counties 
© of the total of in 


rners, 19 counties sut 


employ- 


employment ranging 
1929 and 

1933 to 
| 


hird between 
period from 
ese counties showe 


me extent 





inties comprising 
strial wage 
56.4%, not 


plovment 








d ink reas 
in 1929, 
y 


TIN RE- EXPORTS ~ 


national policy 


rf t from 
1 to 949,183 pou 
at $395,088, according 
Depa tment of Cor 
) these re export 
han a third 
, ich amounted to 
1500 tons. The 
a tivity of the 
ring export 


decline 


state 


went to many countric 
South American 
More t l 

pped to Russia 
216.805 pe 


chase rs 

was shi 
irgest total 
Sweden. 


yunds 
d to Other ship 
as follows: Canada, 
pounds 44,702 pounds ; 
258 pounds; Brazil, 10,594 
y, 5,584 pounds; Estonia, 

mark, 2,572 pounds 


are ported 


Uruguay, 


ee SCHEDULES DOWN 


] 


le manufactures during March 
140,000 cars and 
ee to 


seasonal dec line of 


yproximately 


il sche lules are 


luction. Expansion of 
to revise pres 

but even if this 
is not expectec d that 
will exceed 400,000 
while the drafting of final 
1941 models is getting under 
I from the 





automotive 





tools have 


— 
machine 






BUYER CONDUCTS PACKING 
AND SHIPPING CLINIC 
Stanley W. MacKenzie, Division Pur- 

chasing Agent, Mechanical Goods Divi- 
sion, U. S. Rubber Co., Passaic, N. J., 
led the “Packing and Shipping Clinic” 
at the tenth annual Packaging Con- 
ference of the American Management 
Association, March 28th. Mr. Mac- 
Kenzie’s division ships products ranging 
from the size of a pencil eraser to hose 
which weighs ten tons per length, and 
all types of packing and shipping ma- 
terial have been utilized in solving this 
complex problem. In the course of his 
talk he displayed and discussed twenty- 
two types of shipments. 


PHOTO CREDIT 


The photographic illustrations used in 
connection with the article on wool 
marketing in the February issue of 
PURCHASING (page 49) were fur- 
nished by the National Association cf 
Wool Manufacturers, 386 Fourth Ave., 
New York, N. Y. A statement to that 
effect was inadvertently omitted from 
the article itself, and we take this op- 
portunity to make the acknowledgement. 

+ -¢ 


Harold K. LaRowe, Assistant Pur- 
chasing Agent of the Dairymen’s League 
Cooperative Association, and president 
of the New York Purchasing Agents As- 
sociation, addressed a meeting of the 
buyers in the New York City Department 
of Purchase, March 6th, on “Selecting 
Sources of Supply.” 





Robert C. Kelley, Purchasing \gent 
of the Converse Rubber Cé. Malden, 
Mass., and Chairman of the N.A.P.A. 
Textile Committee, spoke on “Problems 
in Buying Industrial Textiles” at a meet- 
ing of the Textile Club in New York 
City, March 12th. 


Salesmen Need Help 
(Continued from page 59) 


keeping them alert. If alert for us, 
they will be equally awake for other 
customers, and that will make money 
for them. 

The sense of personal importance of 
a salesman, and therefore his forward 
look and his attention to details, is built 
by holding him responsible and by let- 
ting him function. 

When something goes wrong, we like 
to call up a salesman’s house and ask 
for him personally. 

And when we get him, we like to 
| let him... or to help him... do 
) 
f 





the things which will make him look 
well to his own boss. 


- A Practical Example 


In a recent case, a shipment of goods 
had not been properly assembled when 
1 we got it. The mistake was a small one 
which should never have passed the 
supplier’s inspectors, but nevertheless the 
dear old human equation had let it 
through. 






















































































“CAR UNLOADING TIME RE- 
DUCED OVER 85% BY ONE 
YALE ELECTRIC TRUCK,” 


Says Huge Glass Company* 


Mr. Purchasing Agent: 


This advertisement is addressed to you 
—because your job is to buy quality at 
the right price. We offer this as con- 
vincing evidence that you get both with — 
YALE. * 


85% saved in car unloading time—and 
only one truck does it! Sounds incred- 
ible—but here’s the testified fact. 


Says the company involved, “Formerly 
this particular job took 32 hours to com- 
plete. Now, our Yale Electric Truck cuts 
the time to two and a half hours—saves 
us $18 on every carload handled!” 


Supposing you could cut your handling 

costs that way too—wouldn’t it be some- 

thing worth investigating? Well, you 

can! Call our nearest representative. 
He'll tell you how. 


*Name on request 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electrical 
Industrial Trucks, Hand Lift Trucks and Skid Platforms. 





‘STAPLING MACHINE 
ARE NOTED FOR 





PURCHASE PRICE IS 
YOUR ONLY COST! 


Ace sturdy construction insures con- 
tinuous, perfect performance. Users of 
more than a million Ace machines 
know they never need repairs nor re- 
placements. First for quality perform- 
ance .. . first for economical opera- 


tion, your purchase price is the only 


cost of an Ace. 


ORDER FROM YOUR STATIONER 











ACE FASTENER CORPORATION 
3415 N. Ashland Ave. CHICAGO 


e *East of Rockies — 
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The house in question might have 


taken the goods back for credit or re- 
placement. But the salesman asked out 
permission to take his own coat off 
and correctly goods 
right in our own plant. And we said 
“ves.” It gave him a chance to sl 
us how well he knew his stuff, and 
even better, to tell his boss: “The cus 
tomer is satisfied . . . I satisfied them.” 
And we got the goods in the shape 
needed them, at top speed. 


assemble those 


Handling Tests 


Salesmen like to offer materials 
test. Our laboratories like to test them 
But we keep quickly available records 
of tests. If something has been tried 
we can shut off the waste of time at 
effort a salesman would make in follow 
ing up a second trial And in saving 
his time, we are giving immediate 
and positive cooperation and help. 

We so arrange the cooperation betwee1 
our technical men and the salesmen, that 
the salesmen are not burdened witl 
knowledge of processes we wish to | 
tect. Salesmen in general can be truste 


1 


to protect confidence. But the natural 
instinct of a salesman is to do or say 
anything that will get him an ord 

from us or from our competitors. W« 
do not know whether or not Fr 
would find that holding back int 

tion gives salesmen 


kind, but we withhold that 


“complexes” 


Finding the Answers 


\t the same time, when we hav: 
lems which are not too secret, 
the visiting salesmen cooperate bv brows 
ing around for solutions The 
plenty of answers for us, and the 
from us plenty of answers to questions 
their other prospects have asked 
This is an extensive multi-way 
dustry cooperation, with its most valu 
able result the confirming to the sales 
men of their knowledge of th 
general usefulness. 

Our files are helpful to salesmet 
pecially our specialized commodit 
This is kept subject by subject and fie 
by field, and covers many years 
it we can show a salesman the 


of an idea, and let him start from tl 
same point that we did when he brings 
us up to date on the matter. Or 
can cite chapter and verse in clearing uy 
any number of points that may be at 
sue. This is but one more tool in mak 
ing the development of relations a 


operative function in which the sal 
takes a full and responsible part 


Real Sales Help 


The salesman who knows us, knows 
that if he convinces our purchasing d: 
partment then our buyers will help w 
the selling job which may have to b 
done to other executives in our company 
\nd that is a real sales help. 

\s an example, there was a material 
on which a new source of supply might 
save about $150.00 per year. The fore 
man who must use this material did not 
want to take the responsibility for mak 


















































PURCHASING 
+ ~ 
M:. P. A.- 


The Mexican jumping 
bean is a cheap spring 
but its activity obeys no 
impulse useful in mechan- 
ics. Three - dimensional - 
springs may “obey that 
impulse” but none _ too 
well and not for long. 
Four-dimensional-springs 
are a maximum contribu- 
long life and 
trouble-free performance. 


Send Scientech 
spring specification form. 


tion to 


for our 


LEE SPRING CO.., 
30 MAIN STREET 
BROOKLYN, NEW YORK 


Inc. 


_ SF BY, 
Coma 
op iNG 


UALITY 
ABRASIVES 


TRADE 


AANA 44 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


(AFRICAN) 
TURKISH EMERY 


Refiners and Makers 
re) 


ABRASIVE GRAINS 
AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS. 
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sit i au Hime 


SION RESISTING 





> Me: 7.959 2 > 5 


7 BRASS, BRONZE, EVERDUR. 
peer MONEL and STAINLESS 


(2 canes BOLTS, nuts, screws, wash- 
a ers and other fastenings. Lit- 
Ss Pi tle screws, big bolts, studs. 
k= Ja =—saand every type of fastening 


used by manufacturers of 
heavy equipment, chemical 
processers, boat builders, 
i=» utilities and other industries. 


3600 ITEMS IN STOCK 


um py fe * 
by 6 \C/ 


+ on 


S he . ready for immediate 
ry) ~—s shipment. Almost every alloy 
sae aL except iron and steel. 

Se oN SPECIALS 

rt Gf MADE PROMPTLY 


. .- and economically. Plenty 


{— of raw material and modem 
he : * equipment. 
=~ SEND FOR CATALOG 


. . . containing 72 pages and 
showing scores of illustra- 
tions in natural colors, data 
a sheets and tables. Ask your 

i; logical source of supply, THE 
5 H M. HARPER COMPANY 

2606 Fletcher St.. Chicago. 









INDUSTRIAL 
ADHESIVES 


For 
MANUFACTURING 


PACKAGING OR 
SEALING. 


HAVE YOU ANY 
ADHESIVE PROBLEM 


2 


Consult 


THE COMMERCIAL PASTE CO. 


Adhesive Specialists 
COLUMBUS, OHIO 

















ing the change, as a lot more than $150.00 
could be lost if anything went wrong. 


Conference Arranged 


The purchasing department arranged 
a conference between itself, the foreman, 
and a top manufacturing executive. This 
fixed matters so that the foreman could 
try the new material without “sticking 
his neck out.” It was then made clear 
to the salesman of the material that his 
reputation and that of his company with 
the very heads of the factory 
stake. 


was at 
On the salesman’s personal re- 
sponsibility the material was tried and 
the saving made. 

This was a small saving. But in many 
instances the foreman’s fears of a small 
matter uncover some major bad condi- 
tion in his department something 
that had not been noticed because his 
knowledge and skill prevented it from 
doing its potential damage. The small 
matter then shows the way to large 
savings. Small cooperations given to 
salesmen can count in larger affairs. 

There are personal characteristics of 
company executives, about which the 
Purchasing Agent knows more than any 
visiting salesman is ever likely to learn. 
Some executives willing to 
change, others too reluctant. Personal 
experiences and viewpoints may be lim- 
ited. The buyer who goes to bat for a 
possible saving, full knowl- 
He can be of great 
salesman enough to 


are too 


does SO in 
edge of these things. 
help to the 
help him. 
Centralized 
chances to 


wise 


purchasing 
help salesmen, 
salesmen help buyers. 


gives many 


and to let 


Interchange Information 


Flintkote 
branch plants 


purchasing must cover 
all over the country. It 
is as centralized as it can be, yet leaves 
considerable local buying and function- 
ing. 

The buying offices continually inter- 
change information about experiments, 
buying problems, and methods. And 
these reports help in cooperating with 
salesmen, 

One factory found a way to readjust 
machines and save up to 24% per year 
on a supply that all plants use. Imme- 
diately all plants started to see if a 
like saving could be made by them. The 
successes and failures secured by each 
will be made available to all. And not 
the least important of the interchanged 
information, will be what 
learned by cooperating with 
on the problem. 

A salesman 


been 
salesmen 


has 


may call on one plant 
with the solution of a problem that that 
plant does not have. But there in the 
inter-office report is the record of a 
plant having that problem. The man is 
told where his company should go and 
whom it should see. Without this help 
it might take weeks for his company 
to uncover that situation. And mean- 
while, both buyer and seller would be 
losing time in getting the benefit of the 
service. 

Probably the ultimate form of helping 
salesmen is to know their personal idio- 


You May 
Bowl! 300... 











But How’s 


Your Score On 


TYPING COSTS? 


F IND the right size and weight | 
get some coaching, and with pra 
you can become a good bowler. F 
the right weight and grade of carl 
paper and typewriter ribbons, 
your needs accurately prescribed 
and you can get better typing result 
lower cost. 


That is the simple enough solut 
which thousands of firms have 
covered by calling in a Columbia 
resentative. Columbia’s experience w 
every conceivable business typing n 
combined with Columbia’s resea! 
resources and experience in manuf 
turing, have enabled us to save th 
sands of dollars for users of ribl 
and carbons. 


Applied to your own particular 
quirements, Columbia quality and s¢ 
ice may well prove to be a revelati 
in satisfactory results. Be sure to ses 
the Columbia sales_representativ 
when he calls. Or write or phone th 
nearest Columbia office for 
gestions, without obligation. 


COLUMBIA 


RIBBON & CARBON 


MANUFACTURING CO., INC 
Main Office and Factory: 
GLEN COVE, L. |. @ NEW YORK 


Branches 


58-64 West 40th Street, New York ( 
204 Dwight Building, Kansas City, M 
327 South LaSalle Street, Chicago, | 
155 West Congress Street, Detroit, M 
227 East Michigan Street, Milwaukee, W 
200 Plymouth Building, Minneapolis, M 
107 Union Street, Nashville, Ten 
314 Pennsylvania Building, Philadelphia 
908 Standard Life Building, Pittsburg} 


—Also— 
London Milan S 
England Italy Au 
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CRANE’S 
PAPERS 


for 
| PERMANENT 
RECORDS 









4 


‘~ 


Ce y 
Ne 
—_ 


The better the paper, the longer 
the record lasts, the more han- 
dling it stands. Crane’s Papers 
made of rags only (cotton and 
linen fibres) are the most durable 
and lasting papers for permanent 
records. Time itself — and hard 
usage — prove this. Many Pur- 
chasing Agents have proved it, 
too, by adopting Crane’s for im- 
portant records and much- 
handled forms. 

We shall be glad to help you 
select the paper best suited to 
your forms and records, to insure 
their good condition many years 


hence. Your inquiry is invited. 


7 
Granes 
FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS 
SINCE 1801 














synerasies. It is as important for a 
buver to know his salesmen as for a 
salesman to know his buyers 


How to Know Salesmen 


Knowing salesmen means that the 
huyer can get them started onto the right 
tracks. A salesman is on the right track 
when he is functioning at his best 

Some salesmen have unfortunate tricks 
of opening interviews with boring trivi 
alities. The wise buver helps by getting 
them started to talk business withou 
jolting them out of their self confidencs 

There are men who need the dignit 


of being called “Mister,” while others 


are at ease in the informality of first 


names The cooperating buyer handles 


each man in the way that will lead 
that man to do and to give his best 
It is the best alone that the buyer wants 
from the salesman. 

The young salesman who is just 
ting his start needs guidance Hle is 
be, perhaps, the old experienc 
of tomorrow. The more the buvet 
teaches him today while he is_ stil 
plastic, the more useful and profitabl 
he will be in the years to come 


Conclusion 


No matter how big and scientific ma 
grow our facilities, business transa 
will be governed and handled by 
The buyer who helps salesmen, gets tl 


best from men. Therefore his compat 
profits 

\nd practical profit is the reasor 
Flintkote helps visiting salesmer Wi 
like to be human to our fellow men, just 
for the happiness of it. But the real 


results of helping salesmen, she 
sooner or later on the balance 


How Bausch & Lomb 
Company Buys 
(Continued from page 51) 


Mark all catalogs ‘For Purchasing 
Dept’. 
The regular use of this follow-up gi 
assurance that the most recent catalog 


information is available to the buyers at 


all times. 


Sample Orders 


\s in many purchasing department 
there is frequently an occasion to securt 


or accept samples of various products 


for investigation, test, and trial. Recog 
nizing the importance of this situation 
its potential advantages as well as the 
expense involved in making adequate 
tests, and the implied obligation, it 

the policy of the Purchasing Depart 


! 


ment to handle all such’ transactions 


as a regular purchase, issuing a put 
chase order for the material and pay 
ing for it. To carry out the purpos 


of this procedure, provision is also made 


for following through to the test and 


report. 


For this purpose an interdepartmental 


form known as the sample deliver 


ticket (Figure 8) has been devised It 


‘hen writing advertis¢ rs please mention Fur 





PURCHASING 


AiR TTAN 





ee 


=) 
. 
wo 
rr 
pow 





ALSO PURITAN 
FLAT CUPS AND DISPENSERS 


THE AMERICAN PAPER GOODS CO. 


CHICAGO, ILL NSINGTON CONN 





BIG NEWS abour 
marking WOT METAL! 


Paintcil identifies hot metals! One type resists 
pickling bath and all weather conditions—per- 
manently. The other is automatically removed in 
acid pickling process, but firm and legible in 
the plant. 





Both types easily applied—like writing with a 
pencil Paintcil doesn’t run or discolor. Used 
by world’s largest steel companies. 


PAINTCIL 





Paintcil covers practically every condi- 
tion of marking that exists in a steel 
plant. Write for full information and 
samples. No obligation, of course. 


HELMER-STALEY, INC. 
323 W. Huron St. Chicago, Ill. 
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141-149 Crand Ave. 88-90 East Richmond St. 








We have been manufacturing 
chemists since 1874, and have 
been making Underwood’s Ever- 
lasting Writing Inks ever since. 


Are your pen and ink records 
really permanent? If these ree- 
ords are valuable and you wish to 
retain them for years, you had best 
check on the kind of ink used by 
your establishment. Many inks are 
called permanent, but are they? 
There is considerable difference 
between that kind and UNDER- 
WOOD’s BLUE BLACK EVER- 
LASTING BANK INK.  Under- 
wood’s ink will last as long as the 
paper on which it is written, and 
the writing will be as legible as 
the day it was written. 

Costs $1.00 a quart. It writes a 
deep Cobalt Blue, turns to an in- 
tense permanent — black. Many 
awards of merit have been given 
us from expositions both in the 
United States and Abroad. 


MAIN OFFICE: 30 VESEY ST., N.Y.C. 
LABORATORIES AND FACTORIES 


Brooklyn, N. Y¥ Toronto, Canada 
SALES OFFICES 
1001 Chestnut St. 150 Congress St. 
Philadelphia, Pa. Boston, Mass. 





JOHN UNDERWOOD & CO 


MANUFACTURERS OF UNDERWOODS EVERLASTING BLUE BLACK 


. 


BANK INK. TYPEWRITER RIBBONS AND CARBON PAPERS 











COILED WIRE 
SPRINGS 


WIRE FORM 
SPECIALTIES 








Springfield, Ohio, U. S. A. | | 


| 
“Where Your Patronage 
Is Appreciated” | 








iT hen 


is a four-part torm When a sample 
, the sample deliy 
ery ticket is made out, directed to the 
individual who is going to make the 
test, and identifying the material by 


material is received 


name and by vendor. This ticket is de- 
livered, with the goods, to the depart- 
ment named in the heading, and is signed 
by the individual receiving the sam- 
ple. Copy 3 is returned to the Receiv- 
ing Department and Copy 4 to the Pur- 
chasing Department. The first two 
copies are retained by the interested de- 
partment until the tests have been com- 
pleted. 

Upon the conclusion of the test, report 
is made out, in duplicate on Copies 1 
and 2, setting forth the suitability and 
The dupli- 
cate report is retained in the departmen- 
tal files, the original being returned to 


disposition of the sample. 


the Purchasing Department, thus com- 
pleting the cycle. The Purchasing Agent 
and the buyers are thus advised of the 
outcome of the trial and the desirability 
of the material offered. The test may 
result in adding a new material or sup- 
plier to the company’s list, or it may de 
monstrate that the proposal is not adapt 
ed to the company’s needs or offers no 
particular advantage In either case, 
there is a definite assurance and record 
that the vendor’s suggestion has been 
given complete and fair consideration 
and that the company has not overlooked 
an opportunity. Whatever the outcome 
of the trial, the vendor is notified, and 
the ticket is filed as a matter of record 
and reference. 


While it has been noted that most 
elements of purchasing procedure are 
carried out by means of appropriate 
printed forms and established routines, 
thereby easing the burden of executive 
attention and clerical work on any regu- 
larly recurring situations, this does not 
apply to the follow up of deliveries. 

It happens that the great majority of 
orders, about 9000, are placed with out 
of-town suppliers, and consequently a 
good deal of importance is attached to 
the prompt return of the acknowledge- 
ment copy of the purchase order, whicli 
specifies the date when shipment will be 
made. Vendors have been educated to 
an appreciation of the fact that these 
delivery promises are seriously and lit- 
erally regarded as a vital element of 
the order. If no acknowledgement. is 
received within a week or so after the 
order has been placed, a printed post 
card follow-up is sent, requesting the 
shipping information To this extent 
it is handled as a routine matte. 

But for the purpose of insuring the 
delivery as promised, or in attempting 
to improve a promised delivery date, it 
has been deemed a more effective pro 
cedure for the buyer to write a special 
letter to the vendor, requesting the action 
desired. By taking such actions definite- 
lv out of the routine or “form letter” 
class, greater attention is secured and 
better action results 


Vendor Relationships 


Normally all sales contacts are made 
through the Purchasing Department, but 


| 


| 








p , LOOK AT 
©" COMPETITIVE 
BIDS 


FROM THE 
RECEIVING ROOM ANGLE 


In considering competitive bids, dé 
you include receiving room costs 
Many times they change the entire pi 
ture. Receiving, handling, unloading 
all increase the net cost. Take the un 
loading of carload freight, for instance: 
With many manufacturers’ shipments 
considerable unnecessary expense 
encountered in removing the old typs 
braces. 


AUME Y2ecz=Xoad PRUCESS 


KEEPS COSTS DOWN 


But with ladings braced with Acm« 
Unit-Load it’s another story. They show 
minimum unloading costs. One snip of 
each strap and the shipment can be re 
moved easily and quickly. Acme Unit 
Load bracing makes both loading and 
unloading easier, faster, more econom 
ical. When you insist that shipments 
to you must be braced with Acme | 
Load, you are virtually assured of mini 
mum receiving room costs. Both yor 
and the supplier will benefit. And ca: 
tons, boxes, bundles and skid loads 
that have been Acme Steelstrapped fo 
reinforcement and protection can als 
be handled and unpacked easily 


minimum time at low cost. 


GET FULL DETAILS 
About Acme Strap Purchase Plan 


By purchasing Steelstrap on the Acme 
Strap buying plan you can effect imp« 
tant economies. Mail the coupon fo! 
information. There’s no obligation. 


ACME STEEL CUMPANY 


2842 ARCHER AVENUE, CHICAGO iLL. 
Branches and Sales Offices in Principal Cities 





ACME STEEL COMPANY 
2842 Archer Ave., Chicago, III. 


O) Furnish complete information about the Acm« 
Strap Purchase Plan. 

0) Mail a copy of “Stopping Profit Leaks 
of the advantages of Acme Steelstrap 

Name 


Address 


City State 





writing advertisers please mention Purchasing 








106 


THINGS ARE 


PURCHASING! 


HERE is further proof that Conover-Mast 
is doing a bigger and better job of 
reaching the vital centralized purchasing 
both initiate and 
consummate industry’s orders! ... 


departments who can 









PURCHASING READERS 
= MAR ye 1989 = 

















ut is further proof that manufacturers 

of industrial equipment and supplies 
are recognizing the Purchasing Executive's 
importance — and with 
increased schedules in his only national 
magazine: 


cultivating him 


PURCHASING ADVERTISERS 


_ MARCH 1940 compared 


“vs MARCH 1939 - °°" 
= Advertising 






Volume 


uP 70% 


















*Dollar volume for first quarter up 86.9% 


Keep the Purchasing Executive on your side 
through a regular schedule in PurcHastnc! 
Full facts from Conover-Mast Corp.. 205 
E. 42nd St., New York City; Leader Bldg., 
Cleveland; 333 N. Michigan Ave., Chicago. 


PURCHASING 


READ BY THE MEN 
WHOSE JOB IS BUYING 





| 
| 
| 
' 


a liberal policy is observed 
access to other departments, or to 


There Is a regu 


permitting 
thi 
plant when necessary. 
lar form of visitor’s pass provided 
this purpose, an escort is provided, and 
a record is kept, filed according to com 
panies. 


The salesman calling upon this de 
partment fills out a slip stating his name, 
the name and location of his compan 
and the subject to be discussed 
the head of this card is a reminder 
“The Purchasing Agent receives mat 
callers and appreciates the conserva 
tion of his time.” That simple and 


courteous request 1s amply justified by a 
corresponding recognition of the buyer 
responsibility to conserve the salesman’s 
time. Interviews are handled as prompt 
ly and expeditiously as possible, and a 
high standard of performance 
attained in this respect. 

Every effort is made to impress tl 
caller with the fact that he has a 
cordial welcome at Bausch & Lomb, ar 
that the buyer-seller relationship is r 
garded primarily from the standpoint 
of a mutuality of interest. One 


has eel 


extra gestures of thoughtfulness in tl 
direction, which has since been adapt 
for use in a number of other purchas 


ing departments, was the preparation o 


a small booklet addressed particularly 
to the caller from out of town It ce 
tains a message of welcome; a resum« 


of important features regarding 
company, its requirements, and its re; 
ulations, designed to smooth the way 
for the salesman making his first 
proach ; and a concise directory to 
city of Rochester, useful in making 
entire stay in the city easier and mort 
pleasant. There is much 
this special consideration and service has 


evidence that 
been appreciated, 


Summary 


The Purchasing Department at Baus 
& Lomb Optical has taker 
its function seriously, not in the sens« 


Company 


of self-aggrandizement but in a consis 
tent and conscientious effort to atta 
a better understanding of the funct 


in its relation to other phases of man 
agement and operation and to do a bet 


ter job in the broader sense of the whok 
materials problem. The various cot 
trols which have been incorporated 


the purchasing procedure, as 
and integral factors in the routine, hav 
a very definite purpose and I 
oughly coordinated with production, 
nancial and 
They are so conceived that the depart 
ment knows exactly what it is doi 
at all times, and They 
high standards of performance that ar 
a constant incentive to efficient servic 
for though the procedure is thoroug! 

organized and standardized it raises that 
question of “Why?” at every point of de 
That approach to the procurt 


Important 
are thor 


accounting requirements 


why. set 


cision. 


ment problem and the resulting record 


of efficiency and quality standards ha 


contributed in no small measure to tl 


record of technical and commercial prog 


ress which has characterized the lor 


and noteworthy history of this company 
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Only 


WIREGRIP 
Belt Hooks 


have the patented 
blue Aligning Card 











that holds hooks in 


Flexible position, prevents 
them from loosen- 

BELT LACING ing, prevents hook 
, loss from handling, 

td EEL RI P ' ° prevents waste of 
——— oe vee short ends. Every 


all power and con- 


veyor belts. Clinches WIREGRIP Hesk to 


the last one can be 








smoothly into belt, pen 
compresses the ends, 
prevents fraying, 2- 
piece hinged rocker Ligy 
pins prevent exces- 
sive wear. In boxes “tiene 
or long lengths. EG 
W rite 
for Catalog 78 





ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 











321 N. Loomis St. Chicago, U. S. A. 
PRIZES 
PREMIUMS 
GIFTW ARES 

Rseiny 
and GIFT 


BOOK 





| JOSEPH 
_ HAGN CO. 


223 West Madison St. 





Chicago, Ill. 


WHOLESALERS SINCE 1911 


Practical Tests for 
Maintenance Maierials 


(Continued from page 55) 
lesks stated that in his fabrication he 
used “semi steel” so this term was 
written in the specifications as a sub- 
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FOUR OF A KIND—AND ALL ACES! 













Fairbanks-Morse products, because Fairbanks-Morse 
makes the right type of Diesel, motor, scale, and pump 
for each job—and makes each type right. In addition, 
the centralized responsibility of Fairbanks-Morse, 
demonstrated to industry through more than a century, 


simplifies purchasing and protects the purchaser. 


Fairba nks~Moerse 


PUMPS 


114 G.P.M. TO 150,000 G.P.M. 


@ Nearly every industry uses one or more 
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piece and have it examined in an at- 
tempt to show that the so-called “semi 
steel” was only cast iron. I cite this 
simply to show to what lengths bid- 
ders on public works will go; were 
this for industry, this bidder would not 
have dared to question. Suffice to 
say that P.W.A. authorities upheld our 
award to the low bidder. This also 
illustrates again that it is not so much 
of what equipment is made as its dura- 
bility that counts. 


Satisfying the User 

In the matter of machinery pur- 
chases, public buyers run into awk- 
ward and embarrassing © situations. 
Frequently in order to establish the 
quality range of an item desired, the 
public buyer will write his specifica- 
tions around a certain machine and of 
course specify “or equal.” When the 
low bid comes in on a piece of ma- 
chinery other than the make specified, 
it is not always simple procedure for 
the buyer to determine whether it is or 
is not the equal of the equipment spec- 
ified. 

In our case we often call in a com- 
mittee of the using department to sit 
with the buyer, listen to representa- 
tives of the various bidders, and ad- 
vise with the buyer on the basis of the 
facts presented. Sometimes if such a 
committee decided that the low bidder 
has an equal product the unsuccessful 
bidder representing the makers of the 
named and specified machine will be 
the protestor, claiming that the com- 


FAIRBANKS-MORSE 


Pumping, Power, and Weighing Equipment 









Fairbanks-Morse 


SCALES 


-002 OZ. To } MILLION LBs 






600 S. Michigan Ave., Chicago, Ill. 


Branches and service stations through- 
out the United States and Canada. 





mittee errs in recognizing his com- 
petitor’s machine as his equal. 

In one such hearing after it had been 
well established that the low bidder’s 
machine was entirely satisfactory the 
losing bidder interjected with the com- 
ment that it was not equivalent be- 
cause it lacked fifty pounds in weight. 
With disgust one of the members of 
the committee asked “Are we consid- 
ering buying a shaper or are we buying 
a piece of cast iron?” 

Occasion has arisen when even in 
the purchase of a machine, a lathe for 
example, it has been advisable to test 
the product of two bidders in actual 
use. This happened only recently and 
to decide which of two lathes we 
would purchase (twelve were involved 
in the contract) both were placed on 
test in one of our shops and after 
careful checking for accuracy, speed, 
smoothness, size of chip, a compre- 
hensive report was made of the two 
performances and on the basis of this 
report the Purchasing Agent made his 
award. 

The buyer’s problem is the same the 
country over, to obtain the best the 
market affords for his needs at the 
lowest reasonable price. The seller’s 
objective is to acquaint the buyer with 
the product he sponsors, to point out 
its merits and to show wherein it has 
an advantage over what the buyer is 
at the time using. Specifications and 
tests are the result of this meeting of 
minds and are alike of great value to 
both user and vendor. 





To House 
Your 
Canceled 


Checks 


This compact 
group ofr |! 
SAFE-T-STA(¢ 
Steel steerage 
Files prov 
efficient hous 
for over 400,000 cancelled checks. 

They are “Tailor-Made” to fit the check 
they contain. For this reason they 
occupy a space of 8614 inches high, 46 
inches wide and 24 inches deep. 

The exclusive SAFE-T-STACK sli; 
locks individual files together horizor 
and vertically. No tools, bolts o: 
are used. 


Write for a quotation on a SAF! 
STACK Steel Storage File to fit your 
size. No obligation of course. 


= 
= 
~ 
~ 
_ 





The Steel Storage File Co., 
2216 W. 63rd St., 
Cleveland, Ohio. 


Biskiscensst inches high. Please quote 
Storage Files to fit. 

Name 
Business 
Address 
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GRINDER 


@ A new. compact 
grinder, which is nice- 
ly balanced and de- 
signed for both hand 
and lathe grinding is 
offered by Stanley 
Electric Tool Divi- 
sion, New Britain, 
Conn. With a motor 
holder, the grinder 
can be mounted in a 
lathe, milling machine 
or shaper for external 
or internal grinding 
on dies, punches, ma- 
chine parts, spiral cut- 
ters, etc. 

The motor is a % 
h.p. direct drive unit mounted on ball bearings and has ample 
power to drive grinding wheels up to 1144”’ 





The extended shaft gives a reach of 5” for deep internal 
grinding and the long spindle housing provides a good grip 
for hand grinding. 

It will accommodate emery wheels, mounted points and 
rotary files for hundreds of jobs. 


DIESEL-ELECTRIC GENERATOR 





@ A new line of 
Diesel-electric power 
plants, ranging in 
size from 3600 to 
24,000 watts and 
built to a simple, yet 
revolutionary space- 
saving design, is be- 
ing placed on the 
market by Lister- 
Blackstone, Inc., Mil- 
waukee, Wisconsin. 

These new plants 
consist of a radiator 
cooled engine, gen- 
erator and_ control 
panel, all assembled 
in compact form, 
ready to set in place 
and put to work. 
Chief change from 
conventional design 
is in the placement 
of the generator, 
which sets directly underneath the engine and thus cuts floor 
space requirements almost in half. 

Power for generating is supplied by the famous Lister-4- 
cycle Diesel engine using Bosch fuel system. To assure long 
engine life, the cylinder walls are chromium impregnated. 
The patented dual-compression system used makes starting 
by hand easy under all temperature conditions, without the use 
of punks, glow plugs, or any other preheating devices, the 


manutacturers Say. 
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COOL GRINDING WELDS 


@ in line with their announced policy of offering special 
abrasive wheels for industry’s “problem” jobs, the newly 
formed Atlantic Abrasive Corp., South Braintree, Mass., has 
made available a new type wheel especially designed for weld 
grinding and snagging 

This wheel makes us« f the company’s patented synthetic 
bonding material to permit maximum working speed and pres 
sure without danger of burning 

l se of this wheel will insure botl the lowest possible labor 
cost and a better finished product, according to the manufac 
turer. Full details on it and other special grinding wheels for 
steel, alloys, plastics and rubber will be sent on request 


INDUSTRIAL TRACTOR 








@ Streamlined in harmony with modern design trends and 
steel turreted to afford complete driver protection, this indus 
trial tractor is offered for the rapid and economical transfet 
of raw materials, parts and finished goods from one depart 
ment to another 

Capable of pulling 25 tons on trailers, the machine is so 
compact in design as to thread crowded aisles easily, pass 
through narrow doorways, operate on congested platforms 
Twin wheels at the bow provide perfect stability, assist thi 
tractor in negotiating rough roadways. The driver sits con 
fortably and safely within a heavy ™%-in. steel body and has 
clear vision of his load and of his right-of-way. 

Power is provided by a Continental Red Seal Motor, mak 
ing the tractor capable of 24-hour continuous operation. lout 


gallon gas tank is ample capacity for average day’s consump 
tion. The machine has an overall width of 3814 in., 37 in 


turning radius, speed of 8 m.p.h. Equipment includes sel! 


starter, hydraulic brakes in rear drive wheels, air cushion tires 
in rear, solid in front, universal couple operated by driver with 
out discounting, all safety features to meet underwriters’ in 


spection departments 

Clark Tructractor Division of Clark Equipment Co., Battle 
Creek, Mich., also announce a heavier model for use on damp 
and slippery factory floors and steel ramps and for pushing 
extra heavy objects into position. It pulls 40 tons on trailers. 
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Original plant at Pem- 
berwick, Conn., near 
Port Chester, N. Y.;and 
present plants at Port 
Chester, N.Y., Rock 
Falls, Ill., and Cora- 
opolis, Pa. 


Almost a century of experience devoted 
solely to the advancement and manufac- 
ture of bolts, nuts and threaded fasten- 
ings. Industry has seen many changes, and 
with these changes R B & W has con- 
tinued to pioneer a quality product 
through newer materials, improved pro- 
duction methods, more skillful workman- 
ship, higher standards of accuracy, finer 


finish. 


Thus, pride of age goes hand in hand with 
pride in advancement of American in- 
dustry and the constant development of 


better R B & W products. 


In 1940—our 95th Anniversary—we will 
continue to help solve the ever-changing 
problems of threaded fastenings for those 
who want a broad and tested background 
of engineering experience, quality-manu- 


facture, and satisfactory service. 


materials and finishes—furnished from 


list. 






BOLT AND NUT COMPANY 





RB & W manufactures wide variety of types of 
Bolts, Nuts, Rivets, Screws, Washers, Rods and 
Special Upset and Punched Products in various 


feorrs\, warehouse facilities. Send for catalog and price 


RUSSELL, BURDSALL & WARD 


PORT CHESTER,N.Y. ROCK FALLS,JILL. CORAOPOLIS, PA 











protects your product 
dresses your package 





Showing how Angier Chemical Co., Boston, uses KIMPAK fo protect it 
cough emulsions from shipping damage. 
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AEC. US. PAT. OFF. & 


CREPE WADDING 





















@ When your product leaves your plant, it’s on its ow 
That's why wise shippers everywhere are protecting 
products, both large and small, from shipping damage 
KIMPAK*—the ideal packing material. Light-weight, and fi 
ible, KIMPAK guards against breakage, chipping or chafi 
. . against costly finish or structural damage. Soft, yet 
silient, KIMPAK is a safety-cushion and shock absorber 
so light and clean it will not scratch even the most delica 


finishes. 


age, for its rich texture and snowy white color dresses 
your package—adds a note of distinction that stimulates sal: 


the coupon today. 


But KIMPAK does more than guard against shipping da 


For samples of KIMPAK and further information 


FREE! 1940 Portfolio of KIMPAK © = | 


KIMBERLY-CLARK CORPORATION P-4-40 
Neenah, Wisconsin 
Address nearest sales office: 8 S. Michigan Ave., Chicago 


122 E. 42nd St., New York City; 510 W. Sixth St., Los Angeles 
Please send us the 1940 Portfolio of KIMPAK. 


Company 


Address 
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DONT GAMBLE 


WITH DOUBTFUL SCREWS! 





Unusual equipment like this eliminates ‘‘gambie."’ 


SPECIFY 
QUALITY-CONTROLLED 
PARKER-KALON SOCKET SCREWS! 


It doesn’t cost you a penny extra to use Parker-Kalon 
Socket Screws! And, you get unique protection against 
any “doubtful” screws . . . screws that might play hob 
with assembly efficiency, or fail in service. 

Such protection has become available only since 
Parker-Kalon established a $250,000 laboratory to pro- 
vide rigid quality control. Today, every Parker-Kalon 
Socket Screw is bound to measure-up in all char- 
acteristics after passing the 16 Parker-Kalon Quality- 
Control tests. 

Tangible evidence of all this care is the Guarantee 
you get in every box. Order PARKER-KALON next 
time! For free samples and local distributor’s name, 
Parker-Kalon Corp., 202-204 Varick Street, New York. 


16-point test and inspection routine covers: 
Chemical Analysis; Tensile and Torsional 
Strength; Ductility; Shock Resistance under 
Tension and Shear; Hardness; Head diameter, 
height and concentricity; Socket shape, size, 
depth and centricality; Class 3 Fit Threads; 
Clean-starting Threads. 


PARKER-KALON 





rode} Ho Ra Je) ick 32) 


Socket Screws 


When writing Parker-Kalon Corp. please mention Purchasing 

















PURCHASING 
ELECTRIC EYE 


@ The electric eye, a small 
compact unit, will prevent 
many accidents. It automat 
ically shuts off the power, 
stops machinery if a work 
man should pass beyond the 
point of safety, whether he 
is working on a power press, 











lathe, conveyor belt, exposed 
switchboard, traveling 
crane, etc It wall 
also detect smoke. 
The built-in Infra 
Red filter produces 
an invisible ray 
that will not inter- 
amper machine operation. 





fere with the operator 
It plugs in a 110 
from upper lens. Striking mirror, the 


It circuit. Light beam leaves cabinet 

beam is reflected back 
to the lower lens where it is focused on the photo-electric 
cell inside the cabinet. Alarm bell or other devices are plugged 
into socket on output cord. Switch thrown to right causes 
alarm to ring until it is shut off, once light beam is broken 
When switch is thrown to left alarm rings only while beam 
is broken, stops ringing when beam is restored. Flange on 
each side of cabinet permits mounting at any angle in am 
position. Product of the Safety Engineering Company, New 


York City. 


RIVETING HAMMERS 


@ A light-weight, ttm 
air-operated rivet 
ing hammer for 
use in the fabrica 
tion of iron, steel 
and aluminun 
products, is an 
nounced by Inger 
soll - Rand Con 
pany, Phillipsburg 
New Jersey. It is 
available in two 
types: one a short-stroke, fast-hitting model for ordinary use, 
and the other a long-stroke, slow-hitting machine designed 
primarily for aluminum, dural or soft iron rivets. Both types 
can be furnished with either a pistol grip, an offset, or a pus! 
button handle 

They can also be adapted for extra light chipping, scalin; 





1 


and calking work when equipped with the proper chisel 


LIGHTING UNIT 


@ A complete fluor- 
escent lighting unit 
for general commer- 
cial lighting has been 
announced by Hy 
grade Sylvania Cor- 
poration, Salem, Mass 

This highly efficient 
unit comes complete 
with four 40 watt 
(48”) fluorescent 
lamps, and with all wiring and fittings, ready to install. 
Nothing else to buy. 





These commercial units were designed for general use in 
such locations as stores, offices, showrooms, and a wide range 
of general commercial applications where higher levels of 
illumination are desired. In addition to supplying several times 
as much light, these units supply light that is cooler and better 
diffused. A choice of daylight or white lamps is offered to 
users of these units. Where light of daylight quality is de- 
sired, Hygrade daylight fluorescent lamps offer the oppor- 
tunity of obtaining light that is the nearest approach to out- 
door daylight vet achieved at moderate cost. 
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PAGE WIRE 


In Many Shapes 





@ We are prepared to furnish ‘‘shap 
wire’’ to meet a large range of requir 
ments. We may be able to meet 
specifications with distinct saving: 
time and money for you. 


Many Sizes and Materials 


We make “'shape wires’’ of low 
bon, high carbon, and stainless stee] 
We can furnish these wires in cr 
sectional areas up to and includi 
No. 3 BWG (or about .250 sq 
inches in square wire designatio1 
and in widths up to %-inch. 

BUY ACCO QUALITY in Page Wires, W: 
ing Electrodes, and Wire Fence; Lay 
Preformed Wire Rope; Reading-Pr 
Cady Valves; Campbell Abrasive Cu 


Machines; American Welded and Weld 
Chain; Ford Hoists, Cranes and Troll 


Return the Coupon leo 
for Full Information 


PAGE STEEL AND WIRE DIVISION 


of American Chain & Cable Company, Inc. 
MONESSEN, PENNSYLVANIA 


] Please send further information on Page Wires 
Please quote me on Page Wires described in attached lett 


Name.... 


Firm... 
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PURCHASING 


WATCHMAN’S CLOCK 


@ The watchman’s clock 
manufactured by the 
Simplex Time Recorder 
Co., Gardner, Massachu- 





setts, gives you positive 
evidence that he is on the 
| job. The cast aluminum 
| dustproof case is. de- 

signed for strength, dur- 


ability and general utility. 

The dial mechanism is 
operated by an eight-day 
double spring high-grade 
jeweled movement. It is 
provided with a 2%” 
white dial with black 
\rabic numerals. The 
| dial carrier is simple in construction and positive in action. 
| It has a knurled knob which may be easily turned for setting 
| 





the sheet to the proper position. 

Telltale recording mechanism is an ingenious device for 
recording the time of opening the clock case. It is a plunger 
type perforator that pierces a hole in the sheet each time the 
case is opened. It is securely enclosed and is absolutely 
tamper-proof. The heavy bronze key house frame is a unit 
entirely separate from the movement and dial carrier. Each 
| clock will accommodate twenty or more stations. The em- 
| bossing characters on the station keys may be engraved with 
numbers or letters and are large enough to be clear and 
WRITE FOR easily legible 
CATALOGS 


FRED MEDART MANUFACTURING CO. Jam sticgmmarsisaiiae 


3539 DE KALB ST : ST LOUIS. MO @ This speed indicator 
manufactured by Her 
ia man H. Sticht & Co., 
| New York, N. Y., is 
finding increasing appli 
| cation in factories do 
ing high speed grinding 
and using the 
high speed cutting tools. 
eld I 


\Il Principal Citie * Deoler Everywhere 











] 


The best fie ot appl 

| cation is among manu- 

| facturers of tools, roll 

er bearings, ball bear 
ings, automobiles and in 

| the metal industry 


general, and to a lin 
ited extent in the 
working industry where 


5g of SERVICES oy 


s< wtilized 
Forge is ullize" 
t Kropr our customers TRANSMISSION WITH SAFETY CONTROL 





ot of space . 


very {0 : ice for 
: ee maximum serve®”. keyed to meet 
to rene" organization being No demands @ This special trans- 
the entire acting forging needs. . forgings mission is designed by 
x se . Lewell Mig Co 
our most e op or ups : eewellen Mfg. ¥ 
H r steam hammer: wap ee us into & panic Columbus, Ind., to 
° ever unusual. can 0 ears ot regulate stoker speeds 
how based on 100 ¥ for feeding fuel at 
Pr duction short — ble us to do the — rates to maintain the 
° : enable aint. 


: nce 
forging Toke with speed. 


. i 
ingly impos® ed alon | 
effected beng aes d patience— 


, time : 
Next time once Sate Largest Job — 


ova iis your forgings: 


boiler pressure setting 
automatically. T he 
control attached to 
the boiler is set for 
any desired steam 
pressure. A slight de- 
viation of this pres- 
sure will result in a 
movement of the con- 


trol which is. con- 
KROPP FORGE COMPANY nected to the safety lever 


y lever on the transmission. While the lever 








World's Largest Job Forging Shop follows any rapid motion of the controlling device, speeds are 
5315 W. Roosevelt Road, Chicago adjusted only at a safe controlling rate of acceleration. Should 


Representatives in Principal Cities the lever move suddenly tl 


e speed is changed gradually by 


When writing advertisers please mention Pur 
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SHIPPING ROOM 


With the 
STANLEY STRAPPING SYSTEM 


WEIGHT SAVINGS 


Stanley Strapping tensions 
container with strong steel 
bands, permits lightening your 
container with safety. Stanley 
Colorgraph Strapping dresses 
up your cartons .. . carries 
your name, trade mark or sales 
message in brilliant colors. 
Identifies your product 
instantly. 


TIME SAVINGS 


New Stanley “Ace” Strapping 
Tool applies strapping in a 
few seconds. Light .. . weighs 
only 10 lb., 3 oz. It tightens 
strapping, feeds its own seals, 
crimps seals and cuts strap- 
ping with two easy, natural 
motions of the arms. Precision- 
built to close tolerances 
throughout. Unlimited take- 
up. Spring-fed, so it will oper- 
ate perfectly in any position. 


HANDLING 
SAVINGS 


made easy with “Ace” and 
new Stanley “Ace” Accessories. 
They position the tool, con- 
tainer and strapping on roller 
conveyor or shipping bench 
for “production” jobs as fast 
as they come. Regular Stanley 
Accessories, or a combination, 
will handle most strapping jobs, 
or Stanley Engineers will de- 
sign new ones to fit your needs. 


Write for Folder ““TWICE AS FAST” 
IT’S FREE 


New Stanley Folder, ‘““Twice As Fast’’, 
describes the new ‘“‘Ace’’ Strapping Tool 
and Accessories, tells how the right com- 
bination can be put to work by Stanley 
Engineers for savings in your shipping 
room. The Stanley Works, Steel Strap- 
ping Division, New Britain, Connecticut, 


STANLEY STRAPPING SYSTEM 


When writing advertisers please mention Purchasing 























LET THIS 


PRODUCT 
HELP YOU! 





MANUFACTURERS ARE FINDING 
IT IDEAL FOR MANY PURPOSES 


Whatever you make, handle, ship—you may 
be able to use Fibreen to advantage. It’s a 
tough, reenforced, wear-resistant, pliable 
paper—heavily water-proofed with a sealed 
in layer of special asphalt. Saves time and 
money for many manufacturers: 


® As a tough, waterproof wrapping, packaging or bag 
ging material, it protects a wide variety of products. 


® Many concerns use Fibreen to protect materials in 
storage, either in warehouses or outside— weather 
resistant — it will not burst or tear when exposed 
to wetting. 


There may be practical uses for this strong 

durable material in your products. 

Low in cost and available in convenient sizes 

— write for a generous sheet or roll to test 
The SISALKRAFT Co. y 


205 W. WACKER DRIVE ¢ CHICAGO, ILLINOIS 
New York San Francisco London Sydney 


mh 
Serving Industry and Building with Re- 
enforced Papers, Metals, etc., for Multiple 
Uses and as Part of Finished Products 











PURCHASING 







































































the action o1 the springs, the speed always coming to the 


s e speed corresponding with the position of the control which 

Loosen ME Pale da CS) a | é operates the safety device on the Lewellen transmission. 
, 3G The control lever does not operate the transmission directly ; 
hence there can be no damage to the control, the transmission 
nor the stoker, because loading is adjusted for safe regulated 


limits. 


Provide salt tablets freely to 
all workers who sweat. Doc- 
tors know that salt sweated 
out by heat and heavy work 
must be replaced, or workers 
tire quickly, and are less 
efficient. Hundreds of great 
industries have found salt 
tablets the simple, inexpen- 
sive way to replace salt loss 
and check Heat Fag. 


BALANCED MONOBLOC PUMP 


MA balance 
monobloc scent: 
fugal pump 
wherein the motor 
and pump have 
been engineered as 
an integral unit 
balanced function 
al design in con- 
trast to mere] 
adapting a motor 












i . 
MORTON'S Wiz ae. 
SALT TABLETS SAT been placed on t 
TABLETS mar ket by tl 
® Worthington Pumy 
‘ and Machinery Corporation of Harrison, N. ] 
HEAT: Z This pump is exceptionally comp: re ring a mini 
MORTON'S MODERN SANITARY —ieiidiaa POR tg gage A a ee 
DISPENSER delivers tablets one at a ee ee Se vee Wan Se Pe FOr Fe 
a time. Morton’s Salt Tablets are ORDER “ake packing the stuffing box. A shaft of large diameter, on rigid 
made of the most highly refined a bearing mountings, ma ntains concentricity in all rotating parts, 
salt, pressed into convenient tablet [6°¢,cin thereby increasing packing life. The new drip-proof motor 
form. Easy to take with a drink of © salt tablets, $2.60 features a directed flow of ventilating air which prevents 
water — dissolves in less than 50 Shipped Prepaid drawing of moisture into the motor 


seconds after swallowing. 


Write for folder: “Heat 
Fag Among Workers.” - 
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BACK PRESSURE VALVES 


@ Several newly devel- 
oped back pressure 





CHICAGO, ILLINOIS valves are announced 
by the Connelly [ron 
hes port X (sOVvel 





co. hicago, T]linc 
The type HR back 


pressure valve features 





| " } ‘ + 
| a nique it < A 
1 1 
| i I ts ciea ly 
Pp r¢ O\ i i 
| , 
and)» =withdra e the 
| working parts without disturbir x the pipe line ie us. a set 
|} vicing problem has been great simplified. Made in a wide 
| range of sizes and specifications, it is said to be a most u 
i ’ ‘ +1 
| usual and convenient contribution to the field 
a ‘ iss LT\ Zz ; are 
Another Ss K as ri\v and eatures extreme sen 
sitivity and perfect balance for ertical mounting It 

| ‘laimed to be s nine balanced that 11 operation the movable 
disc, sensitive tT a reath, opens al | loses positively with 
| the sligl test ack fi 
| 





If it’s sie ddaeiead ex- | SMOKE ALARM WITH DENSOMETER 


ternal or internal, on a lathe or 

























tics a special machine tool set-up . 
“opt fee athe. can depend on getting - @ Electric eye smoke alarm wit le! 
"es curacy to a tenth (.0001”) with someter at last makes available to power 
ig a Dumore Call the Dumore , , , aie 
distributor nearest you e. a plants photo electric ontrol oO combus 
he'll recommend the right one tion conditions at low cost. This equip 
of many Dumore models—the , 1 1 | 
exact model to fit vour needs ment continuous observes the Smoké 
Through him you are offered passing through the flue It indicates 
re en. ee the smoke density on a 434” dial whicl 
specialized precision reads from zero to one hundred. The 
grinder manufacturing equipment is read set so that a large 


; experience. : . , ° ; > 
‘a red signal light indicates when the smoke 
Ry THE DUMORE COMPANY | fencity exceeds a predetermi 


ined value 





I 
Dumore é Dept. 350-D Racine, Wis. cc ymnsistent W it} r fff ient con } ustion. 
canto? The light source and_ photoelectric 


control are mounted on opposite sides of the flue or breaching, 
nm 2 : . VMLLANT 2 and are aligned through simple entrance tubes or windows so 
miy umore gives you a 


of these: *Easy portability; PRECISION that the bean projected from the light source strikes the 





*speeds to 42,500 r.p.m.; eye of the control The densometer may be placed at any 

*wide selection of quick- e Es Seat tne oS ea a EA , : 

change quills; *15 models to WVhe ‘A iAy convenient 100 ation if UN bouer room; usually near the other 

select from; *25 year back- furnace controls—and is wired to the photoelectric control. 
: *distributors -on- > ‘ . ar 

ground distributor con _ Made vy Photoswitch, Inc.. ( ambridge, Mass. 


veniently lecated. a Ei OTS 


When writtiig advertisers please mention Purchasing 















Th 


Do yo 
in pac 


metho 


withS 








AprIL, 1940 


ARMSTRONG 


Help You Improve 


Cost of Shipping 
Your Product! 





















WRENCHES FOR ALL PURPOSES! 


No matter what the purpose, there is 
an Armstrong Wrench for every job. 
More than 100 different types, each in 
all sizes. Made of finer steels, high 
carbon or chrome vanadium, heat treat- 
ed to exact requisites of stiffness and 
strength . . . . assuring greater strength 
and longer service. 

Standardize on ARMSTRONG Wrenches 
for improved designs, tool balancing, 
accurate millings, machining and finish. 
For economy and satisfactory service buy 
ARMSTRONG Wrenches. Do not enter 
into any wrench contracts until you 
have talked to an Armstrong Salesman 
or have read the ARMSTRONG Wrench 
Catalog. 


Write for catalog 


i ae 









Buy 
ARMSTRONG 
TOOLS from your 
Supply House . 


Ke TS 


Hollow Screw 
Wrenches too! 








TOOL CO. 


“The Tool Holder People” 
303 N. Francisco Ave., 
Chicago, U.S.A. 


St.. N San Francisco 


ings that Will 


d Lower the 


u find it hard to believe that many real improvements 
king and shipping methods have been made since your 


last thorough check? Then now—during April Perfect Ship- 
ping month—is the time to look into what's happened. You'll 
be amazed to learn what Signode research alone has contrib- 
uted to safer, lower cost packing and shipping... how Signode 


ds are holding down packing costs and damage claims 


on everything from 5-pound cartons to carload freight. No 
matter what you ship or how you ship it, you owe it to your 
firm and to yourself to get all the facts on what can be done 


ignode Tensional Steel Strapping. Find out how Signode 


can help you make every month a ‘‘Perfect Shipping’’ month. 


Phone your local Signode man now. Have 
him call to give you full details. Or, write 
us direct, describing the product you ship. 


STEEL STRAPPING CO. 
2602 WN. Western Ave., Chicago, Ill. 
371 Furman St., Brooklyn, N. Y. 
454 Bryant St., San Francisco, Calif. 


40 OFFICES THROUGHOUT UNITED STATES AND CANADA 








WELDED 
CONSTRUCTION 
DESIGNED 


FOR EFFICIENCY § 


LASTING 
RIGIDITY 


Eastern Sales and Warehouse: 199 Lafayette 
We London 









LIFETIME 
OF 


WEAR 


WORK-PR( 
DUCING COMFOR 


NEAT 
APPEARANCE 





~ Fig, 1253 
Pat. App. For 


“HALLOWELL” 
9 i i ey oo) 


Eliminate inadequate seating facili- 





ties which result in lowered efficiency 
and poor workmanship... equip with 
“Hallowell” Steel Stools and Chairs. 
There’s a model to meet every re- 
quirement in office and plant, each one 
scientifically designed 
lifetimes of work-producing comfort. 
Their all 


to produce 


welded joints mean far 
more wear without becom- 
ing wobbly. 
Prices are 
de- 
livery imme- 
diate. A note 
on your let- 
terhead 
brings full 
details. 


right, 





STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 590 ST. Louis 
INDIANAPOLIS SAN *RANCISCO 
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Fel FS(D—n. name on 


millions of wrenches that stay on the 


1 
Breaks Of © 
will rep 





job. The alloy-metal housing won't 
warp or break—no “out for repairs,” 
no repair fewer 


expense, spares 


needed. 


Safe chrome-molybdenum jaws are 
replaceable. There’s a handy pipe- 


scale on hookjaw. Adjusting nut 
always spins quickly and easily. 

This wrench costs practically noth- 
ing for upkeep—and is outstandingly 
popular with mechanics. Cut your 
Company’s tool costs—ask your Sup- 


ply House for RIBGEIDs today. 


THE RIDGE TOOL COMPANY 
ELYRIA,OHIO 





Model 55 Automatic 
Double Setter, Bench 
Type, will set two ',% 
tubular rivets at a time. 


TUBULAR & SPLIT RIVETS IN ALL RIVET METALS 


When writing advertisers please mention Pu 
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ALUMINUM LADDER 


@ An all-aluminum overhanging lad- 
der, for use in 


dams, 


making repairs to 
which 
from the ground, 
has been developed by the Aluminum 
Ladder Co., Tarentum, Pennsylvania. 

The ladder illustrated built 
TVA It is designed to fit 
top of a dam and is held 
away from the breast of the dam so 
foot- 
climbing up 
blocks 
it comes 
\ guard- 


bridges, buildings, etc., 


cannot be reached 


was 
over the 
that workmen can get a good 
hold on the rungs in 
and down. Wooden 
are fitted to the 


into contact with concrete. 


wearing 
top where 


ail, 22” wide by 27” deep, runs from 

the top to the 22” by 24” platform 

which comprises the bot Width of the ladder is 22 inches. 

Weighing only 84 lbs. complete, it can readily be carried 

along the breast of a dam or other structure; vet it is strong 
enough to support three or four men with perfect safety. 


GUMMED TAPE DISPENSER 





@ The Gummed Tape dispenser with label moistener man- 
ufactured by L. Link & Company, Inc., is a general use 


r 
machine for tape from 14" to 3” and labels up to 


wide 
314” wide 


The oper: is simple, fast and quiet 


nac hine 


By a turn of the whe delivers instantly any prede- 
termined length of tape perfectly moistened and cut at 
one stroke. The figures on the frame, graduated in 
inches, assist the operator to determine where to grip 
the wheel to obtain the desired length 

No part can loosen up or get out of order. It has a 
mechanically operated shear, constructed of the best 
crucible steel, hardened and ground. This shear is placed 
in the machine so that it sharpens itself 


The brush moistening device functions under any and 
all conditions, leaving the ejected tape uniformly and 
thoroughly moistened. Tape cannot buckle, jam or clog 
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use 


DAYTON SAFETY LADDERS 


/ f Actual experience and use 
A~ by leading industries has 
/ \ proved that the Dayton is 
, m the ideal all-around safety 
ladder. Men work faster— 
with more confidence on the 
broad, firm platform of the 
Dayton Safety Ladder. No 
extra men necessary to 
steady the Dayton. Made of 
tested airplane spruce. 
Standard non-skid safety 
shoes at no extra cost, 














For 
Dayton 
Geua 

Stree 


catalogue address 

Safety Ladder 
121-123 Third 
t, Cincinnati, Ohio 





Safety Ladder 


C. 


121-123 THIRD ST. 
CINCINNATI, OHIO 





SAFETEX 


GUMMED 
TAPE 


Pull-tab opener in every roll. 


























Processed to make it pliable 








and non-curling. 











Grooved glue surface for 





better moisture distribution. 








: r 


* 
No. 1 Northern Kraft only. 
« 


. 




















Highest grade glues for fast 


and permanent sealing. 






CENTRAL PAPER @. 


MENASHA, WISCONSIN 


When 
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LINK-BELT 
Sé thuststrzake 


SILENT CHAIN DRIVE 





The Service of Two Drives for the Price of One 


@ Facts are facts. You get at least double your money’s w 
service from Link-Belt Silverstreak Silent Chain Drives. O 
outlast two ordinary drives— maybe even three or four. Ma 
stallations have operated 10—15—20 years and longer. If y 
drives for durability and trouble-free service, send for 
Silent Chain Drive Data Book No. 125. It tells the whol 
LINK-BELT COMPANY 


Indianapolis, Chicago, Philadelphia, Atlanta, San Francisco, 7 
Branch offices and distributors located in all principal cit 


SMOOTH 


FLonpreps of ..e 1S THE WAY GRAVER- 
out the county ff BUILT EQUIPMENT 
SUITS YOUR NEEDS 














have demon- 
strated, in daily 
operation, the de- 
pendable and 
efficient performance of Graver-Built Equipment 





Reduced costs and long-term satisfaction come from 
Graver’s sound engineering and precision constru 
tion. Find out how SMOOTHLY Graver-Built Ea 
ment will fit into YOUR plant program of modern 


| ization or expansion. 


GRAVER tudd 


Water Softeners .. . Filtration Systems . . . Clarifiers 
Steel Storage Tanks . . . Vapor Conservation Systen 
Fabricated Steel and Non-Corrosive Composite Plats 


For full particulars on Equipment to meet your requirem: 
write Graver Tank and Mfg. Co., Inc.. Dept. 21. East 
cago. Indiana. 


Graver Products mean 2 
GRAVER ‘TANK & MEG: CO:ING: 


QUARTERS OF A CENTURY OF DEPENDABLE 


EAST CHICAGO, IND. 


CABLE ADORESS—GPRATANE 


SERVICE 
NEW YORK 


cH 
CATASAUQUA. PA ce? 


TULSA 
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to lower storage costs! 


Barrett Portable Elevators—hand or electric—solve many 
storage problems. With them you get the most from your 
floor space by piling boxes, barrels, bags. bales, crates 
or rolls many tiers Ligh. And they save on plant main- 
tenance wor Models for handling dies and loading 
trucks from floor level; also stationary inter-floor, turn- 
table and telescoping types. 


There's a Barrett Portable Elevator for every requirement 


of industry. Write for Portable Elevator Catalog showing @ 


application in many types of plants. 


BARRETT 


BARRETT-CRAVENS CO. 
3280 West 30th Street © Chicago, Illinois 


Representatives Everywhere 


Handling 


~. 





Felters’ Responsibility 
Carries Through! 


Nort only are we responsible for the high quality of Certi- 
fied Felt, but we also feel responsible for the performance of 


Certified Felt in the product into which it goes. Whether it 
be an oil filter, a bearing, an airplane cabin, a radio, or any 
other product in which Certified Felt is used, perfect perfor- 
mance can be depended upon, for we see to it that our pro- 
duct does the job it is supposed to do. 

THEREFOR, if you need felt, you want Certified Felt, if 
you get Certified Felt, you get all Felters’ services. 


Y Barrett’. 








THE FELTERS COMPANY, INC. 
210 SOUTH ST., Dept. B-4 + + BOSTON, MASS. 
OFFICES IN PRINCIPAL CITIES 
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PIPE AND BOLT THREADER 


@ This pipe and bolt 
threader 





threads pipe 


from to 7 
right ofr left hand. 
and bolts from 14 to 
l-inch, right or left 
hand, coarse 

thread. 


More than 100 
kinds and_= sizes 
dies available for it 
The die bosses pro- 


ject far above the 














face of the tool bod 

so that chips clear instantly, even the long curls from soft 

steel bolt stock cannot clog or jam this tool. It is easy to oil 

the dies, which increases die-life and insures better threads. 
Self-centering universal chuck, no loose bushings. Available 

in ratchet and non-ratchet models. The ideal tool for use 

with modern electric power units, as well as for hand 


operation. 
A green crackled-finish box, with partitions to hold 12 sets 
ot dies, is available as an accessory Product of 


Pipe 
Tools, Inc. 
ROOM COOLERS 


Beaver 





@ Three sizes of 
pa *ka ved room cool- 
ers requiring no 
plumbing connec- 
tions, and only a few 
minutes for installa- 
tion, are available 
from the Ai 
ditioning Depart- 
ment, Westing ‘house 
Electric & Manutac- 


( on- 





turing Company, 
East Springfield, Mass. With capacities of 4,000, 6,000, and 
8,500 BTU’s per hour, the units are particularly suited for 
economically cooling executive oftices and rooms in homes. All 
three are powered by hermetically sealed condensing units 


7, FF #¥ 


How Pet White House Plans 
Were Blitzkrieged 


with small orders from other departments and can be 
purchased at substantially oyrey prices because of the 
resulting higher volume. It : possib 2 that 
many hundreds, or thousan items could be trans- 
ferred to General Schedules, if small orders were cen- 
tralized, whe effected 


S also quite 


1s of 


eas such economies can not be 


unless centralization is used, 

To oo the facts of the situation, interviews were 
arranged so that data was received from many sources 
in the Treasury Department. Some general con- 
clusions developed as a result of the interviews. They 
may be briefly listed. 

1. Present decisions appear to have been made 
upon a legalistic basis rather than upon a background 
of familiarity with purchasing procedure. 

2. The volume of purchases involved, contrary to 


concern a dollar 
volume han those encountered 
in large industrial corporations and yet the personnel 
problem is more than that encountered in any 
industrial group. 

The problem has 
Political pressure may 
mental buying 

4. Salary 
to those 


does not 


substantially larger t 


expectations of many 


acute 


been complicated by politics. 
prevent efficiency in govern- 


ratings are low and out of 
found in some other 


proportion 
governmental depart- 
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OFFICES—NEW YORK e 


YOUR PROBLEMS 


Call on Hubbard's long expe- 
rience and skill in developing 
and manufacturing parts like 
these, to accomplish the re- 
sults you are after in those 
various design and production 
problems. 


Send in your drawings, or 
describe your problem. 
Your inquiry will bring real 
assistance and the advan- 
tages of long experience. 


Just a Reminder 


When your requisitions call for: Flat Gummed 
Papers * Brush Enamel or Plated Papers — 7 
Casein Metallic or Pyroxylin Coated Papers * ZY 
Foils * Holland * Cambric * Sisal Tape * Box Yfyy 
Stay * Sealing Tape * Veneer Tape . Y 
find all of the very finest at 


MMe Laurin - Jones tm 


BROOKFIELD, MASS. 


WWVAgg 


. you'll 


e LOS ANGELES 





279 CENTRAL AVE., PONTIAC, MICH. 
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LINK-BELT 
6 byerbins 


ROLLER CHAIN 


@ High strength, g 
flexibility, accu 
smoothness, sta 
and long life are 
tures of Silve 
Roller Chain w 
help speed work 
cut costs. 

A complete rang 
sizes, sprockets and at- 
tachments sim 
any conveyor OI! 
problem. And Link 
abundant experien 
effective engineeri 
are at your comma 

Send for Rolle: 
Engineering Da 
No. 1756. 


obs 


ae 
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/ 
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* 


Because it is available in 

either bronze or stainless steel, 

installations even in the pres- 

ence of the acid fumes from a 

plating bath(as shown above) 

are safely made with Silver- 
link Roller Chain. 
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- 

¥ iowa 
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oa "A 


* 


LINK-BELT COMPANY 
Chicago Philadelphia 

an Francisco Toronto 
Branch offices and distributors located in princi 


Indianapolis 


eo. 
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CHICAGO:="V/T SUPER BOND. 


| > 
SOMETHING 
Greatest Forward Step in 30 Years 


NEW 
V/T Super Bond is one of the most important “J UNDER THE 
developments in mounted wheels. Nothing SUN x 
compares with it in long life, stamina and 
performance. ; 







*s 


150% LONGER LIFE 


Chicago Mounted Wheels 
V/T Super Bond have 15¢ 
to 300% longer life, according 
to tests in many plants 
snagging and exacting opera 
tions. Will not ridge on welds 
sharp corners, sinking dic 
barbering, etc. There's 
shape and size to handl 
every grinding job faster 

ter, at lower cost. Let 
send you a trial wheel 

us the kind of job, type 
equipment used and size wheel you prefer. 

FREE MOUNTED WHEEL CHART—lIdeal for rea 
reference in the shop. A Wall Chart 22 x 15” showing act 
size and shape of every standard Chicago Mounted Whe 


Handee Tool of 1001 Uses 


A small “power house” that can be used wherever 
there is an electric outlet. Grinds, drills, polishes, 
cuts, routs, carves, sands, saws, sharpens, engraves, 
cleans, etc. Uses 300 accessories. ; 










Weighs 12 oz. 25,000 r.p.m. $18.50 ¢ ¥ 
postpaid with 6 Accessories. ‘g 
Send for catalog of complete line. ‘ . 


CHICAGO WHEEL & MFG. CO. i 


Offices in principal industrial centers 





118 S. Aberdeen St. Chicago, tll. 








THIS 
me) )» SHAPE 
7 does the trick! 


hd 





THE STOCKLITE 


FOR LIGHTING SHELVES AND STOCK BINS 


@ If you have old-fashioned lighting in your stock- 
room, try the Stocklite and see the difference! It 
properly illuminates shelves from top to bottom as 
well as bin interiors. It eliminates aisle glare, pro- 
vides comfortable vision, enabling 
clerks to fill orders faster, more 
accurately. Users everywhere are 
enthusiastic. 


THIS BULLETIN 
gives you an illustrated story of 
modern stock bin illumination. 


ASK FOR BULLETIN NO. 91 








GENERAL OFFICES AND FACTORY: 2927 N. OAKLEY AVE., CHICAGO, ILL 





PULMOSAN 


—Industry’s BUY-WORD 


for 


SAFETY 
EQUIPMEN 


“Everything for Industrial Safety” 


@ WRITE FOR COMPLETE CATALOG 


PULMOSAN 
SAFETY EQUIPMENT CORPORATION 
Dept. P, 176 Johnson St. Brooklyn, N. Y. 
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PURCHASING 


ments. Minor employees in the N.L.R.B., for ex- 
ample, receive salaries 200% larger than those paid 
to responsible purchasing executives in the Procure- 
ment Division. By comparison, salaries in industry 
are from 75% to 300% higher for corresponding 
responsibility in minor purchasing positions. 

5. The Federal purchasing studies have not taken 
sufficient serious cognizance of the efficient methods 
worked out by municipal and state purchasing de- 
partments. They could afford to study such ex- 
amples as that of Russell Forbes of New York City, 
who has been available for conference. 

6. No recognition has been afforded to the work 
of the N.A.P.A. and in this failure—the natural re- 
sult has followed. Courses of instruction in scien- 
tific purchasing could be introduced 
N.A.P.A. with profitable 
pavers. 

7. While Roosevelt has provided the 
inspiration for centralized purchasing as an idea, he 
has failed to provide the necessary follow through 
of the “Know How.” 
by bringing in proper 
be readily obtained 


based on 
results to tax 


fl 
researcn 


President 


This could be easily remedied 
consulting advice which could 


: - y 


The P. A. and the Guffey Act 


(Continued from page OS) 

At present it is just as cheap, 1f not cheaper, and en- 
tails much less managerial difficulties, to purchase coal 
from outsiders, because the price is so close to the cost 
of production. However, if the price level is suddenly 
raised by, say 50 cents a ton, one can readily see what 
the added cost would be to a user of a half million or 
more tons of coal per year. If there was any certainty 
that the price level would remain at these higher rates, 
it certainly would be expedient to buy suitable coal 
property and develop it, or buy functioning mines. 

However, as it appears fairly certain that the Act, 
which expires in 1941, will not be re-enacted, and may 
be repealed before then, it may be more conservative 
and expedient to lease mines which are now in opera- 
tion. This may be done in many places, because to the 
producer it is a substitute for a long term contract, and 
would be acceptable also because it would eliminate the 
supply and demand problems spoken of in the preced- 
ing section. The present producer would be hired on 
a cost-plus basis, and would thus have a guaranteed 
market and a fairly steady income. This plan also has 
the advantage of allowing less financially strong buy- 
ers to participate in it, for the capital outlay would be 
little, if any, and whether the Guffey Act works or not, 
it is a practical plan, as no operating problems are as- 
sumed and the price paid for the coal would not vary 
much from the normal market price. 


Substitute Fuels 


In many places, at the present time, it is just as 
cheap or cheaper to burn fuel oil or natural gas. With 
a decided raise in coal price levels, these competitive 
fuels will be in a favored position to underbid coal, and 
the buyer must consider carefully the cost of remod- 
eling equipment to utilize burners fitted to oil and gas. 
With a long term contract that would justify change 
in equipment, many companies are already so prepared 
that they could change at a few hours notice. There- 
fore, the purchasing agent must consider the sources 
of supply, prices, etc., of these competitive fuels and be 
prepared to act, if necessary, when the time comes. 
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STOPS OVERHEATED WATER 


Reduces 
Fuel Losses 












POWERS Hat 
Water Tank Regulator 


Pays back its cost several times a year 


Ends 


Hot Water 

‘ VERHEAT ED water causes complaints, 
Complaints wastes fuel — shortens life of valves and 
plumbing fixtures and increases deposit of lime 
in pipes. Powers regulators will help to reduce 
these losses. Install them on your hot water heaters. 
They keep the water at the right temperature. Fuel 
savings alone often pay back their cost several times a 
year. As they usually last 10 to 15 years they pay big 
dividends. Write for Bulletin 2035. 


The Powers Regulator Co. 
Offices in 45 Cities. See your phone ‘ 
directory. 2792 Greenview | frcusior 4 el 
Avenue, Chicago; 231 E. 46th | » NV Zones 
Street, New York City; 1808 West 
8th Street, Los Angeles. 





POWERS t ATER 
TANK THERMOMETER HOT W 
J OUTLET 








45 Years of Temperature Control 


POWERS 


AUTOMATIC 

































Orange Core Sealing Tape delivers the 
goods! It's got what it takes to turn in an 
all-star performance . . . to make ship- 
ments get going fast and reach your 
customers in first-class condition * The 
extra-sturdy kraft paper has strength and 
staying power . . . the special animal- 
glue gumming moistens in a flash and 
“adheres with weld-like grip * Complete 
unit manufacture in one plant makes the 
price attractively low * Orange Core is 
absolutely tops for speed, strength, econ- 
omy ° Try it and see! Write for free 
folder on correct sealing methods. 


















Moore & Thompson - Division Hudson Pulp & Paper Corp,, 220 E. 42nd St., New York City 
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LINK-BELT 


P.1.V. Gear Variable Speed Control _ 
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Run Your Machines at their Most Productive Speeds 


@ At the turn of a handle the’ the P.I. V. Gear cannot 
. transmits every revolut 
Link-Belt P. I. V. Gear places motor—assuring accur 
at your command an infinite all conditions ofspeed,at: 
variation of speeds (within and material worked. ¢ 


$ Reeul : durable, running in dil, ofa 
predetermined limits) which spuaneaaienc ts akon ts 
can be made instantaneously dependable service — g1 


and while the machine is in op- creases the versatility of t 
eration. chine to which it is appli 
Driven by a positive chain drive, for Book No. 1574. 
LINK-BELT COMPANY 
Philadelphia, Indianapolis, Chicago, Atlanta, San Francis« 
ffices in principal cities 


CULLMA 




















Cullman Sprockets will always 
maintain the high standards of 
your equipment. 


$13 0UdS - 


Special sprockets to order. Standard sizes 
carried in stock. Catalogue on request. 


CULLMAN WHEEL CO. 
1342 Altgeld St. Chicago, III 








ON YOUR 





a 


ay PRODUCTION PARTS 


WALLACE BARNES COMPANY 


DIVISION OF THE ASSOCIATED 
SPRING CORPORATION 


BRISTOL CONNECTICUT 


LETTERS and FIGURES 


These stamps are 35% lighter and 


25% stronger than ordinary heavy bevel 
stamps. They are made of our patented 
safety steel which will not spall, mush- 
room or bend. Light bevel stamps are 
guaranteed to give as much service as 
heavy bevel stamps made of other steel. 
Prices are 20 to 30% less than our 
Heavy Bevel List. 





LIGHT BEVEL 
“SAFETY” 





Write for Prices and Literature 


M. E. CUNNINGHAM CoO. 


154 EAST CARSON ST. PITTSBURGH, PA. 











FOR INDUSTRY'S EVERY NEED 


~™RROMN « 


BRIDGEPORT CONN. 
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The buyer who contemplates changing to oil must 
make certain that he has a long term contract with 
the oil supplier which will be favorable to him over a 
period long enough to write off the capital outlay for 
new equipment. He must also consider the ramifica- 
tions of such fa new Houdry 
refining, and what would happen to oil prices in case 
of war. 

It is said that 


tors as the Process of oil 


the Houdry Process may tend to elim- 
inate the of producing industrial fuel oil 
which is now an unwanted and unprofitable by-prod 
uct. It tollows price would rise as the supply 
decreased. 

In time of wat 
sume control of tl 


necessity 
that the 


the government would probably as 
ie oil industry and confiscate all avail- 
resources for war uses. This likewise would place a 
premium on fuel oil prices 

Finally, in the pricing of oil, it must be remembered 
that if the price of oil goes up 20 cents a barrel, this is 
equivalent to a rise in coal price of nearly a dollar, 
because five barrel fuel oil roughly equal one ton 
of coal. Therefore, 
in oil prices to make coal the cheaper fuel again, even 
in spite of the higher cost of coal under the price fixing 
of the Guffey Act 


Ss OT 


it does not take too great a rise 


Three Major Conclusions 


remembered in 
\ct and what it 
coal buyer, are three in 


The major points that should be 
thinking on the sul 
has done, and will 
number. 

(1) The contract limitation has reduced 
actual coal, the time, and 
through efficiency involved in purchasing and buying 
new for this drop in price. The buyer 
of coal will, in general, be wise to continue with his old 
supplier with a gentlemen’s agreement that relations 
will be maintained as the supplier’s service 1S 
satisfactory. 

(2) When tl 


buyer of 


yject of the Guffey 
do, to the 


30-day 


prices Ot but cost, loss 


coals makes up fot 


is long 
finally instigated the 


( rixX¢ d pri es are 
ll find his hands tied in many ways, 


] 
COd 


and his buying methods will be radically changed 
Not only will prices go up, but also the prices will be 
fixed, thus eliminating any of the present types of com 

petitive bidding he buyer must study the new price 
structures to see if he can get a coal which fits his fur 
nace best, and which gives him the most value for his 
mone\ Finally, the buyer will not have any assurance 
of a constant supply, so must make provision to see 
that he 1s famuliat several sources of suitable 
coals, and at the best price which the minimum struc 

ture will allow Freight rates will play an important 
factor in this reg 


Is not expected to be re 
buyer should become acquaint- 
h the functions and policies of 


enacted afte 


ed before that 


the regional sales agencies for marketing coal. These 
agencies seem to be the one possible solution for a very 
sick industry. and should also grant benefits of service 


to the will 
vhere the coal companies can 


and proper delivery, etc., buyer. They 


raise prices t 


have a decent return on ipital ver a long period 
of time this is a healthy situation, and the buver will 
benefit as the coal industry is able to modernize, and 


able to o1ve chea] ces due to efficiencies of opera- 
tion. If the industry cannot make enough to modern 
ize and replace equipment, prices will tend to go up 
wards as cost of operations increases. Thus the sales 
agency will not only be a substitute for impossible leg- 
islation, but it will be of benefit to both the producer 
and the buye 
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PIPE TOOLS THAT PAY 


Reversible Pipe-and-Fittings Jaws make “Vulcan Superior” 
a universal service tong .. . actually TWO tools in one. It 
handles pipe or fittings with amazing ease—you can switch 
from one to the other instantly—no parts to change—no 
adjustments to make. The “V” recess in the jaws assures 
quick, positive grip on all fittings. 7 sizes, with either Flat 
Link or Cable Chain for pipe and fittings, from 1/8 to 12 


inches. 


And 3 dependable vises. **Vulean Superior” with adjusting 
handle on top and jaws reversible for double service life. 
Made in 2 sizes for pipe, 1/8 to 4-1/2 inches. **Viulean’’, the 
original chain pipe vise—small, compact, positive in grip. 
Made in 4 sizes for pipe, 1/8 to 8”. And “Vulcan” Clamp hit 
Vise—easily carried—clamps anywhere. Weighs only 5-3/4 
Ibs. For pipe, 1/8 to 2 inches. Ask your industrial distrib- 


utor or write for illustrated literature. 
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